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Since 1903... 
PARTNER IN PROGRESS 
to the 
AUTOMOTIVE INDUSTRY 


Behind the world-wide acceptance of 
Perfect Circle is a history of more than 
half a century of PC engineering leader- 
ship—and more. There’s a history, too, 
of unceasing creative research...a con- 
stant search for the new and the better... 
matchless manufacturing skills...and 
scores of contributions to the forward 
march of the automotive industry, year 
after year. 

Leading manufacturers specify piston 
rings developed in co-operation with 
Perfect Circle engineers. You and your 
customers benefit with Perfect Circle’s 
achievements in engineering, research and 
manufacturing skills when you install 
Perfect Circle piston rings. 
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LINCOLN -— One of the many fine motor cars using Perfect Circle 
piston rings for both original equipment and replacement service. 


PERFECT CIRCLE piston nines 


Perfect Circle Corporation, Hagerstown, Indiana e The Perfect Circle Co., Ltd., 888 Don Mills Road, Don Mills, Ontario 








HEY, SHERLOCK, WHAT’S THIS 


ANOTHER BLUE STREAK PIECE OF FELT ON THIS 


SECRET SERVICE TIP FOR YOU. BLUE STREAK pont A 
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Ps Case of the 
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LUBRICATOR” 














THOSE, MIKE, ARE THE NEW YES, MIKE. YOU JUST INSTALL 
BLUE STREAK LUBRIPOINTS witH “LUBRIPOINTS” AND FORGET 
THE EXCLUSIVE LUBRIWIK. IT THEM. THEY LAST LONGER 

APPLIES A CONTROLLED BECAUSE THEY PRACTICALLY 
AMOUNT OF LUBRICANT TO END RUBBING BLOCK 
THE DISTRIBUTOR CAM WEAR. 
CONTINUOUSLY! 











CORRECT, MICHAEL / O a 
eS ee NOW ON Mt f DEALERS: LUBRIPOINTS ARE 


U TREAK PRE-A LED 
got “ oo CUSTOMERS NOW AVAILABLE FOR ALL POPULAR CARS 
FOR MANY YEARS BACK. SEE YOUR 


POINT SETS HOLDS ENOUGH 
WITH BLUE STREAK 
JOBBER OR WRITE: 


LUBRICANT TO LAST FOR THE \ 
NORMAL LIFE OF THE “ LUBRIPOINTS”! 
STANDARD MOTOR PRODUCTS, INC. 


CONTACTS . 
; 37-18 NORTHERN BLVD., 
LONG ISLAND CITY I,N.Y. 
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HEAVY- DUTY 
NO WONDER 42,000 IGNITION LINE 


DEALERS SAy,“BLUE 
STREAK IGNITION is Ef amied 
BETTER FOR YOUR BLUE STREAK 
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BUSINESS! ” 











REGULATORS + SWITCHES + COILS - CONDENSERS + WIRE AND CABLE + CONTACT POINTS 
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W! NEW! 


your old favorite 
sealant 


FORM-A-GASKET 
in a brand new 


package...with 
a convenient 


Spreader 
cap! 


White gloves? Sure! 
Our way of showing 
that new spreader cap 
really ends messy hands. 


No mess! New cap on FORM-A-GASKET makes spreading easier 
and faster — thick or thin. Just squeeze the tube and the new 
Permatex Spreader Cap “butters” flanges or flat surfaces neatly. 
Gives you perfect, instant control of paste and thickness of coating. 

Plus famous FORM-A-GASKET #1 and #2 sealant qualities: 
Withstands heat up to 400°F... pressures up to 5000 pounds per 
square inch...stands continuous tough service. 


Close by 
inserting 
reversed 


COMPANY, INCORPORATED 


300 Broadway, Huntington Station, L. 1, New York 
Factories: Brooklyn, N. Y. * Kansas City, Kan. 


“There’s a Permatex product for every maintenance need” 
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HANDI-CLEANER 

tne IMAL TE 55S a 5 
cane wn LOM 
“< HEXACHLOROPHER 


. - 
Write for FREE Trial Supply 
| DL PRODUCTS, INC. Dept. No. SAJ-3 
Buffalo 4, N. Y. 


Please rush me trial supply of DL  Handi-Cleaner, 


DISSOLVES GREASE full details, prices, etc, 
AND GRIME Neme_ 
1 Re Company 


C-O-N-T-A-C-T TTS a 
With or without water removes The HANDI-WAY by DIL HANDI-CLEANER 

stains ordinary cleaners , 
can't touch 


Fortified with Hexachlorophene and Lanolin DL actually 
conditions hands as it cleans, guards against Derma- 
titis, keeps hands in “good working” condition. 


Available in 14 oz., 3 Ib., 412 Ib. dispenser cans. 
5 Ib. dispenser cans and 5 gal. size. 


Cleaning hands cleaner, easier, faster for 20 years 
, USE WITH OR 
HANDI-CLEANER wisour water 
7 
3 
SE Made only by DL PRODUCTS, INC. surrato 4, n. v. ee 
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Bondo... mixes fast...applies fast... 
hardens fast... finishes fast! But Bondo 
has a lot more than speed — New mir- 
acle T-100 formula means better work- 
ability, a superior bond—and satisfied 
customers. 


For your next body repair job — Try 
Bondo. It’s a sure winner! 


PLASTIC FILLER 


: 
BONDO DIVISION Ug MOTIVE-INDUSTRI 
| 


FT and MARINE REPA 
JAYCEE CHEMICAL CORP. 


——— 


NORTHFORD ° CONNECTICUT 
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It "works wonders"--personal phone calls on all repair customers within three days after 
the job's completed. That's what Robert K. Wright, Sr., reported as the experience at 
Frank Gillman Pontiac Co., Houston, from this follow-up program. The "recession" got 
tabbed for both ups and downs in the latest survey (page 47) of how shop volume was 
running over the Southland. 





If the General Motors-Richfield 0il distribution marriage on the West Coast pans 
out successfully, you may expect expanded activities along this line from GM 
and maybe some other factories. That's what Hall E. Nall, a DeSoto-Plymouth-GMC 
dealer of Plainview, Texas, told the convention of the Texas Automotive Dealers 
Association at Galveston last month. 





Has a union's hot breath been mussing up the hair on the back of your neck? It may 
be playing hob with you sooner than you think. Two expert labor consultants 
have given some pointers in Southern addresses recently. A recipe for improved 
employe relations and an outline of how the union may debut on your premises 
appear on pages 50 and 51. 





Franchised car dealers are using more red ink than ever before. Fifty-five per cent (see 
page 7) scurried for the unsavory fluid, because the operating loss for all dealers--be- 
fore taxes (for those who had any profit) --was 0.8% of sales, or an average loss of $46 
per unit retailed the first quarter of this year. 





Texas ranked second only to California in gasoline consumption last year, the 
American Petroleum Institute reported. California, which has the highest motor 
vehicle registrations, burned five billion 461 million gallons. Texas gulped 
four billion 413 million. New York, Ohio and Pennsylvania placed in that order 
after the Lone Star State. 





Three experimental aluminum V-8 engines have just been announced by GM. They're a major 
step in a project started six years ago. Outwardly they appear like the conventional 
cast-iron V-8's. Hand-built and not production prototypes, they weigh about 30% 
less than the standard engines of comparable displacement and horsepower--the 
equivalent weight of one passenger per car. But don't expect these engines to roll 
into your shop tomorrow; there're some mass-production "bugs" yet to be handled. 





A majority of Ford dealers oppose territory security. That's what Walker A. 
Williams, Ford Motor Co. vice-president and a member of its dealer policy board, 
told the South Carolina Automobile Dealers Association's convention last month. 
"We know that many of our dealers also share this (company) view and that a sub- 
stantial majority of them are opposed to legislation in this area," he declared. 





Knifing overhead is a popular topic where automotive men meet. Aside from the regrettable, 
continuing shortage of mechanics, that's a prime discussion in all corners. That's why 
this publication has been spotlighting a steady series of first-person reports on how 
the fewer dollars have been stretched to keep out the rain of red ink. Have you been follow- 
ing these reports? The latest microscopic inspections begin on pages 45 and 55. One's a 
whopping big dealership; the other's more average-size. 
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Stainless steel—and only stainless steel— 
will retain its original built-in tension 
at engine operating temperature. Car- 
bon steels lose their tension under the 
tremendous operating temperatures of 
today’s high compression engines. Be- 
cause they do, American Hammered’s 
stainless steel oil ring outperforms all 
carbon steel oil rings. It delivers max- 
imum oil control at all times. 

Extra large pads on the expander 


American Hammered’s new Stainless Steel Oil Ring 
won’t fatigue under heat! 


hold the side rails tightly at the rear, 
prevent oil being sucked around the 
back of the ring—make it positively 
side-sealing. No smoking even under 
deceleration. 

Stainless steel cannot corrode... will 
not sludge or clog. And this new oil 
ring is matched with a pre-seated 
chrome compression ring in every 
American Hammered Krome-Oil Pis- 
ton Ring Set. They break-in instantly. 
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AMERICAN HAMMERED 


AUTOMOTIVE REPLACEMENT DIVISION - 2001 Sanford St., Muskegon, Mich. 
Manufacturers of American Hammered Automotive Replacement Piston Rings 
A Division of Sealed Power Cor poration 
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Chrysler Executive Sees "Bottom" Reached 


bia iy IS OUR well-considered opinion that we have hit bottom” in 
car sales, a well-known, veteran car-factory executive asserted 


at Atlanta May 8. 


E. C. Quinn, vice-president and general sales manager-automotive 
products, Chrysler Corp., said, “We are confident that the future is 
bright and we are getting set to take advantage of the opportunities 
offered.” He was speaking at the dedication of the Chrysler Training 
Center (service and sales) (see page 57). 

Calculate a reasonable 742% of current registrations for replacement 
and 2,000,000 new cars for newcomers to the market and you get a 
normal sales market of about 6,250,000 cars, he figured. But he went on 
to say that he didn’t mean that the sales would run that high this year. 


Red Ink Plagues 
55% of Dealers 


ED ink was with more than 

half of the nation’s franchised 
car dealers the first quarter of this 
year. 

Reports received from dealer 
members in the National Automo- 
bile Dealers Association’s business 
Management survey found 55% 
operating at a loss. 

The report further stated: 

“In the first three months, tra- 
ditionally one of the most profit- 
able periods of the year, operating 
results for all dealers combined 
averaged a red figure of .8%. This 
was before any provision for fed- 
eral taxes by those fortunate 
enough to show some profit. 

“While dealers struggled to over- 
come an expense burden of 16% 
of total sales in all departments, 
their new- and used-car business 
returned a gross profit of only 
9.4%. 

“On this narrow margin, and 
with volume off 23% from last 
year, the average gross from com- 
bined new- and used-unit sales, 
after selling expenses, covered 
only 28.4% of fixed overhead. In 
the first quarter of 1957 this ‘car 
absorption’ ratio was close to 50%. 

“Obviously, during this period, 
the greater majority of dealers 
were drawing heavily on service 
and parts profits to keep their 
new-car departments in operation. 

“New passenger-car inventories 


on March 3lst averaged 20 per 
dealer for an estimated total of 
760,000. Together, new cars and 
trucks in stock amounted to a 73 
days’ supply at the current rate of 
sales. Used-car stocks were in 
somewhat better shape, averaging 
a 43 days’ supply. 

“It would appear, at this point, 
that only an early end of the so- 
called ‘automobile recession’ and a 
reversal of the usual seasonal 
trends in buying could brighten 
the profit outlook for the balance 
of the year.” 


Truck Sales Market 
Is Local—NADA 


HE truck sales market is a local 

market, the National Automo- 
bile Dealers Association wants you 
to know. 

Eighty-three per cent of truck 
owners have only one truck. 

Only ten per cent have more 
than five trucks. 

Only 2,500,000 trucks are in 
fleets of ten or more trucks. This 
means that more than 8,500,000 
trucks—the great bulk of trucks in 
use—“represent single, individual 
opportunities for dealers to service 
or replace at a profit.” 

That’s what the 25,000-member 
association pointed out in its new 
manual published as a guide to 
state and local dealer associations 
in forming truck committees. 

Commented Roy Smith, NADA’s 
exhibition manager: 

“Through this step in its long- 
range program to improve truck 
merchandising and truck profits, 
the committee believes that much 
more can be accomplished in mak- 
ing dealers as a whole more truck- 
conscious, which, in turn, will aid 
materially in elevating selling.” 


"Make Ass Out of You and Me” 


Lf aed let “assume” make an ass out of “you and me,” appealed Walk- 
er A. Williams, vice-president of Ford Motor Co. and vice-chair- 
man of its dealer policy board, before the annual convention of the 
South Carolina Automobile Dealers Association May 19. 


Said he: 


“Recently I was talking to a dealer who told me that he had told 
his salesmen to cal] their service customers and gave each of them a 
list of names. The salesmen didn’t like the idea. They thought it was 
better to let well enough alone. They assumed that such calls would 


only stir up a lot of complaints. 


“The dealer then sat down and called 102 customers himself. He 
asked these people how their car was operating, were they satisfied 
with his service, and what could he do for them. Out of the 102 people 
he contacted, he received only two minor complaints. 

“On the positive side, he got a lot of prospects for new cars as well 
as for service—and he made some sales. 

“T am not denying that these calls took time, nor that they were 
hard work. But the point is that they produced profitable results. 

“Another interesting thing about this story is the fact that the 
salesmen assumed that calls to customers would stir up trouble. They 
did not know. They assumed. That’s the trouble with assuming any- 
thing. Notice how that word is spelled: A-S-S-U-M-E. When we as- 
sume, we are liable to make an ASS out of U and ME.” 
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you don't have to be a genius 


to explain Associates financing 





The Associates Pleasant Purchase Program is designed to help you sell more cars through 
automobile financing—in the simplest, most direct way possible. A financing plan is 
of little use to you if it’s not easily saleable . . . if it confuses instead of convinces. 
Associates Pleasant Purchase Program provides you with a complete financing and 
insurance plan... one that is easy to explain... can be handled entirely in your own place 
of business yet is flexible enough to fit each car buyer’s requirements. Find out how 
you can close more deals through the Associates Pleasant Purchase Program 


by reviewing this most complete service with your local Associates representative. 


ssociates 


SOUTH BEND, INDIANA 


Po our own” 
We Gare fer eae 





it « 
—\ 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Shown touring Chevrolet's forge plant in Detroit are top service man- 
agers of the company’s Southeastern region, who were chosen for special 
recognition on the basis of their all-around performance during 1957. 
Second from left is R. E. Welch, Southeastern recional service and me- 
chanical manager, while a plant guide is second from right. Winning 
service managers in the picture are Roy Hardin, Jr., Anderson Motor 
Co., Marietta, Ga.; General L. Yates, Yearwood Chevrolet Co., Warner 
Robins, Ga.: M. G. Ferebee, Modern Chevrolet Co., Inc., Winston-Salem, 
N. C.; T. W. Goodrich, Harriss-Conners Chevrolet, Inc., Chapel Hill, 
N. C.:; W. M. Foster, Riverside Chevrolet Co., Jacksonville, Fla.; Paul 
Costigan, Bill Holler Motor Sales, Deland, Fla.; Thomas Gibson, Al 
DeMent Chevrolet Co., North Birmingham, Ala., and W. C. Smith, Pate 
Chevrolet, Inc.,, Winfield, Ala. 


Kentucky Dealers Elect 
McGaw President 


S. “Scotty” McGaw of Madi- 
e sonville has been elected 
president of the Kentucky Auto- 
mobile Dealers Association and he 
will be installed during the asso- 
ciation’s annual convention Sept. 
21-22 at the Sheraton-Seelbach 
Hotel in Louisville. 

Other new officers are Harry C. 
Holder, Sr., Owensboro, first vice- 
president; W. E. Venters, Pikeville, 
second vice-president; Ben F. 
Long, Louisville, treasurer, and C. 
E. Brents, Lebanon, chairman of 
the board. 

Newly-elected board members 
include C. Y. Blakeman, Middles- 
boro; Fred Bryant, Lexington; 
Troy E. Fairchild, Ashland; S. C. 
Harlin, Glasgow, and Cliff F. Byer- 
ly, Louisville. 

The veteran managing director 
of the association is Lew Ullrich, 
who headquarters at Louisville. 

Details of the program for the 
annual convention are to be an- 
nounced at a later date. 


DEALERS 


June 13-15—Annual summer meeting 
of Automobile Trade Association 
of Maryland, Commander Hotel, 
Ocean City. 

June 15-17 — Annual convention of 
Tennessee Automotive A:sociation, 
Noel Hotel, Nashville. 

Aug. 13-15 — Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Aug. 17-18 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah, Ga. 

Sept. 21-22 — Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23 — Annual convention of 
Automotive Trade Association of 
Virginia, Cavalier Hotel, Virginia 
Beach. 

Oct. 6-8 — Annual convention of 
Truck Body and Equipment Asso- 
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Oct. 19-21 — Annual convention of 
Florida Automobile Dealers As- 
sociation, Eden Roc Hotel, Miami 
Beach. 

Nov. 16-18 — Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Biloxi. 

Nov. 16-18 — Annual convention of 
National Independent Automobile 
Dealers Association, Edgewater 
Beach Hotel, Chicago. 

Jan. 31-Feb. 4—Annual convention of 
National Automobile Dealers As- 
sociation, Conrad Hilton Hotel 
Chicago. 

Jan. 30-Feb. 3, 1960—Annual conven- 
tion of Nationa] Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 


GARAGEMEN 


June 25-29 — Annual convention of 
Independent Garage Owners of A- 
merica, Statler Hotel, Los Angeles. 

Sept. 21-22—Fal. convention of In- 
dependent Garagemen’s Associa- 
tion of Texas, Odessa. 


WHOLESALERS 


June 16-17 — Annual convention of 
Automotive Wholesalers’ Associa- 
tion of Alabama, Pick-Bankhead 
Hotel, Birmingham. 

June 22-24 — Annual convention of 
North Carolina Automotive Whole- 
salers Association, Grove Park Inn, 
Asheville. 

Oct. 15-18 — Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Moody Civic 
Center, Galveston. 

Nov. 14-16—Annual convention of 
Florida Automotive Wholesalers 
Association, Hollywood Beach Ho- 
tel, Hollywood-by-the-Sea, Fla. 

Dec. 12-16 — Annual convention of 
Automotive Warehouse Distributors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Feb. 7-8 — Annual convention of 
Automotive Wholesalers of Okla- 
homa, Municipal Auditorium, Okla- 
homa City. 

Feb. 18-21—International Automotive 
Service Industry Show, Navy Pier, 
Chicago. 

May 17-20—Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Royal York Hotel, Toron- 


to, Ont. 

Feb. 10-14, 1960—Automotive Service 
Industry Show, Coliseum, New 
York City. 


GENERAL 


Aug. 27-30—Annual convention and 
trade show of Automotive Parts Re- 
builders Association, Conrad Hilton 
Hotel, Chicago. 
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Grips squere nuts NUTMASTER exerts 


on two faces—can pressure on three ; | 
burr corners badly. faces—no burrs. nN B * ll e 


PRESENTS THE GREATEST 
OPEN END WRENCH DESIGN 
IMPROVEMENT OF ALL TIME 


IT’S HERE! the revolutionary, European designed 
Open End Wrench. .. now MADE-IN-AMERICA by 














NUTMASTER gets 


a firm grip on NEW BRITAIN ...that makes your work easier! 
badly worn nuts. The powerful turning forces are applied only on 
the FLAT FACES, not on the corners of nuts and 
bolt heads! NUTMASTER exerts tremendous tor- 
que—far greater than the conventional, open end 





NUTMASTER tekes wrench—puts on the pressure where it can’t burr 
elt shepes and or deform corners. 

styles with ease. This radically new design moves, locks, or unlocks 

; any nut or bolt, hex or square, without any jockey- 

ing for fit. The slender head works easier in close 

quarters—seats instantly, turns better—even on 

battered nuts and bolt heads. 

Tool-wise mechanics will go for NUTMASTER— 
it’s lighter and less bulky—with a positive grip that 
decreases slippage and skinned knuckles. And .. . 
there’s longer service life—no flat, inner jaws to 
spread. 

Available in most popular sizes, the streamlined 

NUTMASTER is precision forged of finest alloy 

steel, triple plate chrome finish. Ask your NEW 

BRITAIN Jobber to just let you handle it—try 

it out on his NUTMASTER Action Display. Bro- 

ther, you'll buy it! The New Britain Machine Co., 

New Britain, Conn. 








( 


NEW BRITAIN CONNECTICUT HAAN D TOOLS 


Want more facts? Use Reader Service Card Page 113 SOUTHERN AUTOMOTIVE JOURNAL for June 1958 





Automotive NEWS BRIEFS 


{Continued from page 9) 





Cars’ Expanding Size Cost $30,000 
- To Columbus, Ga., Says Abernethy 


OLUMBUS, Ga., lost nearly 500 

meters—ten per cent of its total 
—because the American car has 
been getting longer, according to a 
Detroit executive in an address last 
month, 

Roy Abernethy, sales vice-presi- 
dent of American Motors Corp., 
told the Pennsylvania Automotive 
Association at Atlantic City, N. J., 
May 13: 

“The volume U. S. automobile 
has grown nearly five feet in length 
during the past 31 years and has 
added nearly a foot in length since 
1954. 

“So what? Has this actually ac- 
centuated the new-car use prob- 
lems we have? We think it has. And 
we recently had an independent re- 
portorial service conduct a survey 


Vice-President Abernethy 


for us in typical cities across the 
nation. We asked the service to in- 
terview traffic engineers, police 
officials, operators of parking ga- 
rages and lots and builders of home 
garages. Here are some of the 
things we found: 

“Of the 18 cities in the study, 11 
have had to lengthen parking me- 
ter spaces in the past few years and 
three are planning changes because 
of the growth in car size. The cities 
which changed meter lengths spent 
as much as $13 to move each meter. 
By spreading the meters from 20’ 
to 22’, as an average, these cities 
also lost parking spaces and ac- 
companying revenues. 


“For example, the city of Colum- 
bus, Ga., lost nearly 500 meters, or 
ten per cent of its total, and the 
change cost Columbus the loss of 
an estimated $30,000 in annual rev- 
enue. The experience in Columbus 
is typical. 

“With these reductions in park- 
ing meter spaces comes another 
problem—that of parking garages 
and lots. They already are grossly 
overcrowded, especially because 
big cars have reduced available 
spaces. The survey revealed that 
garages and lots have lost an aver- 
age of ten per cent of their park- 
ing spaces. And this figure is con- 
servative, since most garages and 
lots in the survey were built com- 
paratively recently. 

“The National Parking Associa- 
tion has even stronger findings. It 
recently reported that in the last 
ten years bigger cars have cut 
parking lot capacities by 15% and 
capacities of older garages by as 
much as 40%. 

“Consequently, operators have 
been forced to increase their rates 
to offset the dip in revenue caused 
by the fewer number of cars which 
can be parked. 

“Several operators interviewed 
complained almost as much about 
the width of cars as the length, and 
many of them said they have had 
to remodel their buildings, not on- 
ly to obtain larger spaces but to 
alter the pitch of ramps and design 
of lifts. 

“To offset the problem, some op- 
erators already charge lower rates 
on small cars and others are plan- 
ning to follow suit,” the executive 
asserted. 


Says Labor Has Priced 
Cars Out of Market 


HIGHER and higher price scale 
for labor in automobile man- 
ufacturing plants has priced the 
automobile out of the market, ac- 
cording to one of the nation’s most 
widely recognized economists and 
analysts. 
He is Roy Wenzlick, real estate 
analyst of St. Louis, Mo., who ad- 
dressed the Lumbermen’s As- 
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R. S. Hicks, Chevrolet dealer of 
Decatur, was named “Mr. Alabama 
Automobile Dealer of 1958” at the 
recent convention of the Automo- 
bile Dealers Association of Ala- 
bama. A past president of the as- 
sociation, he is shown here with 
the plaque. The award selection 
jury was composed of three prom- 
inent Alabamians. 


sociation of Texas during its 72nd 
annual convention in Houston 
April 27-29. 

Wenzlick did not mention Wal- 
ter Reuther or his UAW-CIO union 
by name in saddling this group 
with blame for the sag in new-car 
sales. But in the course of his ad- 
dress, while discussing building 
and labor costs therein, he di- 
gressed to say: 

“The automobile worker has 
pushed his price scale higher and 
higher until he has priced the 
automobile today out of the 
market.” 

Wenzlick devotes himself princi- 
pally to real estate trends, has ap- 
peared before many national busi- 
ness organizations. As he talks he 
uses huge colored graphs that can 
be read with the naked eye. His 
charts go back to 1795. He main- 
tains a staff of 100 to help prepare 
statistics for his forecasts. 

Before mentioning the automo- 
bile worker, he indicated that he is 
retained on an annual basis by 
many big corporations, including 
some of the automobile manufac- 
turers. 





RAISE THE HOOD 


... QUOTE A 
FIRM PRICE 


When you install Roger’s Remanufac- 
tured engines, you have an assured 
profit. No charge-backs for non-visible 
defects. And Rogers engines, rebuilt 
from the block up, can be installed in 
a day’s time, releasing your shop for 
other jobs. Your customers are more 
than satisfied for they have an engine 
that’s fully warranted, one they can 
depend on. The Rogers reputation for 
meeting original parts standards, for 
precision workmanship stands behind 
every DYNAMOMETER-TESTED 
engine you install. Raise the hood and 
quote a Jow Rogers price! 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 


Make as much as $100 profit on every ie oO a Ee R 6 


Rogers Remanfactured DY NAMOMETER- 
TESTED Engine You Install! Get the full | T-yasrslalthas Renal a -te| 


money-making story from your friendly E A G i By E Ss 


Rogers distributor. 


300 Hunnicutt Street, N.W., Atlanta, Ga. 


The ROGERS Nameplate ...your assurance 
of new engine performance |! 
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Henry Clay Doss, former execu- 
tive of American Motors Corp, and 
Ford Motor Co., died May 10 in 
Memphis, Tenn., where he had 
moved with his wife in January 
of this year. He had been under 
treatment for a heart condition. 
Doss began his automobile career 
with Ford in 1916, successively 
managing sales and assembly plant 
operations in Oklahoma City, 
Kansas City, Edgewater and Chi- 
cago. He joined Nash-Kelvinator 
Corp. in 1944 and at the time of 
his retirement in 1954 he was vice- 
president in charge of sales for 
Nash Motor Division. He was a 
native of Moulton, Ala., and a 
graduate of Duke University. 


Buick Creates New Job, 
Shifts Personnel 


_ Presceryed of a new sales depart- 
ment post, appointment of two 
new regional managers and trans- 
fer of a third have been announced 
by Edward C. Kennard, general 
sales manager of Buick. 

Grover C. Durham, eastern reg- 
ional manager a. New York, has 
been appointed manager of market 
research at Buick’s main office in 
Flint, Mich. 

Arthur J. Kemp, menager of the 
southwestern region at Dallas, 
Texas, succeeds Durham, while 
John H. Scudder, San Francisco 
zone manager, replaces Kemp in 
Dallas. 

Atlanta (Ga.) Zone Manager E. 
A. Zimmerman has been named 
manager of the southeastern re- 
gion, succeeding Clyde C. Darby, 
who has retired under provisions 
of the General Motors retirement 
program. The southeastern head- 
quarters will be transferred to At- 
lanta from Memphis, Tenn., Ken- 
nard said. 


Greenville, S. C., Garagemen Credited 
By James with Finest IGOA Session 


oe finest IGO meeting I have 
ever attended.” 

That was the appraisal by 
Ralph H. James of the recent 
meeting of garagemen and whole- 
salers at Greenville, S. C., to form 
a unit of the Independent Garage 
Owners of America, of which this 
ex-Tulsa garage operator is execu- 
tive director. 

The dinner meeting was spon- 
sored by the Greenville whole- 
salers’ association. Fifty-six per- 
sons attended. Thirty-one garage- 
men signed applications for mem- 
bership and all eight wholesalers 
present said they would become 
allied members of the local group. 
The jobbers said they would brief 
their salesmen on IGOA and tell 
them to “talk up IGOA to their 
customers,” James said. 

IGOA now has units in 33 states 
and 61 allied (manufacturer) mem- 


J. C. “Larry” Doyle has retired as 
general sales and marketing man- 
ager of Edsel] Division of Ford 
Motor Co., according to R. S. Mc- 
Namara, group vice-president of 
car and truck divisions. Doyle 
started with Ford in 1916 at Kan- 
sas City, Mo., as office bov and 
clerk. After several] vears of trav- 
eling as a field sales representa- 
tive, he advanced to assistant dis- 
trict sales manager in a number of 
cities, including Houston, Texas, 
and St. Louis, Mo. In 1939, he be- 
came district sales manager at St. 
Louis. In 1955, he was named gen- 
eral sales and marketing manager 
of the Special Products Division, 
forerunner of Edsel Division. 
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bers. 

Other IGOA meetings have been 
held lately at Charleston, S. C., 
Toccoa and Macon, Ga.; Danville, 
Va., where 16 garagemen signed 
up; Charleston, W. Va.; Glasgow 
and Louisville, Ky., and St. Louis, 
Mo., which now has 27 members. 

IGO-Arkansas officially organ- 
ized its state association May 24 
and 25, with units at Little Rock, 
Fayetteville, Fort Smith and 
Texarkana. 

IGO-California now has 35 units, 
which James termed the largest 
state garagemen’s association, ever 
larger than the approximately 800 
members of the unaffiliated Inde- 
pendent Garagemen’s Association 
of Texas. 

Inquiries indicate that Reno, 
Nev., will probably be the first 
unit to organize after the national 
convention, which will be held 
June 25-29 at the Statler Hotel in 
Los Angeles, the manager said. 

James’ headquarters is at 3642 
North Lewis Ave., Tulsa 10, Okla. 


Glenn Reigle (right), operator of 
Reigle Rambler Sales & Service, 
Henderson, Ky., is being presented 
here with a new hat by C. N. 
Montgomery, district manager of 
American Motors, for winning a 
sales contest sponsored by Mont- 
gomery in his district. Last year 
Reigle won a trip to Las Vegas in 
an AM contest. 





10 “additional 
profit for YOU! 


Sell these Red Hot Items 
During May-June - July 


your cava 10% PROFIT 


6.48 cos” 


Your 40% + 10% profit.. $5.52 


OR 
12 pts. Mac’s Sealer & Stop Leak 


EITHER 12 pts. Mac’s No. 7 12.00 sti" 


MAC’S 
MAC’S SUPER GLOSS CO., INC. 


LOS ANGELES 42, CALIF. CINCINNATI 26, OHIO 
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Texas Dealers Favor $2 Car Charge 
To Restore Esteem in Public's Eye 


Ta new-car dealers like the 
idea of contributing to a fund 
to be spent nationally by the Na- 
tional Automobile Dealers As- 
sociation on a publicity program 
intended to improve dealer public 
relations—actually to clean up 
and rehabilitate the car dealer’s 
reputation with the public. 

About 225 present for the third 
business session of the 41st annual 
convention of the Texas Automo- 
tive Dealers Association voted al- 
most unanimously—by a show of 
hands—in favor of adding $2 to 
every factory car invoice to fi- 
nance such a public relations and 
publicity program. 

This informal ballot followed 
an address in which, for the first 
time, Frederick J. Bell, executive 
vice-president of NADA, publicly 
proposed the program to a dealer 
meeting. Bell said later the idea 
had been “threshed around in di- 
rectors’ meetings,” but had not 
been publicly advanced. 

Earlier in his address, Bell had 
dismissed as “tempest in a teapot” 
the accusation of “dealers’ union” 
hurled at NADA by George Rom- 
ney, president of American Mo- 
tors. (See page 122.) 

And at the outset of the conven- 
tion Sam White of Houston, presi- 
dent of TADA, was applauded 
when he announced the association 
will sponsor new “biue law” legis- 
lation to enforce Sunday closing 
for new- and used-car dealers in 
Texas. 

This convention, in Galveston, 
May 18 through 20, drew a regis- 
tration of approximately 375 Texas 
dealers and wives and marked a 
singular departure in TADA pro- 
cedure. 

For all of its life the association 
had held annual conventions in the 
fall. In 1956 it was decided to 
switch to spring because of con- 
flicts with football games and new- 
car showings. This changeover was 
set for 1958 and officers elected 
last October in Dallas will serve 
approximately 19 months instead 
of the usual 12. 

Bell, last featured speaker on 
the program, plunged almost im- 


mediately into the matter of the 
“dealers’ union,” leading up to this 
by announcing that Ford had 
asked for a meeting (the first 
week in June) with the NADA 
staff and directors who are Ford 
dealers to discuss the NADA ac- 
tion program. Pointing out that 
General Motors, Chrysler and 
American Motors had endorsed 
the program, he said: 

“This seems to me to be at wel- 
come variance with the accusation, 
made a couple of weeks ago, that 
NADA is seeking to become a 
dealers’ union, and that the un- 
happy manufacturers are being 
caught in a squeeze between 
NADA on the one hand and the 
UAW on the other. Well, I think 
this tempest in a teapot has pretty 
well blown itself out, so I will 
merely state that, in seeking to 
carry out the wishes of its mem- 
bers, NADA will act in any man- 
ner that it sees fit, provided only 
that we act with dignity, and in 
the public interest. 

“A union, in the trade union 
connotation, we are not—for that 
term implies compulsion and loss 
of individual freedom; a united 
organization of free men we are, 
and shall so continue.” 


This drew a thunder of applause 
from the Texas dealers. 

Later he came to the discussion 
of the proposed public relations- 
publicity program, saying it was 
designed to “point out the posi- 
tion of the dealer as an economic 
figure, a renderer of service and 
a dedicated civic leader.” He said 
the New England region (of 
NADA) voted to ask all dealers to 
sign a request to their manufac- 
turers that $2 be added to the in- 
voice of every car and that this 
money be sent to NADA. 

“We, in turn, would rebate $1 
to the various state associations, 
based on sales in each state. 

“With such a national fund, 
NADA could embark upon a pub- 
lic relations and publicity cam- 
paign for dealers. Further, we 
would, by working with educa- 
tional institutions, seek to attract 
more and better young people to 
jobs in automobile retailing, in- 
crease the attractiveness and pres- 
tige associated with such jobs. 

“More people than ever before 
are throwing rocks at you and 
your people and you are doing 
nothing about it. I’ve given the 
matter a lot of thought and this is 
the only way to do it.” 

(He did not say factories had 
consented to take on this addition- 
al bookkeeping task, a task quite 
similar to the labor union check- 
off, often a bitter labor-manage- 

(Continued on page 140) 


This “chuck wagon” breakfast was sponsored by Universal Underwriters 
at the recent convention of the Automobile Dealers Association of 
Alabama, held in the new Buena Vista Hotel facilities at Biloxi. Miss. 
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This 86 REO CABINET means 


steady extra profits for you... 


National Oil Seals are always handy 
Fast-moving profit numbers only 
sarc i Steel cabinet supplied with stock 
<i “Quick-find” interchange sheets 


Over 50,000 shops now profit daily with National Seal service stocks. 
Your jobber installs and keeps stock current...no work for you! Call 
: ! 
F552 yo OSES = ete ink cai we 
SSS YP wsune TWO CABINETS! Small unit contains over 50 popular front wheel 
—= seals; large stock includes over 100 front and rear wheel seals for cars, 
BEARINGS — light trucks. 


AS 
FEDERAL-MOGUL SERVICE 
Division of Federal-Mogul-Bower Bearings, Inc. 


Detroit 13, Michigan 
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For you: 5,800 sizes and types of 
replacement engine bearings 


always available through your Federali-Mogul Jobber 


When you need replacement bearings, you ments in mind. It is the only truly COM- 





need exactly the right size or undersize and 
you want them fast. That’s why you can, like 
most mechanics, depend upon the Federal- 


Mogul line. It was built with your require- 
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PLETE replacement line, tops in quality, 
backed by complete service aids, in techni- 
cal helps and tools . . . and you get fast 


service from your Federal-Mogul Jobber! 


-* iad ~. 
Sif OOF ha 
TWlavezaad & 


FEDERAL- MOGUL Vig 
Ty’ 
1085 CP -29 § 


ENGINE BEARINGS 
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| Fie CHEVROLET 














The OK sign of confidence keeps 
used car customers coming! 


Every day more and more customers discover the full 
meaning of that OK symbol. They buy with confidence 
used cars that are thoroughly inspected, reconditioned 
for value, performance and safety, honestly described and 
sold with a written warranty. Customers also discover 
that Chevrolet dealers have the volume and variety they 
like to see. With the "58 Chevy outselling every other car, 


there are bound to be more trade-ins to choose from. As 
a result, Chevroiet dealers have a steady stream of cus- 
tomers coming in all the time for both used cars and 
trucks. That OK symbol, along with a bigger selection, 
is an additional reason why the busiest doors in the 
business lead to Chevrolet dealerships! 


Chevrolet Division of General Motors, Detroit 2, Michigan AT 
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WATCO SERVICE MASTER 
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SAFETY LIFT 


By virtue of its longer reach — up to 18" 
—and lower silhouette, the Watco Serv- 
ice Master Pneumatic Safety Lift will 
lift more different makes of passenger 
vehicles from the rear axle than any 
other portable end lift manufactured. 
Clears bumpers as low as 8!/2" from the 
floor. 


The Watce Service Master is the safest 
end lift ever made. Heavy duty double 
tank construction, exclusive four way 
positive automatic locking features in- 
sure 100% safety even with complete 
air-power failure. Will lift higher by 
five inches than any other end lift 
made. Automatically locks in any raised 
position desired. Indispensable for gar- 
ages, gas stations, body shops, fleet 
maintenance and service departments. 


The World’s Safest Portable Lift! 


The Watco Iron Horse End Lift Jack does the 
job that no other jack can do. Because of its 
exclusive cut-away channel design it gets in 
and under where no other jack can go...a 
full 12!" . . . lifts directly from brackets or 
litt pads without touching bumpers or chrome. 
Ends damage to customers cars. 


The Watco Iron Horse is pneumatically op- 
erated, especially engineered to easily and 
safely lift the long low cars of today. Com- 
pletely portable. Over 3,000 Ib. capacity. Built 
of finest materials to insure years of trouble- 
free service. Truly the new sensation in auto- 
motive equipment. 


For further information on 
any Watco product call 
your jobber or write di- 
rectly to us. 


-Say “Good-Bye” to bumper and grille damage 4 
WV é W ~ Modern Lift Designs — Unequaled anywhere 


WATCO IRON HORSE 
THE ONLY END LIFT JACK 
OF ITS KIND IN THE WORLD 






























HI-LIFT EXTENDER 


Converts your Watco Iron Horse 
into two jacks in one. Low cost 
Hi-Lift extender as accessory 
means your Iron Horse doubles 
as a high lift at a fraction of the 
cost. ° fn for extra tools, 
extra man. Work at eye level. 
Change springs, remove shock ob- 
sorBers, replace tail pipe and 
mufflers. 


























WATCO 
Hi-Speed 
HANDY SANDER 


Time-tested Watco Pneumatic 
ag apr the ag tool 
‘or tricky grinding jo _ . 
small, quiet, vibrationless, Op- 
erates up to 10,000 R.P.M. on 
60 Ibs. air pressure. 


Hondy Sander Kit includes 
high speed sander, extra pad 
and hub assemblies, wide as- 
sortment of abrasive discs. 
Packed in strong metal carry- 
ing case. 






















WRITE TO: WATERVLIET TOOL CO., INC., ALBANY 4, N. Y. 


FULL LINE OF EXTRA-OUTPUT D.C. GENERATORS 
FOR MEDIUM- TO HEAVY-DUTY APPLICATIONS 


CHECK THESE EXTRA-DUTY D.C. FEATURES 
e@ Substantial output 
at engine idle where required 


e Greater brush area— 
better commutation, longer brush life 


@ Ball bearings at both drive and commutator ends 


@ Sealed field coils— 
impervious to moisture and corrosion 


e@ Double insulated armature coils— 
nylon and cotton 


e Hot-impregnated armature for extra insulation 
e@ Dynamically balanced armature 


e Wider, heavier brushes— 
service up to 100,000 miles is common 


20 Want more facts? Use Reader Service Card Page 113 


NEW TOTALLY ENCLOSED GENERATORS 
FOR OFF-THE-ROAD APPLICATIONS 


Forced-air cooled for 50% more output 
with no increase in size! Splash-proof. 
Dust-proof. 6-, 12-, 24-volt d.c. models. 


NEW PIGGY-BACK GENERATORS 


Extra power with economy! Tailored 
extra output in single voltage systems. 
You can use both 6- and 12-volt d.c. 
units on the same vehicle. 


a ial 
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FULL LINE OF A.C. GENERATORS FOR 
EXTRA-HEAVY ELECTRICAL LOADS 


CHECK THESE SUPERIOR A.C. FEATURES 


e Greater output at engine idle 


e@ Dependable performance 
at all operating speeds 


e Exclusive self-regulating current control— 
no current regulator or limiter needed 


e Exclusive stainless steel slip rings 


e Extra-large ball bearings 
at both drive and commutator ends 


e@ Shaft-keyed rotors 
prevent high torque slippage 


e Easy all-around maintenance— 
positive oiler lubrication 
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The only complete 
line of both d.c. and 
a.c. generators — 
right for your job! 


Name your generator need. Better charge 
at engine idle? More power for the ever- 
increasing demands of more and more electri- 
cal accessories? Lower replacement cost for 
lighter duty operation? 


You name it. Delco-Remy meets it. Delco- 
Remy, in fact, has the only complete line of 
both d.c. and a.c. generators with matching 
waterproof regulators to meet every fleet re- 
quirement. Whether you haul light loads or 
heavy loads—off the road, around town, or 
across the nation—at highway speeds or in 
creeping traffic—Delco-Remy has the right 
generator to fit your need. 


The complete Delco-Remy line brings you 
this important benefit: When you buy these 
extra-duty generators through the United 
Motors System, or from your vehicle dealer, 
you get the tailored performance you need— 
at minimum cost. 


Specify Delco-Remy extra-duty generators 
on your new equipment, and for replacement 
on your present equipment. Only the com- 
plete Delco-Remy d.c. and a.c. line covers 
all the bases to fit every generator need. 


GENERAL MOTORS LEADS THE WAY—STARTING WITH 


ELECTRICAL SYSTEMS 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


Want more facts? Use Reader Service Card Page 113 21 





your seat cover customer is many people... 


only SARAN meets the needs of all of them 


Not everyone is looking for the same thing in seat covers. 
That’s why you're always more sure of a sale when you show 
your customers seat covers woven of SARAN. 


Beauty? One look will sell them on SARAN .. . especially 
when you tell them years of use have proved SARAN seat 
covers keep their fresh color and snug fit for years. 


Real seating comfort? A closer look will show them how 
SARAN seat covers are woven to breathe . . . adjust naturally 


to temperature changes. No more cringing from seats that 
are too hot in summer, too cold in winter. 


Durability? It’s built into every tough SARAN fiber. SARAN 
seat covers resist all the wear and tear that tots and teenagers 
can give them. Spills wipe away without leaving a trace. 


Stock them, display them and you'll see: The most salable 
seat covers are SARAN. THE DOW CHEMICAL COMPANY, 
MIDLAND, MICHIGAN. 


YOU CAN DEPEND ON 
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SOUTHERN 
_ DOUBLE=LOCK 
ENGINEERED Mums 


WITH THREE GREAT LININGS: 


“FIBER BLOCK" A Dry-Mix, Heat-and-Pressure, 





Yarn-Type, Hard Lining. 
Grey Colored ____ Type FB 


MCHIP BLOCK™ A Dry-Mix, Heat-and-Pressure, 





Brass-Chip, Firm Lining. 
Tan Colored ____________ Type CB 


“EXTRUDED BLOCK" An Extruded, Open-Cured, Oil 





Type, Soft Lining. 
Dark Grey _ ____Type EB 


FOR ALL LOADS — POWER OR MANUAL, TRUCK OR PASSENGER, HEAVY OR 
LIGHT SERVICE. THIS IS SOUTHERN LINING AT ITS BEST FROM THE SOUTH'S 
ONLY REBUILDER WHO MAKES HIS OWN LINING, SHOE-PREP AND ADHESIVES. 
ASK YOUR JOBBER FOR OUR LATEST CATALOGUE AND PRICE SHEET! 


MANUFACTURERS OF BRAKE LININGS 
— SINCE 1927 — 
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Stock and Sell the Shock Absorber with- 





o 
+ | 
/ 


In the industry as a whole, sales of 
replacement shocks during the last 
Bee half of 1957 were good — better 


than 11% up over the first half! 

Sales of Colambus shock absorbers 

= + 

. 3 were fabulous —better than 73% 


é 
7 


up over the first half ! ! 
JAX Official Reporting Service Statistics 


coLymBUS| Figures Prove 
Columbus 





(consed by De Corbor 





HECKETHORN MFG. § 

SUPPLY CO. 

Orerseune, TE 
USA 








Sales Up 
13.347 


w. sy € Zoom ahead with the shock 
that’s passing the pack. Stock and sell Columbus! 





— COLUMBUS. 
a \ hve vido SHOCK ABSORBERS edad 


“WORLD'S TWO GREATEST SHOCK ABSORBERS” 












This program is 
sponsored by the 
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This is it! This is the greatest . . . most potent . . . most complete 
“muffler business builder’’ ever developed for independent service 
stations and repair shops— Walker Certified Exhaust System Service. 
It has everything! 

National advertising to millions of car owners through The Saturday 
Evening Post and Life. 

Powerful, colorful all-metal station identification to meet every traffic 
requirement ... Giant and Standard “‘A”’ Boards. . . striking pole 
mounts for high level visibility . . . all-metal full size cutouts that 
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business back 


almost shout “We want your muffler business”. . . tackers . . . swing 
signs. Plus a complete sales building merchandising plan including Cus- 
tomer Service Certificates . . . a new “How-To-Do-It” Installation 
Manual with individual vehicle listings . . . new Inspection Tags . . . 
a Merchandising Guide that shows you how to boost your exhaust 
system service profits. 

—And last but not least, Walker “‘Precision Tuned” Silencers— 
built to the highest standards of performance and long life for com- 
plete customer satisfaction. 

Walker Certified Exhaust System Service really puts YOU in the 
muffler business. Walker Certified Exhaust System Service keeps the 
muffler business “‘back home’”’ . . . where it belongs! Find out from your 
Walker Distributor how you can cash in on this outstanding program. 


‘=~ SILENCE 
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ACon-O-Mizer 


--.a new type 


FUEL PRESSURE 
REGULATOR FOR 
AUTOMOTIVE ENGINES 





@ Provides greater fuel economy 
through uniform regulation of fuel 
flow. 

@ Helps prevent stalling, flooding 
and fuel waste, 

@ Provides full performance under 
acceleration. 


@ Only one type covers the market. 


ONLY 90 


$ RETAIL SPECIFICATIONS 


Only one type, GF-57, covers the passenger car field. 
Each package contains universal fittings and adaptors for 
easy installation on most makes and models. 
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ANNOUNCING THE ‘AC 


ACOon-O-MIZER 


A New Product 
To Increase Your Sales and Profits 


Improved performance with improved economy .. . that’s 
what your customers are interested in these days. . . and 
the big news from AC is the ACon-O-Mizer, a com- 
pletely new product to help you capture the economy- 
minded set. 

WHAT THE AC ACon-O-Mizer IS... It’s a fuel pressure 
regulator for automotive engines, which can be installed 
between the fuel pump and carburetor and is actuated 
by vacuum from the manifold. 

WHAT THE AC ACon-O-Mizer DOES ... It has a 
unique anticipating ability for controlling fuel flow which 
permits maximum car acceleration and high speed oper- 
ation and at the same time reduces flooding, stalling and 
fuel waste. 

WHY THE AC ACon-O-Mizer IS BEST... It not only 
regulates fuel pressure under normal driving conditions; it 
also has the ability to sense inc power require- 
ments, through variations of vacuum in the manifold . . . 


{ 


permitting full pump pressure to be reached when 
required. 

WHAT IS THE AC ACon-O-Mizer MARKET... All 
owners of a late model car who are interested in improved 
performance and gasoline economy are prospects for the 
ACon-O-Mizer. Carrying a low list of only $9.90, the 
ACon-O-Mizer quickly pays for itself. 


Watch Walt Disney Studios’ Zorro every week on ABC-TV 


ORDER NOW 


FROM YOUR SUPPLIER 


qx AC SPARK PLUG @@ THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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... The Fabulous 


Fibreglass Reinforced 

AUTOBODY FILLER 
oe 

A Phenomenal Plastic 


Paste that Saves Waste 
...in Time and Money 
... Speeds Production 


,.. Licks alliage \ PLASTIK MAKES THEM AS GOOD AS 


Problems! 


& 
Send for free illustrated LariCan plastics €0., inc. 


octes menue Weaare ©1958 Main Offices and Plant — Shrewsbury, Mass., U.S.A. 


Oe ’ Se RC Ee eR nT eR NERF _— a 
= nee eee - 


WRITE DEPT, S-6 West Coast Plant, Unican Pacific Corp., 1346 West 15th St., Long Beach, Calif. 
Canadian Plant, Unican Plastics (Canadian) LTD, 241 Dube Ave., Montreal East PQ. 
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Fal nginot Designed To Sell More Service 


New LINCOLN 
YM 


id 


. og = ice 
LUBREELS* 


Now—actively sell your lube department to every customer 
with Lincoln Golden Standard Ceiling Lubreels! Here’s beauty 
styled with merchandising flair, to attract customer atten- 
tion and build confidence in you and your service. You can 
handle more jobs faster, more efficiently with Lincoln’s ex- 
clusive feature of air-power actuation and smooth, uniform 
retraction. Installation is fast and simple, and maintenance 
is the lowest. 


Make your lubritorium a Goiden Invitation to new sales! 
Write for new Lincoln Catalog 57, or contact your Lincoln jobber. 


LEAD WITH LINCOLN 


*Trode Nome Registered 


* 
Linco/n LINCOLN ENGINEERING COMPANY © Division of The McNeil Machine & Engineering Co. 


5776 Natural Bridge Avenue St. Louis 20, Missouri 
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|--gQNE4P-O% Tools Put 


Why send armature business — and profits — 
down the street when you can keep them “at 
home” with these low-cost Snap-on armature 
tools? 

No strain on the budget either. You can 
pay out of profits with Snap-on’s popular easy 
payment plan. 

There’s big volume, too. Armatures must 
be kept in top shape to match the heavy elec- 
trical loads put on today’s batteries. It will 
pay you to talk armature with your Snap-on 
man the next time he calls. 


MT-325 ARMATURE GROWLER 


A “must” for reconditioning generators, 
starting motors. This new heavy-duty growl- 
er uncovers type of defect, pinpoints its lo- 
cation— spots defective wiring, poor con- 
nections, severed coils, transposed leads, 
grounds, open circuits. Two heavy-duty, 2- 
way switches, one for on-off, the other for 
high-low resistance. Special isolation coil 
winding eliminates shock hazard. Unit com- 


plete with 0-30 ampere meter, extra-heavy 
AT-2X ARMATURE RECONDITIONING TOOL SET power cord, two safety-tip insulated probes, 


This inexpensive tool turns down armatures with same adjustable bar-to-bar probe, test light. 


precision as expensive lathes and does the job faster — 
without removing back plate. Requires no motor, no special 
centerless chuck. 

Armature lowers automatically as cut is made. Cutting 
depth controlled to finest shaving. Interchangeable collets 
adapt tool to various size armature shafts. Tool locks in 
vise or fastens on special metal holder (see photo). 


UC-6 MICA 
UNDERCUTTER 


Precision-built to do a su- 
perior undercutting job, 
the UC-6 handles wide 
range of commutator sizes 


a oe cme we ' AT-2X Reconditioner, AT-3-1 Stand, AT-3-2 
ment. Self-cleaning blade E A imi aaa tee . eT anaen 
eliminates chip packing. - aseboara, ndercutter, an 
Three blade widths, .015”, Growler. 
020”, .025”. 

Available on convenient credit terms. 


@ TRADEMARK OF 


AP-OW TOOLS 


ce Core YF Ga FT AT 
8052-F 28th Avenue ° Kenosha, aanliae 


Want more facts? Use Reader Service Card Page 113 SOUTHERN AUTOMOTIVE JOURNAL for June 1958 





McQUAY-NORRIS makes 
the finest COMPLETE LINE 
in the world! 


@ BROAD COVERAGE 
@ COMPETITIVELY PRICED 
@ EASIEST TO INSTALL 


@ FINEST WHOLESALER 


SERVICE Distributed by the finest wholesalers in the industry 


McQUAY-NORRIS MANUFACTURING CO. 
ST. LOUIS « TORONTO 
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ung-Sol-First in Headlamps...First in 
Flashers...Complete in Miniature Lamps 


VISION-AID HEADLAMPS — 1, 1907 


Tung-Sol produced the first successful elec- 
tric headlamp . . . today Tung-Sol Vision- 
Aid Headlamps—both standard 7" and 
new duals—enjoy an outstanding reputa- 


tion for rugged, dependable service. They 
take the toughest road conditions in stride 
and deliver long, brilliant service . . . the 
kind of service that keeps your customers 
sold on you. 











DUAL VISION-AIDS 


4001 single filament 5%" lamp 
4002 double filament mate to 4001 


STANDARD 7" VISION-AIDS 


5040-S, 5400-S, 5440-S for passenger cars, 
trucks and buses. 6 and 12 volts 


SIGNAL FLASHERS 











1939 was the year Tung- 
Sol manufactured the first 
flasher ever to appear on 
the American highway. 
Today — 100,000,000 
flashers later—every car 
and truck manufacturer 
specifies Tung-Sol as ini- 


the requirement, there’s a 
Tung-Sol flasher to deliv- 
er dependable, lengthy 
service: direction signal 
flashers, alternating flash- 
ers, external, interior and 
vehicular disability warn- 
ing signals. 


tial equipment. Whatever 


fee 
to 0 
\ | 


MINIATURE LAMPS 


efficiently, dependably. 
For both 6 and 12-volt 
systems. Stock Tung-Sol 
—the complete line of 
miniature lamps. 


From bumper to bumper 
and floor to dome— what- 
ever the application— 
there’s a Tung-Sol minia- 
ture lamp that fills the 
lighting requirement — 


LAMP DIVISION (ts) TUNG-SOL ELECTRIC INC. 


NEWARK 4, NEW JERSEY 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Texas; Denver, Colo.; Detroit, Mich.; 
Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattie, Wash. Canada: Montreal, P. Q. 
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Be sure to attend the 
American Brakeblok 
** Stop -that- Customer” 
clinic when it comes to 







THIS 3/16" 
MAKES OR BREAKS 
A BRAKE JOB 


K PRIMARy 


eter 


Ee BLO 


- 


<i 


. Nini, 7 


OF oR 


i ee — 
...on power or standard brakes! 


Make your time and skill pay off on all brake relining jobs! 
American Brakeblok brake linings are frictioneered for power or 
standard brakes. 


And this American Brakeblok superiority can often make 
the difference between a good job that boosts your reputation, 
and a poor job that ‘comes back.” 


That’s why thousands of brake servicemen use American 
Brakeblok brake linings exclusively! It’s a brand customers 
know will give them safe, smooth stops for thousands of extra 
miles—in power or standard brakes. 


And both riveted lining and bonded brake shoe exchange are 
available from your N. A. P. A. Jobber. 



















BONDED 
OR RIVETED 


















AMERICA’S SAFETY BRAKE LINING — 
FRICTIONEERED FOR POWER OR STANDARD BRAKES 


Ohio Hillburn, N.Y.+ Lindsay, Ont.» Mexico City, Mexico +Gif, France 
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“Texaco helped me to get 


and to build a sound, 


Nick, his wife and the cocker spaniel enjoy life in their lovely new home 





= ae 
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real security 


successful business” 


says Nick Churchill 


“T’ll never regret the day I teamed up with Texaco,” says 
Nicholas Churchill, who operates the prosperous Willow- 
dale Service Station in Port Washington, L. I., N. Y. 


“That was 10 years ago,” he recalls. “I had a good job 
in the shipbuilding industry previously. But I wanted to 
be my own boss, where I could cash in to the greatest 
extent on my efforts. It beats working for wages —and 
you have more security because nobody can fire you. 


“I picked Texaco because Texaco quality products are 
well known and accepted in all 48 states. Also, you’ve 
got 38,000 Texaco dealers all over the country working 
with you. When their hometown customers travel, they 
like to stop at the Texaco sign for service. We get a lot of 
extra business and profits from out-of-town motorists. 


“Best of all, I like to do business with the Texaco 
people. They cooperate with the dealer 100% and help 
him to establish a profitable business. They have the 
know-how.” 


HERE IS NICK CHURCHILL at his modern 
Texaco station, which he operates in partnership with 
his brother. Nick takes an active part in community 
affairs, being a past Commander of his American 
Legion Post and Catholic War Veterans. He is a 
member of the Chamber of Commerce and the Elks 
Club. His hobbies include stamp collecting, photog- 
raphy and driving his new car. 


6 reasons why you can make money 


as a Texaco Dealer: 


The best petroleum products, known and accepted by car owners in all 48 states. Con- 
tinuous research and development insure that TEXACO will always have outstanding prod- 
ucts. The best and biggest national advertising program ...constantly selling TEXACO 
Dealers to car owners everywhere. The best point-of-sale promotion material to help 
bring customers in and bring them back! The best customer credit card — in fact, the 
only petroleum credit card honored under one sign in all 48 states...and in Canada, 
too. The best retailer policy — TEXACO doesn’t compete with its dealers .. . cooperates 
with them in the marketing of nationally-advertised and accepted TBA products. The 
best opportunity to cash in on “touring” business all year — because TEXACO customers 
at home like to stop at TEXACO stations when on the road. This means you have 38,000 


other TEXACO Dealers helping you. 


A SOLID FUTURE is one of the advantages of being a 
Texaco Distributor or a Texaco Dealer. Proof: 683 of our 
Distributors have been with us for 20 years or more — 
some as long as 45 years. 20,096 Texaco Dealers have been 
with us for 10 years or more—some more than 45 years. 
There may be an opportunity for you in the Texaco family. 
Get in touch with the Texaco Division Office nearest you. 


THE TEXAS COMPANY 


DIVISION OFFICES: Atlanta, Georgia; Boston 16, 
Massachusetts; Buffalo 9, New York; Butte, Montana; 
Chicago 4, Illinois; Dallas 2, Texas; Denver 3, Colorado; 
Houston 2, Texas; Indianapolis 1, Indiana; Los Angeles 
15, California; Minneapolis 3, Minnesota; New Orleans 16, 
Louisiana; New York 17, New York; Norfolk 2, Virginia; 
Seattle 1, Washington. 
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more resistance to overcharge* with 
greater resistance to undercharge 


these two killers account for 80% of all I ) ew 


National 


battery failures 


Less work with new : V4 The Silver-Cobalt Story 


National batteries ie. Corrosion eats away battery grid material 
‘ just like rust eats away bare steel. Coated 

Up to 5 times longer steel lasts indefinitely because it doesn’t 
battery shelf life z rust. Similarly, silver cobalt coats the 
battery grids, protecting them from corro- 

sion. The grids last longer—the battery 


NO trickle charging performs better—stays stronger longer. 
NO acid inventories 


NO. dangerous acid handling 


Coated steel 
resists rust 
eeeeceesseeeee 


Bare unprotected 
steel rusts 


NO weak outdated battery stock Ceerceccccceces 




















NATIONAL’S merchandising program helps you sell = 


more batteries, make more money. 
Unprotected battery 
SEE YOUR JOBBER OR WRITE ede eanede 


GOULD-NATIONAL BATTERIES, INC. 


SAINT PAUL 1, MINNESOTA 























Silver cobalt grids 
resist corrosion 





*based on SAE minimums 
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Something to SPOU T about!... 


ANOTHER FIRSTI... 


ho NEWF p Y Of ptastic 


FILLER 





“A WHALE of a DISPENSER — Makes 
easier mixing — sure control of hardening time” 
say body men everywhere. 
Saskibated ty BE SURE— BE SAFE! Use DC-3 — ositively NO 
Patented Process FIBREGL ASS DUST. More ADHESION _ more 
FLEXIBILITY for filing and working after application. 
No extra chemicals needed for fast hardening. 
Non-toxic. This is the advanced filler you've been 
looking for. Get it from your jobber 
today, or write to: 


ae ee 


Plastics Division 


DYNATRON COR 
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“PRESTONE” ANTI-FREEZE 


oT 


“DOUBLE 
GUA RVAINTUTSTS 
2 AN \ PRESToNe 


gives you DOUBLE 
sales support! 


The new “PRESTONE” brand anti-freeze 
*‘Double Guarantee Protection” Plan 
means a new deal for both you and your 
customers. You get more customers, more 
business earlier—your customers get dou- 
ble guaranteed satisfaction, better service! 


The plan itself is simple. It combines L VE 
: DOUE: 


the “PRESTONE” anti-freeze product guar- } 

tee with the dealer’ 1 tee. 
“tear Or Stean oomem ees GUARANTEED 
5 


BRAND ANTI-FREEZE civiss Ategnets: Aine 








tion” Plan, using the suggested form, you 
offer your personal guarantee, in writing, Oso) 
to replace “PRESTONE” anti-freeze if lost. a q 
as a result of mechanical leakage. 
Analysis of similar plans over the past 
years indicates that the careful dealer will 
have to make surprisingly few replace- 
ments and the estimated cost is less than 
the 64%2¢ allowance dealers get this year 
on every gallon ordered for delivery 
before October 31. 


| — AEF FREE! This jumbo display sign goes on your window 
‘ ; to show customers that you offer your personal 
guarantee on installation of “PRESTONE” anti-freeze. 


Ay 


PRESTONE 


ANTI-FREETE 





ote caconen sie Aa ecto. Fa 


FREE DISPLAY KIT 

After you place your pre-season order (for 
delivery by October 31), you will receive a 
jumbo announcement poster which bears the 
special symbol identifying you as a dealer offer- 
ing the plan. You will also get a new version of 
the famous “flapper”’ sign, banners and streamers 
and sheets of special stickers carrying the sug- 
gested personal guarantee, made to fit right on 
the Green Tag. There’s also a log sheet for 
recording guarantees, which includes important 
suggestions on how to get the most out of the 
“DOouBLE GUARANTEE PROTECTION” PLAN. 


STONE -rezze 


“Prestone”’, “Eveready”, The Green Tag and “Union Carbide” are trade-marks of Union Carbide Corporation 
NATIONAL CARBON COMPANY - Division of Union Carbide Corporation - 30 East 42nd Street, New York 17,N.¥. Pane 
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“V-Belt sales up 33% 


since switching to Gates” 








says GEORGE CARPER 
of the Carper Amoco Servic 
in Akron, Ohio 


“T’ve been in business 11 years. When I got the story on Gates 
V-Belt merchandising methods three and a half years ago, I figured 
I could sell more belts, make more money, and make satisfied cus- 
tomers by switching to Gates.” 


Mr. Carper continues: “My V-Belt sales have shown a 3314% 
increase and profits are good. The Gates name has ready acceptance 
with Akron motorists.” 


Let Gates station-tested merchandising methods increase your 
V-Belt turnover and profits — without bother to customers, and 
without slowing down service time. 


The Gates Rubber Co., Denver, Colorado 


EE. World’s Largest Maker of V-Belts 
Gates Vulco V-Belts 
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72 ks calls on automotive wholesalers were 


made by HIRSIG-BRANTLEY district managers in 1957. We mean 
it when we say, "HIRSIG-BRANTLEY renders a 


S 


y 





complete and effective coverage of the South." 
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_ Now I can find and fix 
ignition troubles 
> in minutes 


...and make money doing it 


e Ignition replacement is the biggest and easiest money-maker 
in the repair business. Every car you send someplace else for 
service is money out of your pocket. Don’t let this easy profit 
pass you by. Niehoff provides you with a merchandising sys- 
tem that will sell for you. You can service all makes and models 
of cars from one cabinet. Satisfied service customers tell their 
friends and come back for repeat business. You can go and 
grow with Niehoff, manufacturers of the finest in ignition, 
hydraulic brake parts and testing equipment. Ask your Niehoff 
jobber today. 





c. E- NIEHOFF « co. 


MAIN OFFICE AND FACTORY, 4925 LAWRENCE AVENUE, CHICAGO, ILLINOIS 


Warehouses: 250 W. 54th St., New York 19, N.Y.; 1800 Fairmount Ave., Philadelphia, Pa.; 250 Brighton Ave., 
Boston 34, Mass.; 2715 Main St., Dallas, Texas. Branch: 1330 W. Olympic Blvd., Los Angeles 15, California. 
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6 rey: Rock, 


te give 


" stops” 


With this plan dealers have doubled 
their brake service business 


The plan is Grey-Rock’s P-L-S plan—a sure-fire way to 
more profitable brake work. With P-L-S you Pull a wheel 
— Look at the brakes— Show the customer what’s needed. 


The products are Balanced Braksets and Trucksets— 
with the difference you can see, show, sell. Grey-Rock 
combines many lining types—including woven and 
molded—into sets specially balanced for each make and 


model. You'll find this advantage only in Grey-Rock. 


And the Grey-Rock P-L-S Plan includes signs, posters 
and many other sales helps to promote your business—to 
tie you in with Grey-Rock’s national advertising. Grey- 
Rock has the plan—the products—a complete program 
that has doubled brake service business for many dealers 
coast-to-coast! Ask your jobber about it. 


First 3 to finish in ‘‘Southern 500’’ used Grey-Rock brake lining 


The NASCAR* Grand National Circuit is 
called the “toughest brake laboratory in the 
world.” Top NASCAR drivers like Speedy 
Thompson (left), Cotton Owens (center) and 
Marvin Panch, who took the first three 
places in the °57 “Southern 500” race, are 
for Grey-Rock 100%. 


*National Association for Stock Car Auto Racing 


The Saturday Evening 


Advertised regularly in POST 


Ask your jobber about a Grey-Rock Brake Service Clinic. It's the 
best way to keep up to date on how to handle brake problems. 


““ Grey-Rock ..<. 


BALANCED BRAKSET LININGS 


BALANCED BRAKSETS « TRUCKSETS « BRAKE BLOCKS « VEE-LOK® CLUTCH FACINGS 
GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., Manheim, Pa. 


RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks + Clutch Facings + Industrial Rubber » Mechanical Packings « Asbestos Textiles 


Industrial Adhesives * Bowling Balls 


Engineered Plastics « Sintered Metal Products +» Rubber Covered Equipment + Laundry Pads and Covers « Abrasive and Diamond Wheels 
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June 1958 


over to you is the satisfaction, 
thrill and relief of being able to 


reduce expenses. substantially 

W when I had frankly thought I was 
e 0 a operating a pretty tight dealership 

before all this started. And after 


discovering what could be done, 
the thing that thrills me is the 


continued interest that everyone in 
my organization has in cutting 
a on still further expenses in our vari- 
7 ous departments. 


I must confess that I have never 
been known to be a tight operator. 


By JOHN H. LANDER* I like to think of myself as a great 


: big operator and sometimes I have 
President, Lander — (Dodge-Plymouth) walked on clouds when I should 


: reason I finally woke up 
and started swinging the ax at 
my place was because for three 
months I suffered some heavy 
losses where I had anticipated 
heavy profits with the new ’58 
models. 

Probably I was shocked into do- 
ing something drastic because I 
suddenly discovered that if my 
losses continued at the same rate, 
it wouldn’t be long before I would 
be ready to go out of business. So, 
I want to tell you what was ac- 
complished at Lander Motors be- 
tween January and March of 1958. 

The statements I have with me 
will show that in that short span 
of time, we reduced our expenses 
$12,000 a month—from $71,000 to 
$59,000. As you know, I have a big 
operation, so don’t let that worry 
you. I am going to talk more about 
percentages and more about cuts 
per new-car sold at retail so that 
you can make some kind of com- 
parison with your own operation. 

The main thing I want to get 


‘ 
‘ 


*Excerpts from an address before 
the recent annual convention of the 
North Carolina Automobile Dealers 
Association at Pinehurst. The speak- 
er is treasurer of the National Auto- 
mobile Dealers Association and a 
past president of the Georgia and 
Atlanta Automobile Dealers Associa- 
tions. 


(444444 £ G6 


“You don't need to count on much increase in volume on the '58 models and | 
don't believe there will be any increase in gross profit for the balance of 
our model year. You must control your expenses. If | did it, anybody can." 
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All sorts of promotions are constantly taking place at Lander Motors. 
A few weeks ago ten big Clydesdale horses used the showroom as a barn. 


have had my feet on the ground. 
Many things I should have done to 
retrench my operation in the past 
three or four model years since 
1955 I didn’t do because I felt that 
anytime now we would have an- 
other great month or two (such as 
I expected in November and De- 
cember of 1957) and everything 
would then be all right. I had to 
make up my mind that in this 
year, 1958, I was not a 250-new- 
cars-a-month dealer; I was just 
100-a-month-new-cars dealer and 
that I was going to have to get my 
expenses down so low that I could 
make a little money whenever I 
sold 100 new cars a month. 

That was my first step and that 
was real important, and it is possi- 
ble that there are a few of you 
here like myself who are not tight 
operators and have been opti- 
mistically looking forward to 
things correcting themselves in the 
next month or two instead of really 
getting busy and swinging your ax. 

The second big step I had to take 
was to get tight with expense con- 
trol. I had always been a liberal 
operator and not a tight one. As 
long as you are making big profits 
—and in a big organization you 
can have some big profits oc- 
casionally—I never worried about 
personnel. I didn’t want to fire 
anybody or to reduce the size of 
my organization, and even though 
I confess that for a full year or 
two my controller and I worked 
constantly trying to cut expenses, 
we would always come up with 
the same answer: that we could 
cut a few things—a few dollars— 
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but we have just got to get a cer- 
tain amount of volume to make 
money out of this operation and 
there is nothing much that you 
can cut. 

However, after I took that first 
step and then decided to get tight, 
things began to happen. The first 
thing I discovered was that we had 
too many bosses and we had gen- 
erals and colonels and majors 
running all over the place. I tried 
to find a few privates but they 
were few and far between. Every- 
body had a title and everybody 
was bossing somebody else. 


We had too many people em- 
ployed—we had too many bosses— 
we had too many people with 
authority to issue purchase or- 
ders, and while we were doing a 
pretty good volume of business, 
we had nobody interested in really 
getting tight with their depart- 
mental expense control. And Ill 
admit that I didn’t believe we 
could do much until I decided that 
I had to do it. 

I think when I bought out my 
vice-president, who had a small 
interest in my business, so as to 
save his salary and take over his 
duties myself and I moved into his 
office downstairs, then my people 
realized that I meant business and 
boy, everybody came forth with 
things that could be done in their 
departments to eliminate people 
and cut expense. 

Here is a perfect example in my 
service department: 

We had a foreman for our new- 
car conditioning and a plant two 
and a half miles from my show- 
room. Our used-car reconditioning 
was done on the second floor of my 
main building with a foreman, 
and on the same floor I had my 
body shop, also with a foreman. 
What we did was simple enough, 
though I had always said you 
couldn’t do it: 

We moved our new-car condi- 
tioning onto this same second floor 
of our main building and elimi- 
nated two foremen. Now we have 
one foreman in charge of new-car 
conditioning, used-car recondi- 
tioning and the body shop. 

(Continued on page 84) 


John H. Lander poses here with one of the horses. Commenting on his 
overhead-slashing program, he said, “I fee] better now about the pros- 
pects for my business than I have since 1955, because I have cleared 
the atmosphere. I think this is still the greatest business in America 
and will become increasingly profitable if we learn to sell our cars at a 
profit.” His new program has that goal exclusively in mind this year. 
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By BILL HERBERT 
Editor 


poe “recession” got blamed last 
month for both increases and 


decreases in shop volume, depend- 
ing on which dealership service 
Manager or garage operator you 
listened to out of those who an- 
swered a questionnaire mailed to 
800 over the South and Southwest. 

Tight money and the other ele- 
ments of the slower business pace 
were credited by some for their 
service volume being down. Nearly 
an equal number said that people 
were having their cars kept in bet- 
ter condition because they weren’t 
planning to buy a new car right 
now. 

Percentagewise, 45% said their 
shop volume this year was below 
the same period of 1957, 33% said 
their over-all service business was 
higher and 22% listed the same 
amount. Slightly more than a third, 
however, said they expected shop 
volume to range higher as this year 
moves along. 

West Virginia’s coal - mining 
areas sent in the dreariest reports. 
One Chevrolet dealer there blamed 
“unemployment” for his decline of 
50%. A Pontiac dealer, Howard 
Koontz of Fayetteville, W. Va., said 
his downturn amounted to 20% 
and he figured he would wind up 
this year with a drop of ten to 20%. 

The weather got a going-over al- 
so for volume drops. Commented 
J. C. Lewis, Jr., Chevrolet dealer 
at Kentwood, La.: 

“Our volume is down 48%. The 
weather has been extreme and peo- 
ple are waiting to see if the excise 
tax (on new cars) is going to be 
removed.” 

He figured that the year’s shop 


volume should climb 37% over 
1957’s. 

In some areas, especially North 
Carolina, curtailing of operations 
by textile mills kinked shop busi- 
ness. W. E. Turner of Cherryville 
Auto Electric, Cherryville, N. C., 
figured his drop of a third thusfar 
this year would continue the entire 
year for this reason. 

“Improved shop facilities” were 
credited for the 22% rise in shop 
business at Vaughan Motor Co. 
(Chrysler-Plymouth), Lynchburg, 
Va. The year should wind up 25% 
ahead of 1957, company officials 
predicted. “Doing satisfactory, 
guaranteed work” has helped pro- 
mote the shop, they added. 

An Alexandria, La., service sta- 
tion operator said his volume was 
down ten per cent due to “unem- 
ployment and too many stations.” 

Reid’s Safety Service, Jackson- 
ville, Fla., has experienced a climb 
of 12% in volume, with anticipa- 
tion of 15% for this whole year. 

Pearce Motor Co. (De Soto- 
Plymouth), Alexandria, La., chalk- 
ed up a rise of 30% in its shop bus- 
iness, with expectations of an over- 
all increase of 35% for the year 
over 1957. 

One well-known Southwestern- 
er, R. T. Scott of Scott Chevrolet, 
Oklahoma City, reported a down- 
turn of nine per cent because of the 
loss of a government contract, but 
he anticipated a decline of five per 
cent or less for the year “as we 
expect to recover it elsewhere.” 

A safety mailing piece has been 
creating shop traffic for this deal- 
ership. 

“People like good service,” he 
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45% report service sales 
lower, 33% list upturns 
and 22% are unchanged as 
some see effects due to 
slower new-car selling. 


x2 


said. “Our service volume is the 
largest in Oklahoma and we offer 
good service—no specials or dis- 
counts.” 

Thomas R. Gibson and Al De- 
Ment Chevrolet Co., Birmingham, 
Ala., said his decline of 20% was 
due to “people getting by with 
minor repairs.” The firm has had 
“fair” success in boosting shop 
sales by direct-mail specials on 
motor overhauling, brakes and 
tune-ups.” 

Shop business should continue 
ten per cent ahead of 1957 at Crom- 
well Garage, Baltimore, Md., said 
Richard E. Cromwell. Volume has 
been augmented by a policy of “al- 
ways putting the car on a twin- 


A Reader § 


post lift and looking for troubles 
before the customer leaves the 
shop, so you can show him.” 
Generally, where increases were 
reported they were only a few per- 
centage points, like the four per 


. cent listed by E. P. White of White 


Motor Co. (Ford), Stanton, Texas. 
With the exceptions of areas suf- 
fering from layoffs by important 
industries, the ups and downs were 
scattered fairly uniformly. 

One Texan said his volume was 
up ten per cent and said the shop 
was being promoted by “personal 
follow-up on all service tickets and 
immediate handling of complaints.” 

Raymond Bland of R. Bland Ga- 
rage, Mabank, Texas, said his vol- 
ume was down 40% and he figured 
it would be down 25% for the year. 

“This is a buyers’ recession,” he 
commented. “The public is getting 
tired of price rises. Put the prices 
down and people will buy. The 
manufacturers’ prices are too 
high.” 

He said that cutting shop prices 
was “the only effective way I have 
found to push shop business.” 

(Continued on page 104) 





A PROFIT-SHARING trust fund, 
similar to one in use in many 
establishments today, is credited by 
company officials for helping to 
achieve a low turnover of employes 
at Liberty Motors, Inc., the Dodge- 
Plymouth dealership at Birming- 
ham, Ala. 

Employment longevity in the 
service department averages more 
than ten years. 

The enviable record can be at- 
tributed to general excellence of 
working conditions, but company 
officials said one of the prime at- 
tractions is the profit-sharing trust 
fund that has operated since the 
company was incorporated in 1943. 

Designed to provide a retirement 
nest-egg for all employes, the fund 
is perpetuated by company con- 
tributions and by reinvestment of 
the fund by a board of trustees. 
Employes do not contribute. 

As outlined by Harry Call, sec- 
retary-treasurer at Liberty, the 
trust fund operates thusly: 

The management of Liberty Mo- 
tors and of Dependable Parts 
Corp., a companion company, con- 
tributes to the fund ten per cent of 
annual net profits prior to federal 
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Cold cash, set aside by you 
to warm employes in retire- 
ment days, can be a builder 
of morale. Also, you permit 
workers to realize quickly 
everyone's dependence upon 
doing the best job possible. 
Here is a typical program. 


Looks like Roland Hurd likes Liberty's plan. 


By Wendell Givens 


and state taxes. The plan has the 


approval 


of 


Internal 


Revenue. 


The annual contribution is di- 
vided among participating em- 
ployes according to their basic sal- 
aries and commissions, exclusive 

(Continued on page 110) 


Harry Call discusses the fund with Mrs. Amelda Pair. He is a member of 
the profit-sharing committee which rules on investments of fund money, 
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Car ports even help with night display, as shown here at Dale Motors (Lincoln-Mercury) at Huntsville, Texas. 


Low-Cost Display Protection 


sige idea of getting both the 
automobile that is for sale and 
the prospect who may buy in out 
of the weather—for a more com- 
fortable sales pitch in all seasons 
—is gaining rapidly in popularity 
among car dealers in the South 
and Southwest. 

This is being accomplished by 
the most expeditious and most 
economical route. It is the erection 
of semi-permanent overhead shel- 
ter, mostly for used cars. It is 
possible that some shelters of can- 
vas, such as are used by drive-ins, 
are still in use. But the trend now 
is definitely to metal and, where a 
dealer owns his lot or holds a long- 
term lease, such installations are 
much more than semi-permanent. 
They appear to have been put 
there to stay. 

Degree of permanency seems to 
be a point for consideration by the 
individual dealer, depending on 
ownership of property or type of 
lease. Some types of shelters can 
be disassembled, moved and re- 


By Baron Creager 
Southwestern Editor 


assembled with relative 
Others are less portable. 

The trend to metal may be a 
natural result of the wind storms 
that have ripped through the 
Southern countryside, particularly 
the Southwest. Metal can be bolted 
down and anchored, and its weight 
gives it an outstanding advantage 
over the gusty elements. Canvas is 
less practical for this specific use, 
according to manufacturers, be- 
cause of the extensive spread in- 
volved and likelihood of winds 
getting a tearing hold. Neverthe- 
less, some canvas is still being 
used for the purpose. 

It should be pointed out, too, 
that overhead shelter for automo- 
biles is not confined to used-car 
lots. With the sag in the new-car 
market, some dealers are resorting 
to every possible device for moving 
new cars faster. 


ease. 


So, in a manner of thinking, they 
put the cart before the horse and 
erect an outside shelter for new- 
car display. A shelter so used is 
invariably located at a _ point 
where vehicular traffic flows close 
and heavy. The idea is that the 
new-car display is thus brought 
closer to the consumer. The 
prospect who will eventually buy 
a new car has seen this make in 
color process printing in the ads, 
and on television, and the dealer 
is now making it as convenient as 
possible for the prospect to see and 
evaluate the real thing. 

In the new-car market, this is 
the nearest thing yet to the Fuller 
Brush door-to-door approach. It is 
point-of-sale promotion without 
exposing the prospect to the sales 
pitch of the showroom. And the 
dealer takes a minimum of risk 
with his new merchandise, consid- 
ering the protection made avail- 
able in modern overhead shelters. 

These are available almost 

(Continued on page 124) 


Heat gets a quick rebuff from this less-expensive installation at Richards-McCain at Monroe, La. 
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Six Things Employes Want 


_ MY way of thinking, there 
are six things that a working 
man desires and to which he is 
justly entitled: 

1.—The greatest possible degree 
of job security. 

2.—Fair wages. 

3.—Safe and decent places in 
which to work. 

4.—Considerate treatment from 
his superiors. 

5.—Opportunity for advance- 
ment if he proves capable of as- 
suming greater responsibility. 

6.—Finally, an organizational 
atmosphere in which he can feel 
that he is vital and essential to the 
enterprise of which he is a part. 
Man wants to belong. 

Satisfying these basic wants is, 
of course, rather difficult because 
many intangibles are involved. 
Nevertheless, permit me to sug- 
gest to you at least a practical ap- 
proach to each of the six. 

First, job security: 

Recent studies have shown that 
the term “job security” is a phrase 
which conveys a variety of mean- 
ings to different people. 

Management men, for example, 
are inclined to regard “job securi- 
ty” as related only to the long- 
range, operating success of the 
business. The working man, on the 
other hand, views it more fre- 
quently as a short-term proposi- 
tion. Will I have work tomorrow, 
or next week? 

Despite these semantic differ- 
ences, we may say that job security 
is being provided if our businesses 
are competitive and strong, and if 
sales and production are carefully 
planned to stabilize employment 
to a maximum degree. This will 


By J. W. LAWSON* 


President 
Southeastern Employers Service 


orp. 
Bristol, Va. 


provide real job security in terms 
of steady work, both short and 
long-range. 

It is impossible for me to over- 
emphasize the importance of these 
two points. 

A business that remains com- 
petitive and strong is, of necessity, 
an efficient, well-managed busi- 
ness. Efficiency, in itself, is a prime 
ingredient of high morale. If a 
business is smartly managed, if 
equipment and trucks are modern 
and kept in good operating condi- 
tion, if merchandise flows smooth- 
ly from operation to operation, if 
managerial mistakes are avoided, 
and if all departments are op- 
erated on a taut-ship basis, then 
the business will have a firm 
foundation of high employe morale 
on which highly favorable employe 
understanding can be built... . 

Now let us consider the second 
“want” of working people—fair 
wages. I need say very little 
about this. I’m sure the importance 
of wages is universally recognized. 
But, may I make but one specific 
comment with respect to rates of 
pay? High wages will not make 
employes happy if their other 
wants remain unsatisfied, but sub- 
standard wages will make them 
unhappy even if those other wants 
are satisfied. This is an important 
point for all of us to remember. 

Safe and decent work places— 
the third “want’—is also well 


recognized, although not to the de- 
gree that fair wages are known to 
be desired by employes. In recent 
decades, however, most manage- 
ments have learned that there is a 
positive relationship between high 
employe morale and cheerful, 
clean, safe work places. 

The fourth “want” of employes 
is considerate treatment from 
their superiors, and is one that is 
much more difficult for manage- 
ment to satisfy than fair wages and 
good working conditions. 

Establishing rates of pay can be 
done by executive order. Once a 
decision is made, the rates can be 
paid, provided, of course, the busi- 
ness can afford them. 

Similarly, a manager can ap- 
prove budget items for paint, 
drinking fountains, rest rooms, 
baseball games, bowling teams and 
safeguards to make his auto sup- 
ply store a more pleasant and safe 
place in which to work. But no 
manager can sit in his office and 
order that his warehouse foreman 
or counter manager treat em- 
ployes properly with any hope that 
his decree will achieve the results 
desired. 

These is no magic wand that car: 
be waved over an organization 
that will automatically put the 
milk of human kindness into the 
hearts of its supervision, up and 
down the line. Achieving decent, 
considerate supervision is a much 
more complex and intricate proc- 
ess. 

It involves, first of all, careful 
selection and training of all super- 
visory employes. They must be 
trained in all phases of their re- 

(Continued on page 92) 














*Answer to the Unions? 


Several unions have launched efforts to pick up members 
from all categories of personnel in the automotive industry 
of the South, including employes of franchised car dealers, 
garage owners and parts wholesalers. How far they go in 
your company may rest upon how well you observe these 
six warning flags cited by this long-time management con- 
sultant in these excerpts from an address before the annual 
convention of the Automotive Wholesalers Association of 
Tennessee at Gatlinburg. 
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There s a Union 
in Your Future 


By MILTON C. DENBO 


Labor Consultant to National Automobile Dealers Association 
Washington, D. C. 


JOINT organizing campaign 
for automobile dealers was 
agreed to under an understanding 
reached in September 1955 by the 
Teamsters and Machinists unions. 
Organizing was put under the 
direction of an automotive coordi- 
nating committee with a cam- 
paign fund of $200,000. Mechanics 
and paint and body shop employes 
were assigned to the Machinists 
jurisdiction, all other employes, 
including new- and used-car sales- 
men, were assigned to the Team- 
sters. 

These unions hope to enroll as 
many as a million new members 
through the efforts of their joint 
committee. 

This Teamsters-Machinists a- 
greement has recently been re- 
affirmed despite the ouster of the 
Teamsters from the AFL-CIO. In 
fact, in some sections of the coun- 
try there has been an intensifica- 
tion of their organizing efforts 
among dealers. And the intensifi- 
cation has been of such a nature 
as to make it plain that the unions 
have increased their campaign 
fund much beyond the original 
$200,000. 

In Washington, D. C., for ex- 
ample, a very strong campaign has 
just been launched to organize the 
dealers. Within the past few 
weeks, the Teamsters have filed 
with the NLRB petitions to repre- 
sent the new- and used-car sales- 
men at nine of the 14 Chevrolet 
dealers in the Metropolitan area of 
Washington. In the past only three 
of such dealers have had a union 
representing their salesmen and 
that union was the Retail Clerks. 


We may now expect a jurisdiction- 
al fight between the Teamsters 
and the Clerks with the dealers in 
the middle. 

Nor is this all. It is evident that 
the next few months will witness 
like organizing drives by the 
Teamsters, Machinists and Clerks 
against many other dealers in the 
Washington area. And what is 
happening in Washington is hap- 
pening and no doubt will continue 
to happen in other parts of the 
country. 

I have been advising employers 
for years now that the best way to 
avoid successful union organiza- 
tion among their employes is to 
appraise constantly their own em- 
ploye relations program. 

An employer must be ever alert 
to be sure that he does not have 
substandard wages, unadjusted 
grievances and gripes, substandard 
policies on vacations, holidays, in- 
surance plans and other fringe 
benefits, unduly long hours with- 
out overtime compensation, and 
bad working conditions in general. 

If he is so alert and if over a 
period of time he has made a real 
and intelligent effort to set up a 
good employe relations program, 
the chances of a union’s stepping 
in as the employes’ representative 
will be considerably lessened. 

I would suggest, therefore, that 
even before there is the first sign 
of union activities in your area, 
you review your entire employe 
relations program, your wage 
scale, your working conditions 
generally, etc. Be sure your wages 
are fair and equitable in terms of 
prevailing community practices; be 


Checkmating the Organizer 


"If he [the dealer] is so alert and if over the period of time 
he has made a real and intelligent effort to set up a good em- 
ploye relations program, the chances of a union's stepping in 
as the employes’ representative will be considerably lessened." 
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Plans for 
Organizing 


Step-by-step plans of the 
Teamsters and Machinists un- 
ions for the franchised car 
dealers are outlined here by 4 
prominent labor specialist 
whose firm serves many em- 
ployers over the nation, in- 
cluding dealerships which the 
unions have tackled. 

These are excerpts from an 
address before the annual con- 
vention of the South Carolina 
Automobile Dealers Associa- 
tion last month. 

Already a dealer or dealers 
at Columbia, S. C., Memphis, 
Tenn., Washington, D. C., and 
Atlanta, Ga., are in various 
stages of dealing with unions. 











sure there are no outstanding 
legitimate grievances, and deter- 
mine to the best possible extent 
the state of your employe morale. 
Eliminate the kind of grievances 
the union organizer seeks, such as 
overbearing or arbitrary actions 
by supervisors. ... 

How unions operate in organiz- 
ing activities: 

The union decides that it is go- 
ing to try to organize the dealers 
in a particular town. An organizer 
arrives in town and the first thing 
he does is set up an information 
file concerning the dealers, their 
employes and working conditions. 
He puts into the file information 
concerning the establishments’ lo- 
cations, their physical structure, 
the employes’ starting and quitting 
time, transportation facilities, eat- 
ing and drinking establishments 
nearby, ownership and the ap- 
proximate number of employes. 

He also seeks to determine the 
racial composition of the group 
and if it is mixed, whether the re- 
lations between them are good or 
bad. He gets most of this informa- 
tion by reading publications, local 
newspapers, listening to conversa- 
tions in restaurants and so forth. 
Then he adds to the file informa- 
tion on the companies’ financial 
status. This information is avail- 
able from yearly financial reports, 
reporting services, or even the 
local newspapers. 

He then seeks to determine 
through his own union central of- 
fice and other contacts if there has 
been any history of labor organiza- 

(Continued on page 127) 
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Revitalize Ignition 
By Selling— 


New Wires 


for Old 


N° CUSTOMER is ever in so great 
a hurry that you cannot take 
a couple of seconds to look under 
his car hood for worn and deter- 
iorated wires. 

It takes no more than a minute- 
and-a-half for a conscientious 
scanning of wires from coil and 
spark plug, checking camshaft of 
distributor and distributor cap for 
wear, for clean and undeteriorated 
battery cables, for any exposed 
wires. 

This is how Jerome Engelberg, 
owner of Engelberg’s Battery and 
Service Station in Washington, D. 
C., gets his four electrical jobs out 
of every ten cars rolling in for 
gasoline. 

“We do not wait for a customer 
to complain of a motor missing, or 
that he cannot get speed, or that he 
has trouble starting, or a light is 
not working,” he said. 

“Every time I see a car heading 
into my driveway, it clicks in my 
mind that I’ve got to get under the 
hood and take a look around. Gen- 
erally I go right ahead and get my 
look without asking, for some- 
times upon asking permission the 
customer will say he is in a hurry 
or there’s no need for investigation 
because he’s sure everything is 
okay. 

“Since you and I know that he 
does not always know when parts 
are worn or defective, or that his 
motor is not functioning up to par, 
it is up to a shop to check elec- 
trical system.” 

Engelberg has used this proced- 

(Continued on puge 102) 


Top: “See here what condition 
your wires are in,” Garageman 
Engelberg points out to a customer. 
Center: Deteriorated wiring is like 
the story of the chain and its weak 
link. A corroded distributor cap 
and worn spark plug wires are be- 
ing replaced. 
Left: Corroded battery cables are 
not your customer’s friend. Here 
Jerome Engelberg cleans cables 
and battery post. 





Case-Historying for Volume 


brea we Motor Co.’s big service 
volume is attributed to keep- 
ing a complete “case history” of 
every vehicle this Nashville, 
Tenn., garage services. 

Many car dealers keep a speed- 
ometer record of lubrication and 
grease services on customer cars, 
of course, and they may or may 
not call their record of these op- 
erations “case histories.” But W. C. 
“Josh” Wilder, as an independent 
garage operator, has given that 
term more meaning than Webster 
ever dreamed of. 

Josh, who co-partners Wilder 
Motor Co. with his father, J. S. 
Wilder, dreamed up his case his- 
tory system soon after he became 
his dad’s partner in 1946. He main- 
tains it with a card index that in- 
cludes a separate card for every 
vehicle. 

He also dreamed up the card 
form on which he lists the jobs. On 
this card is a separate column for 
every kind of maintenance service 
the listed vehicle undergoes in his 
shop. The card covers not only 


By Ross L. Holman 


lubrication and oil changes, but 
brake relining, brake adjustment, 
valves, wheel alignment, tailpipe, 
spark plugs, muffler, tires and 
what have you. Each servicing is 
shown with date and speedom- 
eter mileage. 

This card indexing isn’t a very 
effective help to any except regu- 
lar customers, but it is the thing 
that makes many of the regular 
customers regular. As soon as he 
installed the system, Josh began 
canvassing the area and used it to 
sell prospects on Wilder services. 

In order to bag several birds 
with each shot he went first to the 
fleet operators. He went over 
Nashville calling on _ laundries, 
plumbing firms, moving com- 
panies, large grocers and other 
business activities. 

Josh told each prospect that if he 
took on Wilder’s maintenance 
service he would be buying “fail- 
ure insurance.” 


“If your brakes begin weaken- 
ing,’ he said, “we will check the 
case history card of your vehicle 
in our shop and see on what date 
and mileage figure your brakes 
were last relined. If it was only 
recently, they will probably need 
nothing but an adjustment. If your 
motor doesn’t work smoothly, your 
index card will show the last time 
it got spark plugs, valves ground, 
points and other data. The record 
will help us to analyze its needs.”’ 

Josh said that over the years 
some of his fleet customers have 
put so much dependence on this 
case history service that they come 
in repeatedly and ask to see the 
service card—especially those who 
are cost-conscious. It enables them 
to see how well each truck or car 
is standing up under the use they 
are giving it and also how well the 
driver is looking after it. 

The case history record enables 
the fleet owner further to deter- 
mine the best time to trade one in. 
He gets Wilder’s appraisal of its 
condition and its probable trade- 


Just a typical record of service on one Wilder customer's car. Fleet records are maintained separately. 


Speedometer | Motor 
Mileage 
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“Now let's see what the case history on your truck looks like.” Wilder 
(in service uniform) might be saying. This Nashville garageman provides 
free inspections of customers’ cars and trucks when they are about to 
trade. giving them a better idea of what allowance they might expect. 


in value. 

In this connection, Wilder gives 
a further service. Many fleet own- 
ers buy or trade for used vehicles. 
Before making the deal they bring 
the prospective car or truck to the 
Wilder shop for an appraisal of its 
condition. The shop digs into the 
vehicle and inspects it thoroughly. 

The fleet owner gets a complete 
appraisal of the condition of the 
motor, brakes, ignition and every 
other running part and what he 
can anticipate in its use. The in- 
spection in every case is free and 
it gives the prospective buyer a 
more efficient basis upon which to 
negotiate a trade. 

In one case a fleet owner bought 
out all the vehicles of another fleet 
owner who was going out of busi- 
ness. He got Wilder Motor Co. to 
inspect every one of them. It was 
done free, but the shop got to add 
another fleet of vehicles to its 
service volume. 

On his canvassing rounds Josh 
contacted a businessman who was 
renting the cars and trucks from a 
motor rental agency. He sat down 
with the businessman and, on the 
basis of his case history experi- 
ence, convinced the prospect how 
much money he could save on his 
transport needs by instead owning 
his vehicles. The prospect became 


54 


a regular service customer. 

In this connection it might be 
well to state that Wilder doesn’t 
trade in either new or used cars 
and trucks. Whenever a prospec- 
tive buyer asks him to inspect a 
vehicle he knows the appraisal will 
be strictly unbiased. 

Wilder’s shop offers to take 


care of every kind of repair serv- 
ice, but the case history card lists 
only services that come under 
maintenance. Body and fender re- 
pairs are not listed. 

While fleet owners are the best 
volume builders, Wilder doesn’t 
neglect private car owners in his 
case history service. He has on this 
list numerous doctors, other pro- 
fessionals and many women own- 
ers. 

There is one doctor who first 
brought in his car when the 
speedometer read 500 miles. Josh 
sold him on the importance to a 
doctor of periodic maintenance. 
The last speedometer reading on 
the index card was 67,000 miles. 
Both front and back of the card 
were filled with maintenance serv- 
ices between the first and last 
readings. 

Nearly all the doctors, as well as 
fleet owners, give blank-check 
orders on their garage services. 
When Josh solicits a medic, for ex- 
ample, he puts it this way: 

“If I should get sick and call on 
you for treatment, it would prob- 
ably be impossible for you to tell 
me in advance what your total 
medical bill would be in order to 
get me well and on my feet. You 
probably wouldn’t know how 
many visits you would have to 
make, what complications might 
arise, whether or not I might need 
an operation, and other eventuali- 
ties. 

“By the same token, I frequently 
can’t give you an exact estimate of 
what it costs to put a car back in 
running condition until I have 

(Continued on page 82) 
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How We Jumped from 


$3,300 Loss 
to $51,500 Profit 


By DENNY J. BELLUCCI 


Office Manager, Hunter Motors (Willys-Rambler) 
Alexandria, Va. 


_— in 1953, when the national 
economy dipped and the auto- 
mobile business was affected by 
declining sales, we, like other 
dealers at the time, were selling 
fewer cars. Overhead was high 
and by July of that year we were 
in the hole $5,000. 

Flat on our backs, we gave seri- 
ous thought to selling out. By the 
end of the year, with little change 
in our position, our loss stood at 
$3,300. 

But by the end of ’57 our books 
showed a gross profit of $51,519, 
which resulted in a very sub- 
stantial net for the company! 

We didn’t sell out—obviously. 
We pulled ourselves up by the 
bootstraps, determined to lick high 
overhead and diminishing sales. 

We were determined to rebuild 
our business by cutting overhead 
to the bone, selling everything at a 
profit, diversifying with supple- 
mentary lines, revamping our re- 
cording system to reduce excessive 
and repetitious paperwork, in- 
stalling visual control of inventory 
and bringing everyone into hard- 
hitting efficient production. 


As a dealership that had reached 
maximum growth for its physical 
setup with an annual sales volume 
of 300 new and used cars, we felt 
that with drastic changes we ought 
to make our business pay off. 

In any case, we were deter- 
mined to try. We took a look at our 
shop first. Removing the weekly 
guaranteed wage, we put our 
mechanics on a flat 50-50. This 
presupposed experienced, skilled, 
hard-working mechanics inter- 
ested in high earnings. Likewise 
our salesmen were put on com- 
mission. No sales meant no take- 
home pay. 

We combined accounting, title 
work and all recording in the 
duties of one person. We had had 
no parts manager prior to this, 
since either the office or the sales- 
men recorded parts withdrawn 
and reordered. A full-time parts 
manager was installed who now 
buys and sells all parts, maintain- 
ing an inventory, guided by a 
statement given him monthly on 
budget figures, including gross 
profit. 

Diversifying our business would 


Top: Office Manager Bellucci pre- 
pares a weekly report on percent- 
age of shop capacity used and per- 
centage of idle plant (see form on 
next page). 
Above: Sales Manager Arthur D. 
Clarke reviews the features of a 
Jeep with a prospect. Every deal 
has to stand on iis own profit feet. 


add to gross profit. By 54 we were 
looking around for a line to supple- 
ment automobile sales and found it 
in tires. Later in the year we be- 
came a dual dealership, adding the 
Nash car. 

Let me detail some of our 
changes and their effect on our 
company: 

First, we cut out all frills in our 
accounting system to remove ex- 
cessive recordkeeping. We dropped 
our purchase journal. The parts 


To use shop space more profitably, a front-end machine and body shop were installed. 
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Work Processed: 
No. of Repair Orders 


No. of Inspection Reports 


Percentage of Idle Plant 
Recommendation: Increase Shop 


Advertising 50%. 


Percentage of Shop Capacity Used - 714% 


7 





Mechanic 
Ted Schultz 30 
C.T. Huff 44 
Hugh Higgs 28 


R, Michelfelder 


Individual Mechanic's Efficiency: 
Available Hours Budget Sales Actual Sales Efficiency 
$150 $58 39% 


220 128 58% 


944 


1434 





Loss Efficiency Record: 
Ted Schultz 
C.T. Huff 


Hugh Higgs 





Premium Efficiency Record: 


R. Michelfelder 





Recommendation: Ted Schultz runs the body and paint shop. Increase 
production through the medium of a special advertising offer. 
Complete auto paint job for $49.50 and up. Mimeograph 500 cards 


for direct distribution in our sales area. 








The weekly shop report shows how much shop capacity was used, This 
plan pinpoints the gaps and indicates spots for greater activity. 


manager now puts on each invoice 
of supplies the repair order num- 
ber, and this is sufficient. Postings 
to a purchase journal would be 
superfluous. All bills are paid by 
the 10th of the month and we are 
taking all discounts. 

Nor do we now keep a sales 
journal, The invoices themselves 
become our sales journal. A copy 
of the car-sale contract becomes 
the sales journal for new and used 
cars for the month. However, we 
do keep a cash receipts and dis- 
bursements journal. We also keep 
a chart salesbook. All payments 
are made through the check 
register, which saves us from 
keeping a daily journal. 

We make a profit and loss state- 
ment every month and balance 


sheets, noting differences in com- 
parative periods through a com- 
parison of historical cost and 
through a percentage analysis. 

Putting our mechanics on a 50- 
50 flat rate, we watched hard- 
working and ambitious mechanics 
go up to $125 a week, some aver- 
aging $100. A weekly analysis is 
made of all shop tickets, record- 
ing each by number and mechan- 
ic’s name. 

Analyzing our shop operation, 
we obtain a percentage of shop 
capacity used. That is, we set a 
figure for the shop. 

Let’s say 100% capacity equals 
$1,000 per week in repair orders. 
This is the top optimum, without 
comebacks, that will meet fixed 
overhead and provide profit for 


the company as well. A weekly re- 
port is prepared for administrators 
of the percentage of shop capacity 
used and percentage of idle plant. 
From this we determine amount 
of advertising necessary to stimu- 
late volume in the shop. 

As a matter of fact, we observe 
historical records in their pattern 
of rises and falls, and anticipate 
increased advertising for a shop 
slump. If the shop falls below a 
certain point, advertising is in- 
creased. It pays off in higher sales 
in both the shop and new-car de- 
partment. During inspection peri- 
ods we increase advertising in the 
local newspaper. 

We also prepare an efficiency 
report on each mechanic. A 
mechanic’s efficiency is computed 
by multiplying the number of 
working hours on the job by the 
shop rate. Then taking a mechan- 
ic’s actual sales and dividing by 
what he should have brought in 
gives us his percentage of ef- 
ficiency. 

For example, if a mechanic 
works 40 hours at a flat rate of $5 
per hour, he should bring in $200. 
If his sales were $200, then he 
achieved 100% efficiency. 

If he goes over $200, he has 
achieved premium efficiency. With 
the use of power wrenches and 
other modern tools, most mechan- 
ics can exceed their sales quota. 
In this manner our shop carries its 
own weight and provides profit for 
the company. 

On the other hand, to get maxi- 
mum production out of shop space, 
we installed a paint and body 
booth, a drive-on front-end ma- 
chine, the latest motor-testing 
equipment, drum lathe and valve 
lathe, and wheel-balancing equip- 
ment. These machines put space to 
profitable use. 

In the parts department we use 
a purchase requisition for all out- 
side purchases. Only one man does 
all purchasing for the organiza- 
tion. He carries the parts depart- 
ment from receiving through 
stocking right down to sales. He 
is responsible for an adequate in- 
ventory. About once every two 
months we supply him with 500 
promotion cards which he dis- 
tributes among his customers. 

In order to trim overhead on un- 
necessary paperwork in the parts 
department, we cut out daily and 
weekly postings on perpetual in- 
ventory control. We have replaced 

(Continued on page 109) 


“We cut out all frills in our accounting system to remove excessive recordkeeping.” 
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Chrysler's Three R's 
(with Southern Draw!) 


ALLAS, Texas, may be the site 

for a sales and service training 
center such as the one shown here 
which was dedicated last month at 
Atlanta, Ga., by Chrysler Corp. 

Centers were also opened offi- 
cially last month at Chicago and 
New York, joining facilities prev- 
iously functioning at Detroit and 
Newark, N. J. A center will be ded- 
icated at Los Angeles next month. 

L. W. Piot, director of training, 
said that market developments 
would determine when additional 
centers would be erected. 

The Atlanta center will serve 
Texas, Arkansas, Louisiana, Missis- 
sippi, Tennessee, Alabama, the 
Carolinas, Georgia, Florida and 
Virginia. 

Its over-all length is 312’, width 
102’ with total square footage of 
55,000 on a land plot of 4.86 acres. 
The cafeteria can accommodate 155 
people and a private dining rcom 
can handle 48, The auditorium can 


seat 375. Parking space will ac- 
commodate 200 cars. 

Service training rooms include 
engine, chassis and body, each ap- 
proximately 74’ by 39’. The four 
sales training rooms are 40’ by 25’. 
The facilities are designed to train 
6,000 persons annually from the 
2,000 dealerships to be served. 


Dallas May Get 
Center Next 


In his dedicatory address, E. C. 
Quinn, vice-president and general 
sales manager—automotive prod- 
ucts, Chrysler Corp., asserted, “We 
know we have located this training 
center in a market of tremendous 
potential.” 

Chrysler’s Southern area offices 
are on the second floor of the build- 
ing, headed up by Frank Suslavich. 
Regional managers and their staffs 
are also headquartered there. 

The handsome building, situated 
on Atlanta’s south expressway 
along U. S. 41, is next door to the 
General Motors Training Center. 





SOUTHERN JOBBERS 
and FACTORY MEN 





He Saves Sales 
with a Handsaw 


By Baron Creager 
Southwestern Editor 


| ke WOULD not be too much of a 
pun— it would be fact—to record 
that there have been occasions 
when J. A. Carlson has sawed him- 
self out some nice chunks of job- 
ber business. 

When he touches the flat of a 
violin bow to the toothless edge of 
a handsaw, there results music 
that seems to have a mesmerizing 
quality. Anyhow, there have been 
occasions, such as the one in Mem- 
phis. The jobber had said no, pos- 
itively, he did not want a thing. 
Carlson put his violin bow to work 
on his saw and came away with a 
$1,000 order. 

Readers in the Southeastern area 
may already be wondering if this 
J. A. Carlson is the one they knew 
as “Doc” Carlson, and he is. In 
fact, he is scarcely known by his 
initials. He played his saw all over 
the Southeast when he was South- 
eastern manager for the L. D. Tut- 
tle Co., manufacturers’ representa- 
tives of Dallas, Texas, 

Now, as sales manager for 
Storm-Vulcan, Inc., Dallas firm 
manufacturing automotive shop 
equipment and formerly owned by 
Tuttle, Carlson keeps his bow 
wrist in condition by playing over 
a much larger territory. Wherever 
Doc goes, the saw and violin bow 
are along. If the trip is overland, 
the two props for a one-man or- 
chestra ride in a plastic case on the 
ledge behind the back seat of his 
Cadillac. If the trip is by train, 
Doc takes the handle off the saw 


so it fits his luggage. 

As for that incident in Memphis, 
that transpired when he worked 
for Tuttle and business was hard 
to get. 

Doc had made the rounds and 
everybody had said no. His total 
of orders was zero and, as he was 
about to depart the last jobber call, 
an employe and friend asked if 


Doc had brought his saw and if he 
was busy that night. The answers 
were yes, he had the saw and no, 
he wasn’t busy. 

“Then why don’t you come with 
me,” said the friend. “Our church 
is having a revival meeting and 
we could sure use some of your 
music.” 

Doc accepted, marched down 
“the sawdust trail’ to the plat- 
form, and played well into the 
night for the revival. Back at his 
hotel, in the elevator on his way to 
bed, a fellow passenger asked what 
was in the plastic case. A saw? 

“Yes,” responded Doc, who by 
this time was weary, which made 
the day’s business frustrations 
loom even larger. 

“You play it?” asked the man in 
the elevator. 

“That’s what I carry it for,” Doc 
said glumly. 

Then came another invitation. 
The stranger was leader of a band 
playing at that hotel. Would Doc 
like to come along and play with 


Girls who work in “Doc” Carlson’s office didn’t know he was a handsaw 
musician until he tuned up as shown here in style for the photographer. 
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them? 

What happened demonstrates 
that a self-made musician, such as 
Doc, is a dedicated musician. He 
became a member of that orchestra 
until the last note sounded in the 
A.M. 

Next day there were two call- 
backs Doc thought he should make. 
At two jobbing houses he had been 
turned away by the second in com- 
mand of buying. He wanted that 
final no from the top men. 

At the first of these two he was 
audibly recognized and greeted by 
the employe friend as the man who 
supplied saw music for the revival. 

“What’s that?” asked the jobber, 
who had overheard, but didn’t be- 
lieve. His employe filled him in on 
the revival music. There was more 
conversation. Doc worked around 
into his sales pitch and came away 
with a nice order. 

On the second of the two call- 
backs he got “no” again, this time 
from the owner, and Doc turned 
to leave. Then came recognition 
from an employe here, too—one 
who had danced to the music of the 
hotel orchestra the night before. 

Now the jobber became interest- 
ed. Doc was prevailed upon to pro- 
duce saw and bow. He played for 
30 minutes or more and attracted 
an audience that could hardly be 
classed as profitable store traffic. 
But the jobber was flattered and 
when Doc finally walked out of 
there he carried with him an order 
for just about $1,000 worth of 
merchandise. 

Doc Carlson first coaxed music 
from a saw in 1924 on the family 
homestead, a farm near Clay Cen- 


ter, Neb. Until he left the farm as 
a young man, he was under the 
impression he was the only person 
in the world who produced music 
with a handsaw and violin bow. 
That was because of strictly relig- 
ious parents who permitted a lim- 
ited choice of reading and frowned 
on radio and movies. A farm was 
for farming, believed the elder 
Carlsons, so they stayed on the 
farm and farmed, except for neces- 
sary trips to town and a steady 
routine of religious worship. 

“T actually thought I had discov- 
ered something when I began to 
get music out of a saw,” Doc now 
relates. 

“It was quite by accident on the 
farm that I once noticed the tones 
of music that could be produced 
by friction against the toothless 
edge of the saw blade, So I began 
experimenting and taught myself 
to play. I had never heard of any- 
one playing a saw, nor had I seen 
it done. I was fairly proficient 
when I left the farm and first dis- 
covered that there were other saw 
musicians.” 

Since then Doc has played with 
name bands 4ll over the country. 
At one time he was something of 
a fixture with Radio Station WSM 
in Nashville with the “Grand Ole 
Opry.” 

In Dallas, Doc and Mrs. Carlson 
have a favorite eating place when 
they dine out. Doc always takes his 
saw along and joins the orchestra 
after supper. But don’t get the idea 
he plays for his meal. He pays 
cash, just like other customers, and 
then plays for fun. 

About a year ago Doc made a 


Leonard Connett (left) of Piston Ring Service Co., New Orleans, La., is 
the new President of Automotive Engine Rebuilders Association. The 
other officers include (1. to r.): Franklin C. Bradley, Jr., of New Haven. 
Conn., first vice-president; Richard S. Love of Salt Lake City, Utah, 
second vice-president; George W. Yount of Indianapolis, Ind., treasurer; 
Clyde Brooks of Brooks-Noble Auto Parts & Machine Co., Jackson, Miss., 
a director; William Hedges of Portsmouth, Ohio, a director. Douglas W. 
Carlson of Sioux City, Iowa, a new director, was absent when photo- 
graph was taken. Frank M. Norfleet of Parts, Inc., Memphis, Tenn., was 
reelected a director of the group at the convention held last month. 
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trip to Canada, where one of his 
friends had given him a big build- 
up on the basis of his saw music. 
This was one of the rare occasions 
on which Doc didn’t take along his 
saw and bow. 

There was considerable disap- 
pointment among the Canadians, 
especially upon the part of the 
friend who had circulated advance 
rave notices. Although disappoint- 
ed, his friend was not easily dis- 
couraged. He took Doc in tow for 
a necessary tour of the right stores 
and the result was a new violin 
bow and a new saw. 

Now, although Doc still has the 
saw with which he learned, he uses 
the Canadian saw almost exclu- 
sively. 

“Just about the best tones I ever 
found in any saw,” he explains. 

“Something a little different 
about a Canadian saw. Of course, 
everyone wants to handle it and it 
has a lot of rust spots from finger- 
prints, but that doesn’t affect the 
tones any.” 

Doc’s favorite among handsaws 
for music is the No. 8, That means 
eight cutting teeth to the inch. He 
doesn’t know why, but it seems 
that a No. 8 produces the best 
tones. 


Texans Will Celebrcte 


25th Anniversary 


HE silver anniversary of the 

founding of the Automotive 
Wholesalers of Texas will be ob- 
served during the annual conven- 
tion and booth conference in Gal- 
veston Oct. 15-18. 

Highlights of the “first 25 years” 
will be featured during the con- 
vention, with past presidents being 
honored at the president’s banquet 
Friday night, Oct. 17. Former of- 
ficers and directors will also re- 
ceive special honor. 

The convention will open in the 
new Moody Civic Center one day 
earlier than in the past, with 
President T. C. Watkins of Mid- 
land calling the meeting to order 
at 2 p.m. Wednesday, Oct. 15. 
Election of officers will take place 
at the afternoon session that day. 

Speakers who have accepted in- 
vitations to appear on the program 
are Max K. Doehler of Bruce Dod- 
son & Co., Kansas City, Mo., and 
F. J. Konecny, executive assistant, 
Texas Engineering Extension 
Service, College Station. 


The Hunter wheel balancer line 
has been added by The Auto-Equip 
Co., Rocky Mount, N. C., according 
to J. D. Winstead, owner. 
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AAR Sets Functions 
To Jibe with Show 


J pe Automobile Affiliated Rep- 
resentatives has set dates for 
its various functions to coincide 
with the Automotive Service In- 
dustries Show to be held at the 
Navy Pier in Chicago Feb. 18-21. 

Officers’ meetings will be held 
all day on Feb. 15 and 16. On Tues- 
day, Feb. 17, the silver jubilee 
member - faetory - jobber break- 
fast meeting will take place, as 
well as the board of directors’ 
meeting and a combination board 
of directors and general member- 
ship meeting. 


Tarheel Appoints Reavis 
General Sales Manager 


uTto Parts & Electric Co. of 

Statesville, N. C., has ap- 
pointed R. T. “Bobby” Reavis 
general sales manager, replacing 
R. C. Atkins, who resigned to open 
an automotive parts jobbing busi- 
ness in Staunton, Va. Reavis had 
been with the company for 18 
years prior to 1956. 

Promoted to store manager was 
Charles Worley, who was formerly 
employed by The Flowers Co. of 
Statesville. 
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E. M. Hoehler Moves 
In Louisville, Ky. 


M. HOEHLER Co., Inc., Louis- 

e ville, Ky., has moved into a 

new and larger building at 330 E. 
College St. 

Of concrete-block construction, 
the building contains 3,600 square 
feet of floor space. Sales and office 
space occupies front portion with 
parts shelves and bins directly be- 
hind. The rear will be used for 
a brake shoe and drum recondi- 
tioning shep. Space for customer 
parking will be provided in the 
front, with a customer and employe 
parking area in the rear. 


Floridians to Convene 
In Hollywood Nov. 14 


HE Florida Automotive Whole- 

salers Association Will stage 
its fourth annual convention and 
trade conference at the Hollywood 
Beach Hotel, Hollywood, Nov. 14- 
16. 

Al Hines of Hines Auto Parts, 
Hollywood, has been named con- 
vention chairman and Bob Deriso 
of The Tampa Auto Parts Co., 
Inc., Tampa, program chairman. 
Charles H. “Chuck” Davis is 
executive secretary. 


Keenan Auto Parts Co., with main 
offices at Albany, Ga., recently 
moved its branch at Quincy, Fla., 
into these new quarters. The store 
was first opened in the Northwest- 
ern Florida city in 1940. Note the 
large space in front of the counter 
for displays. More than 380 tail- 
Pipes are housed on the double- 
sided rack shown alongside the 46’ 
aisle. John Snipes is manager at 
Quincy. 


Link's of Danville 
Sold to Arch Rich 


HE inventories and good-will 
of G. K. Linkous, Trading as 
Link’s of Danville, Va., as well as 
Danville Welding Co., Inc., and 
Danville Well Drilling Co., have 
been sold to J. Arch Rich, accord- 


G. K. Linkous 


ing to Mrs. Myrtle G. Linkous, 
executrix of the estate of G. K. 
Linkous. 

Rich will operate the businesses 
under the name of J. A. Rich, 
Trading as Danville Welding Co. 
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66% Report Sales Higher; Some Boot “Recession” 


Gem volume is up over last year 
for 66% of the wholesalers of 
the South and Southwest answer- 
ing a questionnaire mailed to 350 
last month. 

The percentage listed upturns 
over the first four months of last 
year ranging generally less than 
ten per cent, although there were 
scattered instances of improve- 
ments of around 25% and one well- 
known Texas company listed a 
40% rise. 

Sixteen per cent reported the 
same volume and 18% experienced 
a downturn, the latter usually 
ranging only a percentage point or 
so. 

A Missourian has had a climb of 
27% and he commented: 

“If this is a recession, I wish we 
had it all the time.” 

And from a town in Virginia’s 
Shenandoah Valley came a report 
of a 21% increase and this observa- 
tion: 

“We are working twice as hard. 
We just don’t have the time to talk 
recession. Business is good.” 

A Kentuckian did not forget his 
fine year last year, pointing out 
that sales were up “slightly” but 
that this compared with “a good 
first four months last year.” He 
added: 

“We'll have another good year.” 

Federal action to ease problems 
was called for by some respond- 
ents. A Memphis, Tenn., house’s 
sales were down 12%. “It’s not the 
wet weather causing same,” an ex- 
ecutive said. “A cut in federal ex- 
cise tax can help.” 

The Texan reporting a rise of 
40% said that do-it-yourself pur- 
chasers’ wanting discounts are a 
problem. “Many are employed with 
an industry that we sell. This is 
growing very rapidly.” 

Far northwest of Dallas came a 
report of a drop of 28% and the 
comment: 

“It’s rough!” 

Floridians, as usual, were among 
the most predominant group, by 
states, with increases. A Central 
Floridian inquired, “Why should it 
drop?” after citing his rise of 18%. 

From Florida’s Panhandle came 
a report of an increase of 15%— 
a fairly typical percentage rise for 
the Sunshine State wholesalers. 

A Texan who was off 36% of- 
fered: 

“This time last year we were 
busy—thousands of irrigation en- 


A Reader Su 





gines running. Now it’s rain, rain, 
rain. Also think part of it is due to 
the Republicans ‘cleaning up’ in 
Washington.” 

A well-known Virginia firm was 
down 112%, but its business the 
last three weeks “has shown con- 
siderable activity.” 

From Tidewater Virginia came 
a recurring report from a jobber 
whose sales were slightly higher: 

“Biggest problem is that of man- 
ufacturers’ selling wagon peddlers 
and ‘wholesale’ stores with no out- 
side men at same prices as so- 
called ‘full line’ or ‘legit’ houses. 
Most of these small stores sell re- 
tail at wholesale prices.” 

One veteran North Carolina 
firm’s volume was down slightly 
but gross profit was up about eight 
per cent. This company’s over-all 
volume includes nearly 40% non- 
automotive or slightly - related 
lines. 

Another Tarheel would have had 
about the same volume as last year 
had it not been one salesman short, 
it was calculated. 

A Kansan who found May busi- 


Appointment of Herman O, Thom- 
as as sales manager of The Briggs 
Shock Absorber Co., a division of 
The Gabriel Co., Cleveland, O., has 
been announced by Sales Vice- 
President J. W. Ewing. Prior to 
joining Briggs, Thomas was pur- 
chasing manager for the replace- 
ment parts division of Thompson 
Products, Inc. He will have respon- 
sibility for sales and customer 
service programs. 
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ness starting well after only a 
small increase in business earlier 
this year assailed “‘the addition of 
wholesalers in the automotive field 
by manufacturers through service 
station outlets. Manufacturers tend 
to over-distribute their products. 
A partial solution would be more 
control by manufacturers of al- 
lowed redistribution contracts.” 

The 11% increase by a veteran 
Washington, D. C., company was 
credited to “more selling, harder 
selling, better selling.” 

One of the biggest firms in the 
Southeast recorded an increase of 
5.6% the first four months of this 
year. 

A Kansan whose 
down 2.7% declared: 

“The contro] that unions have 
over all American business and 
government is a worse menace 
than Red Russia.” 

From a long-time Tidewater Vir- 
ginia firm whose sales have been 
seesawing this year came this ob- 
servation: ; 

“Our biggest problem is convinc- 
ing our customers that times are 
not as bad as the papers say—to 
use their energy on productive sell- 
ing. Never truer words have been 
spoken than ‘It can be great in ’58, 
but it’s up to YOU.’” 

The shop’s being closed in Jan- 
uary and part of February was 
blamed for the five per cent de- 
cline by a small-city Georgian. 

From New Mexico came a report 
of a rise of 12.3% and the state- 
ment that “prospects look good.” 

An Alabamian, long a pusher for 
his shop and for over-all volume, 
listed 20% ahead in sales this year. 


sales were 





Alexander-Seewald Hires Two 


Bob Horn, formerly with Black 
& Co., Knoxville, Tenn., has joined 
the sales force of Alexander- 
Seewald Co., Atlanta, Ga., Vice- 
President and Sales Manager R. 
Jack Alexander, Jr., announced. 
Now a city salesman is Bob Mid- 
dlebrooks, former counterman, 
who most recently was parts man- 
ager for Downing Motors in At- 


lanta. 





John Rogers rebuilt engines 
have been added by Manchester 
Parts Co., Manchester, Ga., accord- 
ing to Sales Manager Harry J. 
Barnes. 

(More Jobber News on page 131) 
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E BOYS with bi- or tri-focals 

have a rather tough time 
when we are called upon to take 
a look at something “up behind” 
the instrument panel, 

The more we know about the in- 
strument cluster the less time we 
will have to spend in such an awk- 
ward position. 

With this in mind we are passing 
on information on the operating 
principles and tests of the various 
units which make up the 1958 Ford 
instrument cluster. 

A circuit diagram showing the 
connections of the gauges and 
lights is shown in Fig. 1. 

The instrument cluster includes 
a charge indicator light, fuel gauge, 
temperature gauge, oil pressure in- 
dicator light, speedometer and pro- 
vision for an electric clock. A gauge 
voltage regulator maintains a con- 
stant voltage supply to the fuel 
gauge and temperature gauge cir- 
cuits. All of the instruments are 
electrically operated except the 
speedometer. Illumination is pro- 
vided by six lights controlled by 
a rheostat on the lighting switch. 


Technical data and illus- 
trations courtesy of Ford Mo- 
tor Co., Dearborn, Mich. 


To remove the instrument cluster 
assembly, disconnect the battery, 
remove the left-hand air duct re- 
taining screws and lower the duct. 
Remove the steering column brack- 
et cover. Remove the six cluster 
retaining nuts (rear) and two 
screws (front). 

Lvosen the wiring harness clip 
screws and let the clips turn down 
to clear the cluster. Lift the cluster 
out at the front of the instrument 
panel, disconnect the speedometer 
cable and wires, remove the pilot 
lights and remove the cluster. Fig. 
2 shows the wiring connections to 
the various instruments. 

Individual instruments can be 
removed without removing the as- 
sembly. Disconnect the instrument 
wires, remove the mounting screws 
which retain the instrument in the 
cluster assembly and remove the 
instrument. 

The fuel tank sending unit is 
attached to the fuel tank by a re- 
taining ring. The retaining ring is 
removed or installed by use of a 
special tool, T57L-99275-A. The 
sending unit is accessible through a 
covered opening under the luggage 
compartment floor mat. 

A red generator charge indicator 
light is used on all models. This 
light flashes on if the battery is dis- 
charging and the generator is not 








July: Torque-Flite and Power-Flite 


Readers continue to write in for data on the automatic 
transmissions. Next month Ed Lowery will tell you about 
adjustments on Chrysler's Torque-Flite and Power-Flite. 








By E. M. Lowery 
Technical Editor 


supplying current, 

The indicator light is connected 
between the armature terminal of 
the generator regulator and the 
coil terminal of the ignition switch. 
This actually places the light in 
parallel with the regulator cut-out 
contacts. 

If the ignition switch is on, and 
the cut-out contacts are open, the 
charge indicator light will light up, 
indicating that the generator is not 
connected to the battery. 

The circuit for the light is from 
the battery, through the light and 
through the generator armature to 
ground (Fig. 3). As soon as the 
generator comes up to speed, the 
cut-out contacts close. This bypass- 
es the warning light, which then 
goes out and thus indicates that the 
battery is connected to the gen- 
erator. 

To test the charge indicator light, 
turn on the ignition switch with 
the engine stopped. The light 
should come on. If it does not, the 
light is either burned out or the 
wiring to the light is defective. 

The voltage regulator used with 
the fuel and temperature gauges 
maintains an average value of 5.0 
volts at the gauge terminals. The 
regulator is temperature-compen- 
sated for all expected ambient 
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(surrounding air) temperatures. 

The regulator operates by means 
of a bi-metallic arm and a heating 
coil, When the ignition switch is 
turned on, the coil heats the b- 
metallic arm, causing it to bend 
and break the contacts, disconnect- 
ing the voltage supply from the 
heating coil. The bi-metallic arm 
then cools and brings the contacts 
together again. The making and 
breaking of the contacts causes a 
pulsation voltage, with an effective 
or average value of 5.0 volts, to 
be supplied to the gauges. 

The calibrating screw controls 
the rate at which the contacts make 
and break and thus controls the 
setting of the regulated voltage. 
This setting is adjusted and sealed 
by the manufacturer. Do not at- 
tempt to change the setting. 

The fuel gauge consists of a send- 
ing unit, situated on the gas tank, 
and a remote register unit (fuel 
gauge) mounted in the instrument 
cluster, The remote register unit 
pointer is controlled by a bi-metal- 
lic arm and heating coil. The send- 
ing unit is a rheostat that varies 
its resistance depending on the 
amount of fuel in the tank. The 
fuel gauge circuit is shown in Fig. 


Operating principles: 
When the fuel tank is empty, the 
grounded sliding contact in the 


#18 BI-R TO 
DIMMER 
CONTROL 


#18 R-W TO 
TEMPERATURE 
SENDER UNIT 


ee 


tank sending unit is at the end of 
the resistance wire (Fig. 4). With 
all of the resistance thus in the 
circuit, only a small amount of cur- 
rent will flow through the heating 
coil of the gauge unit. The gauge 
unit bi-metallic arm will deflect 
the pointer to the “E”’ position. 

When the tank is filled, the float 
rises with the fuel level in the tank 
and the float arm moves the 
grounded contact toward the be- 
ginning of the resistance wire. 
With less resistance in the circuit, 
more current will flow through the 
heating coil of the gauge unit. The 
gauge unit bi-metallic arm will 
then deflect the pointer to the “F” 
position on the gauge. 

Because the bi-metallic arm 
changes temperature rather slowly, 
the effects of sudden changes in 
fuel level are reduced, and a steady 
reading of the average level in the 
tank is indicated by the gauge. 

Fuel gauge system test: 

The method presented for test- 
ing the fuel gauge unit can also be 
used to check the temperature 
gauge unit. The gauge unit test will 
determine the accuracy of the 
gauge unit. 

Place the ignition switch in the 
“off” position and connect the 
terminals of two series-connected 
flashlight cells to the gauge term- 
inals. The three volts should cause 
the gauge to read approximately 


#18Y TO 

FUEL LEVEL 
SENDER UNIT 
CONSTANT 
VOLTAGE 
REGULATOR 





#18 B-G 








OlL 








a. 


zie 


COIL 


FUEL ws 


8-G 























TO GENERATOR 
REGULATOR 
ARMATURE 
TERMINAL 

#10Y 


\ 





L 


#18 W-R 


TO 
PRESSURE 
SWITCH 
UNIT 














Oll 





KEY 


B-G Black-Green Band 
BI-R Blue-Red Band 
R-W Red-White Band 


BIW Bi- 


BI-R 


B 
Y 


-G 
8 


one-half scale (pointer vertical). 
Two cells of a storage battery may 
be used for this test. If four volts 
from a storage battery are used, 
the gauge should read approxi- 
mately three-quarter scale. 

The sending unit can be tested 
by first making a gauge unit test 
to determine the accuracy of the 
instrument panel gauge unit. If the 
gauge unit is inaccurate, or does 
not indicate, replace it with a good 
unit. If the gauge unit still indi- 
cates improperly or is erratic in 
its operation, the sending unit or 
wiring to the sending unit is faulty. 

The temperature gauge consists 
of a sending unit (Fig. 5) mounted 
in the cylinder head and a remote 
register unit (temperature gauge) 
mounted on the instrument panel. 
The principle of operation is sim- 
ilar to the fuel gauge except that 
the resistance of the sending unit 
is varied by engine temperature. 
The temperature gauge circuit is 
shown in Fig. 6. 

Operating principles: 

When the engine is cold, the re- 
sistance of the temperature-sensing 
element is fairly high. Only a small 
amount of current will flow 
through the heating coil of the 
unit, and the bi-metallic arm will 
deflect the pointer to the “C” po- 
sition. 

As the engine temperature in- 
creases, the temperature-sensing 
element decreases its resistance. 
The resulting increase in current 
through the gauge unit heating coil 
will cause the pointer to deflect to- 
ward the “H” position on the 


Left: Fig, 1—Typical instrument cluster circuit. 
Below: Fig. 2—Instrument panel wiring. 
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B-G Black—Green Band 
BI-R Blue—Red Band 

BI-W Blue—White Band 
G-B Green—Black Band 
G-W Green—White Band 
G-Y Green—Yellow Band 
O-Y Orange—Yellow Band 


W-R White-Red Band 
Y Yellow 
Y-B Yellow-Black Band 





R-BI Red—Blue Band 
R-G Red—Green Band 
R-W Red— White Band 
W-BI White—Blue Band 
W-R White—Red Band 
Y Yellow 

Y-B Yellow—Black Band 
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Fig. 3—Generator charge indicator light circuit. 


gauge. 

Gauge unit test: 

Perform the same test as that 
described for the fuel gauge. The 
temperature gauge pointer should 
read approximately one-half scale 
(pointer vertical). (Three-quarter 
scale if four volts is used). This 
test will determine the accuracy of 
the instrument panel gauge unit. 

The sending unit can be tested 
by first making a gauge unit test 
to check the accuracy of the gauge 
unit. Start the engine and allow it 
to warm up to normal temperature. 
If no reading is indicated on the 
gauge, check the sending unit to 
gauge wire by removing the wire. 
If the gauge still does not indicate, 
the wire is defective. Repair or re- 
place the wire. If the gauge now 
indicates, the sending unit is faulty. 

Oil pressure indicator light: 

All models are equipped with a 
red indicator light which flashes on 


tl 
CHARGE INDICATOR LIGHT 
ON INSTRUMENT PANEL 














BIMETALLIC Ort ace 
ARM REGULATOR 








when the oil pressure is below a 
safe value. The light should come 
on when the ignition switch is first 
turned on, and it should go out 
when the engine comes to speed. 
The light is connected between the 
oil pressure switch unit and the 
“coil” or “ign” terminal of the ig- 
nition switch. 

The light consists of the indi- 
cator light in the instrument panel 
and an oil - pressure - operated 
switch which is connected to the 
oil system. 

When the engine is not operat- 
ing, the oil - pressure - operated 
switch is closed. Thus, with no oil 
pressure, current flows from the 
“coil” or “ign” terminal of the 
ignition switch through the light, 
through the oil pressure switch to 
ground, and the light is illumin- 
ated. 

As the engine comes up to speed, 
the oil pressure increases, and after 


“Just keep repeating to yourself ‘35 miles to the gallon, 35 miles io the 
gallon’ and Alec’s knee in your back won't hurt so much.” 
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Fig. 4—Fuel gauge circuit. 


the pressure has risen to a safe 
value, the oil-pressure-operated 
switch opens up, allowing the light 
to go out. As long as the oil pres- 
sure is maintained, the indicator 
light will remain out. If at any 
time the oil pressure in the sys- 
tem drops below about seven 
pounds, the switch closes and the 
light comes on. 

To test the indicator light, turn 
on the ignition switch. Do not start 
the engine. The light should come 
on. Start the engine. The light 
should go out, indicating that the 
oil pressure has built up to a safe 
value. 

Oil pressure 
ment: 

The oil pressure switch used 
with the indicator light unit is 
mounted to the rear of the road 
draft tube on the Ford Y-V-8 en- 
gine, on top of the oil filter on the 
Interceptor V-8 engines, and on the 
right side of the engine just above 
the starter on Ford I-6 engines. 

Speedometer: 

The speedometer is connected to 


switch replace- 


‘ the output shaft of the transmis- 


sion by means of a flexible shaft 
and a drive gear located inside the 
transmission. The flexible shaft 
drives the speedometer which reg- 
isters speed in miles per hour and 
also drives an odometer which re- 
cords distance traveled in miles 
and tenths of a mile. 

To test the odometer accuracy, 
drive the vehicle over a ““measured 
mile.” Speedometer accuracy can 
be checked by comparing the 
speedometer in question against 
one known to be accurate, while 
two vehicles are moving at the 
same speed, or by timing the ve- 
hicle on a “measured mile.” 

Most cases of speedometer inac- 
curacy are due to a change to non- 
standard tire sizes without chang- 
ing the speedometer drive gear 
ratio. 

Removal and replacement: 

Disconnect the speedometer 
cable housing from the speedome- 
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ter. Remove the instrument cluster 
assembly from the front of the in- 
strument panel, unhooking the 
wiring harness from the harness 
clips. Lay the cluster on the steer- 
ing column and remove the cluster 
back plate from the cluster body. 
The speedometer may then be re- 
moved from the back plate. 

Make certain that the wiring 
harness is secure in the mounting 
clips and that all lights are tight 
in their sockets, when replacing 
the instrument cluster. 

To replace the speedometer drive 
cable, disconnect the cable housing 
at the speedometer and pull the 
cable out of the housing. Insert a 
new cable all the way into the 
housing and twist slightly to make 
sure that the squared drive is en- 
gaged in the speedometer driven 
gear. 

If a speedometer cable is brok- 
en, it will be necessary to discon- 
nect both ends of the cable housing 
to remove the broken sections. 

The speedometer driven gear is 
held on to the speedometer shaft 
casing by a retainer clip. When re- 
placing the driven gear, make cer- 
tain that the gear is secure by plac- 
ing the gear in position before in- 
serting the retainer clip through 
the gear slots. 


Heat Control Valve 
Should Be Checked 


UEL economy can be an “open 

and shut” case in today’s auto- 
mobile engines. 

Opening and shutting when it 


Le TO GAS 
GAUGE 


should, the heat control valve on 
the exhaust manifold of an engine 
can mean the difference between 
getting the most mileage out of a 
gallon of gasoline or wasting it, 
Chrysler Corp. service engineers 
pointed out. 

This makes the heat control 
valve a “must” on any car owner’s 
spring tune-up check list, they add, 
and is one of the first key engine 
parts Chrysler Corp. dealer serv- 
ice departments check. 

Purpose of the valve is to con- 
trol the flow of hot gases through a 
special passage in the intake mani- 
fold. When the engine is cold the 
valve should be closed so that the 
gases pass through the intake man- 
ifold hot spot and shorten engine 
warm-up time. When the engine 
has warmed up the valve should 
open automatically to give peak 
engine performance. 

During the spring-tune-up, serv- 
icemen make certain the heat con- 
trol valve is free to work as it 
should. A specia! solvent is used 
to keep the valve operating freely. 

Chrysler Corp. service experts 
recommend checking the manifold 
control valve on all cars at each 
1,000-mile chassis lubrication and 
certainly at spring tune-up time. 


Chevy Cites Service 
On Autronic Eye 


issued 


Cs Division has 
the following service bulletin 
on the 1958 Autronic Eye: 

The sensitivity relay being used 
in the 1958 transistor powered 
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Autronic-Eye amplifier is a sealed 
assembly. The relay is suspended 
from the inside top of the plastic 
housing by two screws. 

Upon examining one of these 
units, a technician may think the 
relay housing, in its entirety, can 
be removed by removing the two 
screws at the top of this housing. 
If this is done, the relay is loosened 
and will fall to the bottom of the 
housing. In such cases, it would be 
extremely difficult to remount the 
relay and replacement of the en- 
tire sealed assembly would be 
necessary. 

Disconnecting the battery before 
proceeding with the removal of an 
Autronic-Eye amplifier is especial- 
ly important on cars with power- 
operated windows. The window 
power relay is mounted very close 
to the amplifier and has an ex- 
posed “hot” (Bat.) terminal. Dur- 
ing amplifier removal it is ex- 
tremely difficult to avoid contact 
of the amplifier unit with the bat- 
tery terminal of the relay. 

By removing the battery ground 
strap, the window relay can then 
be loosened and pushed to one side. 
This will facilitate amplifier re- 
moval and installation as well as 
avoiding electrical damage. 


Chevy Makes Available 
Engine Additive 


HEVROLET Division has issued 

the following service bulletin: 

An “anti-wear” engine oil addi- 
tive similar to that used in the 
initial crankcase fill of all 1958 
Chevrolet engines is now available 
for service use. 

This additive is used to reduce 
camshaft lobe and tappet wear 
during initial run-in and will be 
included in all future shipments of 
partial engines and fitted blocks. 

Marketed as “Break-in Com- 
pound for New Engine Camshafts” 
(part No. 3755788), the additive is 
now available through Chevrolet 
parts channels in unit packages 
containing four one-pint cans. 


Tank Truck Body Names 
Odom of Spartanburg 


A. Opom, board chairman of 
e Associated Petroleum Car- 
riers, Inc., Spartanburg, S. C., has 
been elected first vice-president of 
National Tank Truck Carriers, a 
group which he has served for 
many years as director, general 
counsel and eastern vice-president. 
Reelected treasurer was Willard 
L. Lemmon, president of Lemmon 
Transport Co., Marion, Va. 





BODY SHOP OPERATIONS _ 





Keeping ‘Em Sitting Pretty 


_ you don’t think that proper 
maintenance of the adjustable 
front seat is important, just watch 
some of your customers when they 
get in their car after someone has 
changed the position of the front 
seat! 

If they can’t move it, they call 
for help, because they want it in 
the position most comfortable for 
them. And, did you ever try shift- 
ing the position of the seat “just a 
little’ while driving on a long trip 
and notice how the change relieved 
fatigue? 

The following tells how to keep 
’em working properly, dealing first 
with Chevrolet and then Ford: 

Manually-operated front seats 
(Chevrolet): 

Manually-operated front seat 
adjusters on 1958 styles provide 
fore and aft movement of the seat. 


SEAT BOTTOM FRAME 


ADJUSTER-TO-SEAT BOTTOM FRAME BOLT 
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NSIONER SPRING 
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HOG RING ATTACHING HOLES 


NTI-CHUCK SPRING 


By E. M. Lowery 
Technical Editor 


When the knob at the left of the 
seat is depressed, the seat adjusters 
unlock, permitting a horizontal 
movement of the seat. When the 
seat is in the desired position, the 
knob is released and the seat is 
locked into position. 

On Impala sport coupe and con- 
vertible, 42” spacers are installed 
between the adjusters and the 
floorpan and can be removed to 
obtain additional headroom. Also, 
provision is made to move the seat 
brackets forward one inch if de- 
sired. 

Removal and installation: 

1.—On Impala sport coupe and 
convertible remove seat cushion 
side panels. 

2.—Loosen both front door 
opening sill plates, turn back floor 
carpet and remove four seat 
adjuster-to-floorpan bolts from 
each adjuster. 

3.—With the aid of a helper, re- 
move seat assembly from body. 

4.—To install, reverse removal 
procedure. 

Front seat adjuster: 


Left: Fig. 1—Right seat adjuster— 
electric (Chevrolet). 


Below: Fig. 2—Left seat adjuster 
—electric (Chevrolet). 


Right: Fig. 3—Close-up of left seat 
adjuster—electric (Chevrolet). 
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Removal and installation: 

1.—Remove seat assembly from 
body and place upside down on 
clean surface. 

2.—Remove adjuster-to-seat bot- 
tom frame front and rear attaching 
bolts. 

3.—With seat adjuster detached 
from seat bottom frame, the lock- 
ing rod can be disengaged from seat 
adjuster. 

Note: If a new locking rod is in- 
stalled, slack from the rod and its 
attaching parts may be removed 
by using a suitable tool and 
crimping the rod near right seat 
adjuster. 

When crimping the rod, the right 
adjuster must remain in the locked 
position. This can be accomplished 
by inserting a wedge between the 
locking rod arm and the support 
part of the right adjuster. 

This crimping operation is per- 
formed to insure a proper locking 
and unlocking action of right seat 
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adjuster when operating contro! 
handle on left seat adjuster. 

4.—To install, reverse removal 
procedure. 

Note: When attaching seat ad- 
juster to seat bottom frame, be 
sure that right and left sliding 
mechanisms are in same relative 
position. 

Electrically-operated front seats: 

Electrically-operated front seat 
adjusters on 1958 styles provide 
fore and aft movement of the seat. 
The seat movement is controlled 
by a switch located at the left of 
the seat cushion assembly. 

When the toggle lever on the 
switch is pressed in one direction, 
the seat assembly moves in that 
direction; when the lever is re- 
leased the seat locks at that posi- 
tion and the lever returns to the 
neutral position. On Impala sport 
coupe and convertible styles, 4” 
spacers are installed between the 
adjusters and the floorpan and can 
be removed to obtain additional 
headroom. 

Removal and installation: 

1.—Operate seat to extreme 
forward position. On Impala sport 
coupe and convertible styles, re- 
move seat cushion side panels. 

2.—Under front seat, disconnect 
switch control wire harness from 
adjuster feed wire harness. 

3.—Loosen sill plates and turn 
carpeting to expose seat adjuster- 
to-floorpan attaching bolts and re- 
move bolts. 

4.—Remove seat assembly from 
body. 

5.—To install, reverse removal 
procedure. Check operation of seat 
to extreme limits of horizontal po- 
sitions. 

Important: When installing seat 
assembly in body, carefully align 
seat adjuster attaching holes with 
attaching holes in floorpan to pre- 
vent possible binding of seat ad- 
juster linkage. Seat adjusters 
should be parallel when properly 
aligned. 

Electric horizontal front seat ad- 
juster: 

Regulator and motor assembly: 

Removal and installation: 

1.—Remove front seat assembly 
from body and place upside down 
on a clean, protected surface. 


Fig. 4—Manual 

four-way seat 

mechanism 
(Ford). 


-_ 


HORIZONTAL CONTR 


2.—Remove the two anti-chuck 
springs located in the seat adjuster 
supports. 

3.—Remove hog rings and loosen 
trim sufficiently to gain access to 
tensioner spring and remove ten- 
sioner spring from right seat ad- 
juster. See Fig. 1. 

4.—Detach switch control wire 
harness from motor assembly. 

5.—Using a screwdriver or other 
suitable tool, pry open seat ad- 
juster regulator front support 
spring retainer sufficiently to dis- 
engage jack screw nut from sup- 
port. See Fig. 2. 

6.—At rear of seat assembly re- 
move seat adjuster motor and 
regulator rear support retainer. 
See Fig. 2. 

7.—Disengage regulator and 
motor assembly from rear support 
pin and remove assembly from 
seat. 

8.—To install, reverse removal 
procedure. 

Note: After installation of seat 
assembly, check operation of seat 
to extreme forward and rearward 
positions. 

Electric horizontal left seat ad- 
juster with regulator and motor 
assembly attached: 

Removal and installation: 

1.—Remove front seat assembly 
from body and place upside down 
on a clean, protected surface. 

2.—Remove the two anti-chuck 
springs located in the seat ad- 
juster supports. 

3.—At rear of front seat assem- 
bly remove hog rings and loosen 
trim sufficiently to gain access to 
tensioner spring and remove ten- 
sioner spring from right seat ad- 








July: Body Man's Headaches 


And this subject by Technical Editor Lowery next month 
will, of necessity, include squeaks and rattles, the door 
noises and vibrations — the suicide-encouraging problems. 
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juster. See Fig. 1. 

4.—Detach switch control wire 
harness clip from front seat bottom 
frame side bar. Disconnect switch 
control wire harness female con- 
nector from male connector at 
front seat bottom frame side bar. 

5.—Using a screwdriver or other 
suitable tool, pry open seat ad- 
juster regulator front support 
spring retainer and disengage jack 
screw nut from support. See Fig. 2. 

6.—Remove the two bolts that 
attach the left adjuster to seat 
frame. See Fig. 3. 

7.—Disengage front end of ad- 
juster from equalizing rod and re- 
move left adjuster wish motor and 
regulator assembly attached from 
seat. 

8.—To install, reverse removal 
procedure. Check operation of 
seat to extreme limits of horizontal 
positions. 

Important: Carefully align seat 
adjuster attaching holes with at- 
taching holes in floorpan to pre- 
vent possible binding of seat ad- 
juster linkage. Seat adjusters 
should be parallel when properly 
aligned. 

Electric horizontal right seat ad- 
juster: 

Removal and installation: 

1.—Remove front seat assembly 
from body and place upside down 
on a clean, protected surface. 

2—Remove the _  anti-chuck 
spring located in the right seat ad- 
juster support. 

3.—At rear of front seat assem- 
bly remove hog rings and loosen 
trim sufficiently to gain access to 
tensioner spring and remove ten- 
sioner spring from right seat ad- 
juster. See Fig. 1. 

4.—Using a screwdriver or other 
suitable tool, pry open seat ad- 
juster regulator front support 
spring retainer and disengage jack 
screw nut from support. See Fig. 2. 

5.—Remove the two bolts that 
attach the right adjuster to the 
seat frame. See Fig. 1. 

6.—Remove right seat adjuster 
front seat assembly. 
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Fig. 5—Power seat installation and wiring (Ford). 


7.—To install, reverse removal 
procedure. 

Electric 
juster: 

Equalizing rod: 

Removal and installation: 

1.—Remove front seat assembly 
from body and place upside down 
on a clean, protected surface. 

2.—Remove the two anti-chuck 


horizontal seat ad- 


HORIZONTAL 


> 


PIVOT ARM LINK 


springs located in the seat ad- 
juster supports. 

3.—Remove right seat adjuster 
seat assembly. 

4.—Remove the two bolts that 
attach the right equalizing rod 
support bracket to the seat frame. 
See Fig. 1. 

5.—Lower right side of equal- 
izing rod and right support bracket 


ALIZER BAR 


Fig. 6 — Power 
seat track—left 
side (Ford). 


until equalizing rod can be dis- 
engaged from left support bracket. 

6.—To install, reverse removal 
procedure. 

Manual four-way seat assembly 
(Ford): 

Operation: 

The manual four-way seat is 
actuated by two control levers 
located on the left hand side of the 
seat. The fore or aft seat travel is 
controlled by the forward lever 
and is similar in operation to the 
conventional manual seat. 

The up or down seat travel is 
controlled by the rear lever. By 
pulling this lever upward the seat 
back can be lowered to the de- 
sired position. Pushing downward 
on the lever allows the seat back to 
be raised. The seat vertical lift as- 
sembly can be locked in any posi- 
tion within the travel range. A 
spring on the lever automatically 
returns the lever to the neutral 
position. 

Assist springs are provided to 
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ease the effort of raising the seat 
(Fig. 4). These springs alone, how- 
ever, may not raise the seat with 
the driver sitting in the car. To 
raise the seat back, the driver must 
lean forward while pushing the 
control lever downward. To lower 
the seat back, the driver must lean 
rearward, applying pressure 
against the seat back while pulling 
the control handle upward. 

Adjustments: 

The assist springs can be in- 
stalled in either of the slotted 
mounting holes at the forward end 
of the track assembly. Normally 
the spring is hooked in the for- 
ward hole. If less assistance is de- 
sired to raise the seat assembly, 
the springs can be hooked into the 
rear holes, which will decrease 
the spring tension. 

Replacement: 

When replacing major com- 
ponents of the seat track assembly, 
the complete seat assembly with 
track attached should be removed 





from the car. Then remove the 
seat track. 

The vertical lift gear and the 
latches are not serviced separate- 
ly. If either of these assemblies is 
damaged, the complete left hand 
track assembly must be replaced. 

All functional parts should be 
lubricated with Lubriplate when 
any service work is performed. 
Make certain the seat track is in 
the maximum up position when 
servicing component parts. 

Assist spring replacement: 

To remove an assist spring, in- 
sert a thin-bladed screwdriver 
through the forward loop of the 
assist spring, then pull the spring 
forward and out of the slotted 
hole. 

To install the spring, place the 
spring in the rear hole; then, using 
a screwdriver, hook the forward 
spring loop in the allotted hole. 

Vertical control rod _ replace- 
ment: 

Position the seat track in the 





Fig. 7—Typical power seat mechanism. 





maximum up position, then re- 
move the retaining washer from 
the inside end of the control rod 
and slide the rod assembly out of 
the seat track. 

To install, insert the rod assem- 
bly in position on the seat track 
and install the retaining washer. 

Vertical lift latch release arm 
spring replacement: 

The vertical lift latch release 
arm spring returns the control 
handle to the neutral position 
when the handle is released. 

To replace the spring, it will be 
necessary to remove the vertical 
control rod assembly. 

Vertical lift gear latch spring 
replacement: 

The vertical lift gear latch 
springs are attached to the vertical 
lift gear latches which engage the 
latches to the lift gear. If either of 
these springs is broken or becomes 
disengaged, the seat height cannot 
be controlled. 

(Continued on page 98) 
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1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 
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...moves quickly with the times” 


says AL LAFAYETTE, president of 
Lincoln-Mercury and Edsel dealer- 
ships in Brooklyn, N.Y. 


“When you’re handling two dealerships as we are, 
you've just got to have a financing connection that 
is flexible and moves quickly with the times. 
CoMMERCIAL CrepiT has proved its ability to adjust 
fast to changes in the money market and the needs 
of individual customers. CommMerciaL Crepit PLAN 
helps us boost volume by making it easier to sell 
more higher priced models and extras. Our salesmen 
find it helps close sales when they stress the insur- 


anceand other features of COMMERCIAL CREDIT PLAN.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest ComMeRcIAL CrepItT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 


- 


' A service offered through subsidiaries of the 
COM E CI i Commercial Credit Company, Baltimore . . . Capital 
CREDIT BYES and Surplus over $200,000,000 ... offices in principal 
WY + cities of the United States and Canada. 








New officers of the South Carolina Automobile Dealers Association in- 
clude (1. to r.): Henry Sitton, Jr., of Greenville, vice-president; H. Earle 
Holley of Aiken, vice-president and secretary-treasurer:; Robert F. 
Pulliam (Ford) of Columbia, president; George Stout of Charleston and 
Woodrow Taylor of Batesburg, vice-presidents. Two other regional 
vice-presidents, C. C. Goodwin of Sumter and Cliff Morgan of Orange- 
burg, were absent when this photograph was taken at Myrtle Beach. 


South Carolinians Urge Factories 
To Cease Government Underselling 


RESOLUTION asking car fac- 

tories to cease concession 
pricing of new vehicles to various 
governmental agencies and dis- 
counts to fleet accounts won adop- 
tion last month at the 19th annual 
convention of the South Carolina 
Automobile Dealers Association 
at Myrtle Beach. 

Prices should not be below deal- 
er prices and sales should be only 
through dealers, the resolution as- 
serted. 

Other resolutions adopted at the 
convention, which attracted ap- 
proximately 400 persons, strongly 
censured George Romney, presi- 
dent of American Motors Corp. 
and of the Automobile Manufac- 
turers Association, for his “attack” 
on the National Automobile Deal- 
ers Association and requested 
manufacturers to “design their 
policies so a dealer can operate at 
a profit.” 

James C. Moore, a native of 
York, S. C., and general counsel of 
NADA for some years, blisteringly 
responded to Romney’s remarks 
made at Pinehurst, N. C. (See page 
122.) 

Romney’s remarks were “unwar- 
ranted,” in “bad taste” and “made 
me mad as hell,” he shouted. 

Romney “may call us ‘catspaws,’ 
but I don’t believe any of you 
would say that we _ pussyfoot 
around with your problems in 
Washington,” Moore said. “We do 
have a responsibility to help guar- 
antee dealers a right to make a 
profit,” answering Romney’s state- 
ment that the dealers’ profit was 


72 


not NADA’s “principal responsibil- 
ity.” He denied that NADA has 
sought federal regulation of the 
industry. 

Walker A. Williams, Ford Motor 
Co. vice-president and vice-chair- 
man of its dealer policy board, said 
that a survey had revealed that a 
“substantial” majority of the com- 
pany’s dealers opposed territorial 
security legislation. (See page 7 
for additional remarks.) 

Milton C. Denbo, labor relations 
counsel to NADA and a Washing- 
ton attorney, discussed the pro- 
gram of the Machinists and Team- 
sters for organizing dealer person- 
nel. (See page 51.) He answered 
many questions in a question-and- 
answer period. 

Other speakers included Dr. 
James L. Brakefield of Liberty Na- 
tional Life Insurance Co., Birming- 
ham, Ala., and a humorist, Edmund 
Harding of Washington, N. C. The 
latter suggested that while the 
“You Auto Buy Now” campaigns 
were going on, someone also 
“ought to sell.” 

The fabulous “breakfast,” in 
which many dealers and finance 
company executives and their 
wives participate with all sorts of 
regalia, featured the “typical’’ 
dealership. 

A French atmosphere prevailed, 
with tourist bureau representa- 
tives on hand proposing that the 
next convention be on the French 
Riviera and in Paris next May. 

Elected directors were W. W. 
Lorick, Jr., of Lexington, Herschel 
Kemper of Newberry, Sam W. 
Jones of Columbia, Dave Rodwell 
of Georgetown, Roy E. Smith of 
Beaufort, W. H. McElmurray of 


Aiken, Bernard Plexico of Barn- 
well, J. Mac Segars of Hartsville, 
H. A. Hunter of Conway, W. Deck 
Hull of Spartanburg, Gaines Ham- 
mond of Greenwood, Clyde Bur- 
well of Rock Hill and Guy Sullivan 
of Anderson. 


American Motors Adds 
45 Southern Dealers 


F 111 new dealers added by 

American Motors Corp. in 
April, 45 were from the South, L. 
W. Stevens, director of automotive 
dealer development, announced. 

New Southern dealers are: Econ- 
omy Motors, Wilmington, Del.; 
Steele Motors, Inc., Monroe, La.; 
Bayou Motors, Inc., Houma, La.; 
Lilien & Lee, Inc., Burlington, N. 
C.; Tomecek Motor Co., Killeen, 
Texas; Austin Rambler, Paris, 
Tenn.; Smith & Waldrop Rambler, 
Cullman, Ala.; Loudon Motor Co., 
Loudon, Tenn.; McLamb Machin- 
ery Co., Inc., Dunn, N. C.; Yale 
Rambler, Inc., South Hill, Va.; 
Ware Motors, Valdosta, Ga. 

Schaefer & Strohminger, Inc., 
Towson, Md.; Tom Endicott Auto 
Sales, Delray Beach, Fla.; Stewart 
Motors, Inc., Baltimore, Md.; McIn- 
nis & Palmer Motors, Inc., Hender- 
son, N. C.; Woods Mercury Ram- 
bler, Sweetwater, Tenn.; Bill Moy- 
er Co., McAllen, Texas; D’Armand 
Buick- Rambler Co., Crossville, 
Tenn.; West Ford Ford Co., Shinns- 
ton, W. Va.; Thompson Motors, Tu- 
pelo, Miss.; E. C. Bagley Motor Co., 
Maryville, Mo.; Marion Rambler 
Co., Marion, N. C.; Boat & Motor 
Center, Inc., Walterboro, S. C.; 
Benson Motors, Cordele, Ga.; Wag- 
ner Rambler, Inc., Washington, 
Mo.; Hess Motor Co., Pennsboro, 
W. Va. 

Pence-Briggs, Inc., Richmond, 
Va.; Lewis Motor Co., Mullins, S. 
C.; Clyde Jonas Motor Co., Pampa, 
Texas; Wisdom Auto Sales, Salem, 
Mo.; Taylor Motor Co., Inc., For- 
est City, Ark.; Mallory Motor Co., 
Thomaston, Ga.; Timmerman Mo- 
tors, Aiken, S. C.; LaHue Pontiac- 
Rambler, Guthrie Center, La. 

Bowie Rambler Motor Co., 
Bowie, Texas; Delaware Auto 
Sales, Dover, Delaware; Davenport 
Motors, Guntersville, Ala.; Mur- 
phy-Tenge Motors, Inc., St. Louis, 
Mo.; Sauerhoff Motor Sales, Salis- 
bury, Md.; Durham’s, Bainbridge, 
Ga.; Mixon Bros. Rambler Co., 
Bunkie, La.; Daigle Rambler Co., 
Inc., Gonzales, La.; Dermott Motor 
Co., Dermott, Ark.; Myers & My- 
ers Motor Sales, Oak Ridge, Tenn., 
and Joe Gatliff Auto Sales, New- 
port, Ky. 
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Du Pont Hi-Speed Primer- Slower drying wastes 
Surfacer is already dry. man hours, holds up the job. 


Primer-Surfacer drying test shows 
how to speed up spot repairs 


e To prevent time-wasting delays, test the drying time of your primer-surfacer. 
You’ll get really fast drying with Du Pont Hi-Speed Lacquer-Type Primer- 
Surfacer. It gives you all the speed that can be built into any primer-surfacer with- 
out sacrificing other easy-working features. It fills fast, dries fast, sands fast — 
and has beautiful color holdout for high gloss with less rubbing. That all adds 
up to important shop savings. And with its economical reduction—1 gallon 
gives 3 at the gun— Hi-Speed Primer-Surfacer actually costs Jess than many so- 
called “bargain” primers. It pays to get the best—Du Pont Hi-Speed! 





HI-SPEED PRIMER-SURFACER 


REG. U. 5. pat. OFF (Lacquer-Type) 
BETTER THINGS FOR BETTER LIVING 


. .. THROUGH CHEMISTRY DU PONT REFINISHING MATERIALS 





One of these two cars needs a new 


Why not check their 
plugs and see which 
one? You'll be doing 
both customers a real 
favor. .. you'll make 
an extra profit... 
and it will only take 
a few minutes! 


Recent studies show that half of all cars 
in use need new spark plugs. 


This gives you a real opportunity to be 
of genuine service to your customers—while 
making an extra profit. Because it means 
that many of your customers aren’t getting 
the proper performance from their engines 
—yet few of them realize they are being 
robbed of power and gas mileage by worn, 
misfiring plugs. 

But when you install a new set of 
Champions, the driver will notice an im- 
provement—immediately—and you'll have 
a more satisfied customer. 


Every time you raise a hood, look at the 
spark plugs. If they’re filthy on the outside, 
chances are good that they may need replac- 
ing. Ask if you can pull and check a plug. 
It doesn’t take long. If the customer is in 
a hurry, suggest he come in later—and 
remind him that a new set of plugs can put 
new life and pep in his engine. 


< 
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And you’re always on safe ground when When the hood is up, look for dirty plugs. Chances are 
you recommend and install CHAMPION good that they should be replaced. When you suggest 
Spark Plugs. Champion engineers are spark checking a customer’s plugs, remind him that non-sparking 
plug specialists. They know how to design plugs waste both power and gas. 
spark plugs that deliver full-firing power in 
any make of car—Champion Spark Plugs! World’s favorite spark plug — engineered for every car 





Want more facts? Use Reader Service Card Page 113 SOUTHERN AUTOMOTIVE JOURNAL for June 1958 





set of CHAMPION SPARK PLUGS 


Every other car needs new spark plugs. It’s your biggest opportunity to do a real service 
for your customers. And new Champions make your brand of gasoline perform better. 
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Dependable 5-rib 





SPARK PLUGS 


Check a plug in your Champion service unit. It doesn’t 

take long. And the unit itself shows your customer if his 

old plugs should be replaced with new Champions—the 

spark plugs engineered for every make of car. CHAMPION SPARK PLUG CO. + TOLEDO 1, OHIO 


built by Ford, General Motors, Chrysler, American Motors, Studebaker-Packard, and every major foreign maker 
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Readers are invited to contribute t- SHOP TALK. 


“SHOW ME THE WAY..." 


Oscar Newberry, general man- 
ager of Piedmont Auto Supply, 
Spartanburg, S. C., tells about the 
lost “parts wholesaler,” downtown 
with a few too many, who couldn’t 
find his way home. 


He finally located a phone booth 
at a street corner and dialed his 
wife, requesting that she come and 
get him. She asked where he was. 
He said, “Wait a minute.” 

Leaving the booth, he looked up 
at the street signs, then returned to 
tell his wife: 





AIR LIFT Air-Spring Suspensions slip inside 
open coil springs or fit between leaf springs 
and frame. Simply inflate with air to sup- 
port overloads up to 1000 pounds! 


CAR RIDES PERFECTLY LEVEL, since air pres- 
sure can be adjusted to exact load require- 
ments. No “bottoming” on bumps—no sway 
on curves. 
adjust air at back bumper. 


DEMANDED BY TRAILERITES, hunters, 
campers, vacationers — anyone and everyone 
who overloads for a trip. Nationally adver- 
tised to your customers at very popular 
prices! Over 1,000,000 sets in use. 


YOU CAN INSTALL a set in minutes, and ata 
handsome profit! No parts to remove — just 
raise car on hoist and mount units per 
simple instructions. 


For Coil 
Springs 


See your jobber or write for full details. Attn: Dept. 396 


For Leaf 
Springs 


In Canada: 18 Hook Ave. 
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® AIR LIFT COMPANY 


Extension hoses available to 


Lansing, Michigan 





Toronto 9, Ontario 


A column of informal 

comments about the 

automotive trade and 
its problems. 





“T’m at the corner of ‘Watch’ 
and ‘Wait.’ ”’ 


NO WHEELS, HUH? 


The well-edited publication of 
the Independent Garage Owners of 
Arkansas commented last month: 

“ “Tomorrow’s Car—No Wheels.’ 

“So says an article in the April 
issue of SOUTHERN AUTOMOTIVE 
JOURNAL whose information is the 
Industrial Designers Institute.— 
Now let’s don’t get funny Buster; 
What’s us old IGO Boys gonna do 
with all these accumulated bear- 
ings, races and things like that 
there, not to mention the wheels 
themselves—The Idea. 

“The car is to be propelled by 
ducted fans and would maintain 
an altitude of two feet but could 
climb up to one hundred feet. Wait 
just a darned min-u-wet now till I 
get out from under this table 
which another’ grease-monkey 
drunk me under and let’s talk this 
thing over. 

“No wheels, eh? Now that tears 
it. What chew trying to do to us 
anyhow, run us outta business? 
They are getting the dad blamed 
engines so perfected that we can’t 
hardly make a buck on em any- 
more and now they gonna take the 
wheels away from us. 

“Now I don’t think them no 
wheel deals are gonna be any too 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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CHARTER DE SOTO DEALER VERNON M. BALL’S BIG 31,000 SQ. FT. BUILDING IS HIS THIRD AND LARGEST EXPANSION SINCE OPENING IN 1928 


How to star on the Ball team for 30 years 


De Soto dealer Vernon M. Ball, of Elkhart, Ind., has what it takes for successful selling 


Vernon M. Ball started his De Soto “team” one 
August day 30 years ago with $1,000 in cash, a desk, 
backing from his local bank and finance company 
and a boundless amount of energy, enthusiasm and 
determination. 


“(De Soto was enthusiastically received in our 
community,” says Vern. ““Within a year we out- 
grew our original quarters.”” Vern has been growing 
with De Soto ever since, from a small, rented show- 
room to his present 100,000 sq. ft. facilities (includ- 
ing parking area and used car lot). 


Vern has succeeded in the highly competitive 
automobile business because he’s an intelligent, 
hard-working businessman who knows the impor- 
tance of courtesy, service and civic responsibility. 
He’s very active in civic and business circles (he 
was the guiding light behind Elkhart’s recent 


iT PAYS TO BE A 


sales-stimulating “You Auto Buy Now Week’’). 


And Vern, himself, points out the principal reason 
for his success—his De Soto franchise. 


“De Soto is built by a forward-looking organiza- 
tion which recognizes the importance of its dealers 
as independent businessmen,”’ he says. ““The lower- 
priced Firesweep series introduced by De Soto two 
years ago is just one example. It broadened our 
profit base by opening up a larger market for us. 


“*There’s always been plenty of fresh, hard-selling 
advertising and merchandising support behind 
De Soto, too. De Soto’s a great team to play on.” 


Vernon M. Ball is typical of the hundreds of 
successful men all over the country who know that 
enthusiasm, imagination and energy —together with 
asaleable product —are a strong success combination. 
They’ve found that... 


DE SOTO DEALER! 
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practical.—Let’s take a drunk be- 
ing chased by a speed Cop. The 
Cop takes in after him and the 
drunk starts hedge-hopping at 
about ninety five and suddenly 
zooms up to a hundred feet, drops 
down to twenty, veers. off and 
starts circling a tree. 

“We might end that chase by 
letting the drunk get hisself and 
the contraption lodged in the 
higher limbs of the tree but it sure 
is gonna take a lotta high class 
joke material offen the market if 
we leave them wheels off. For in- 


stance the drunk won’t be able to 
fail to straighten a curve out and 
turn over a few times and walk out 
unharmed. 

“Oh, my head. I must have a 
slight case of DT’s, wheels and air 
ducts keep chasing a speed Cop 
over a Brook and across a River. 

“Oh, yeh, I know what’s wrong 
now, I’m thirsty, where’s that 
water bucket. Ah, ambrosia. The 
Guy that invented that stuff is 
nobody’s chump either. Anyhow, 
one of them no wheel things would 
give a Guy an advantage over his 





toon ALIGNMENT 
AND FRAME WORK 


$3570.00 














It's the famous Bee Line 
portable ‘Frame Press” 
loaded with exclusive Bee 
Line profit features. 


simplified Stretch and Diamond Pull 


principal 


4 sec 

floor 

model 

with 

18 foot 
frame press 


for 
Passenger 
Cars and 
Light Trucks 





FRONT END, 
FRAME, AXLE, 
and HOUSING 


TOOLS and EQUIPMENT 








NAME 


MAIL TODAY FOR LITERATURE 








oe 
AUTOMOTIVE ALIGNMENT | | ©/7Y 


ADDRESS 





STATE 
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Girl friend who is still playing 
hard to get.” 


“QUINN FOR PRESIDENT” 


The “platform” announced by E. 
C. Quinn, former president of 
Chrysler Division, for his new job 
of being vice-president and general 
sales manager-automotive prod- 
ucts, Chrysler Corp., won a deafen- 
ing endorsement when he was in 
Atlanta last month. 

Addressing dealers, finance 
company executives and other 
guests at the dedication of the 
handsome Chrysler Training Cen- 
ter in Atlanta (see page 57), the 
genial Quinn said his “platform” 
called for “lower prices, longer 
trade-ins, longer discounts and a 
junking fund.” 

Shot back John H. Lander, At- 
lanta Dodge-Plymouth dealer, 
from the audience: 

“We'll make you 
Ed!” 


president, 


Salesmen's Mileage Pay 
Climbs to 8.84 Cents 


ILEAGE payments to salesmen 

driving their own cars on 
company business have reached an 
all-time national high of 8.84 cents 
per mile, a jump of 124% from 
a year ago when the national av- 
erage was 7.42 cents per mile. 

This was disclosed through an 
independent survey conducted by 
Emkay, Inc., national automobile 
fleet leasing firm. The survey cov- 
ered payments by more than 100 
companies with fleets ranging 
from 50 to 500 cars and sales forc- 
es operating in all sections of the 
country. 

Payments ranged from a low of 
6.5 cents per mile to a high of 11 
cents, the survey revealed. Region- 
al differences in payments caused 
by special local conditions were 
included in the national average. 

Most popular mileage rate was 
eight cents a mile, paid to 42% of 
the salesmen covered. Sixteen per 
cent are paid nine cents or more, 
a gain of six per cent from the year 
before, the survey indicated. 


Suffolk Virginians Form 


Suffolk (Va.) dealers have or- 
ganized and elected Joe Suttle of 
BelAir Chevrolet chairman. James 
Fletcher of Clark-Andrews is vice- 
chairman and Holmes Butler, Jr., 
of Briggs Motor Co. is secretary- 
treasurer. 
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— New FEL-PRO Gasket Package 


keeps no secrets! 


ad 


Vy 


tells what’s inside at a glance 


stacks neatly without fuss 


makes shelf reading easier 


“This is the way gaskets should be packaged,” you'll say the 
moment you get hold of a Fel-Pro carton. Look at the label. It 
doesn’t take a Philadelphia lawyer to figure out what’s inside. 
at your ae : Feel the construction. It has a sturdy, squared-off feel that 
her’ a. te ’ eS makes for trouble-free stacking and easier shelf reading. It 
Jobber's, & oo oo. protects Fel-Pro Gaskets against the evils of shelf life...assures 
look for this ™ OR) » + you of factory-fresh stock, always. Sensible packaging is 
DIAMOND ¢ 72 Kd another reason more and more mechanics see their Fel-Pro 

6 


Jobber to make gasketing jobs easier! 
Pe QUALITY ma FF — Felt Products Mfg. Co., 7478 N. McCormick Bivd., 


P.O. Box 8609, Chicago 80, Illinois. 


4 
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Dear Bill, 

Yeah, man, we are still doing 
our own engine rebuilding, even 
though it isn’t the wartime assem- 
bly line deal it was. 

I know some operators have 
found they could sublet that chore 
to specialty shops and they prob- 
ably had good reason for it. But 
in our case subletting isn’t the eco- 
nomical proposition it would be if 
we weren’t equipped and didn’t 
have a certain reputation in that 
line. 

From the sales standpoint we 





Y 





THE NUMBUSTER 


Uatos hulls Quacly/ 














have the several choices for the 
customer to meet competition, and 
our credit plan helps them instru- 
ment the deal regardless of what 
they choose. We have some custom- 
ers who want the old engine pulled 
and replaced with another one, 
while others want to keep the same 
powerplant and will wait to have 


% "3 4 
BONDED BRAKE HOE it overhauled. When we find what 
they want, we are prepared to give 


we bountl 
lo- build 


perfect shoe alignment. 


products. 


KIMCO 





AUTO PRODUCTS, INC. 
1520 Texas St. © Memphis 6, Tenn. Carburetors 


Go KimMé0! Write today for catalog and 
price list on A/MCO Bonded Brake Shoes 
and the whole A/Mé0 line of rebuilt auto 


it to them. 

We stock factory-new short en- 
gines and complete new power- 
plants. We also keep a representa- 
tive stock of rebuilt engines ready 
for immediate exchange. Then, of 
course, we will overhaul the cus- 
tomer’s engine in or out of the 
chassis as required. If we lose an 
engine prospect, it isn’t because we 
won’t give him what he wants. 

One day the office manager 
pointed out to the Bull that we had 
a mighty narrow margin of profit 
on the advertised sale of rebuilt 
engines we held in stock. But the 
Bull had an ace in the hole on that 
complaint. 

First he pointed to the low inci- 
dence of unapplied time on the 


You a fas a Bonded Broke Shoes heavy service line. Then he dis- 
a mighty profitable, easy-to-sell line. played the inventory of good serv- 
They're top quality throughout, with ice machines used in rebuilding 
super-tough bonded lining for greater 
mileage, greater safety. Special bonding 
agent . . . full molded lining . . . and 


which had been kept busy paying 
themselves off. He explained that 
Generators by using the rebuilding operation 
as an ever-present work order for 
the mechanic to drop back to be- 
a eee tween jobs, the mechanic was kept 
busy, as were the machines, and 
Shock Absorbers man and machine are then both 
Voltage Regulators available for more rush jobs at all 
Clutch Pressure times. Otherwise it would be diffi- 
Assemblies cult to maintain a fast overhaul 
team at all times—might even 
have to drop that service. 
Engines in the process of rebuild 
master Cyhaders might easily become a source of 
Water Pumps dead-heading and run costs out of 
Fuel Pumps bounds if charged for labor on an 
hourly basis, but each mechanic 
understands that time allowances 
for the assigned job are limited to 
the flat rate and an incentive bonus 


Starter Motors 


Armatures 


Clutch Plates 
Bonded Brake Shoes 


Distributors 
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SPECIAL OFFER! 


You get this \WEN) Electronic 
Soldering Gun with built-in 
spotlight for only *3.95 


(REGULAR PRICE $5.95) ... a soldering gun built for fast work 
and rugged use! Most efficient trans- 
former-type gun on the market; develops 
full 100 watts of power in 21% seconds. 
Replaceable extra-long tip is steel-nosed 
for long life. Built-in spotlight, angled to 
focus on work, speeds soldering jobs in 


dark places. 


...When you order your own 
assortment of AUTO-LITE WIRE & CABLE 


totaling *19.95 at trade prices! 








CALL YOUR AUTO-LITE WHOLESALER TODAY! 


PRIMARY AND LIGHTING WIRE BATTERY CABLES 


TO-LITE 


Auto-Lite Battery 
Cables have Anti-Cor- 


You can standardize on 
Auto-Lite for all your 











wire needs. Complete 
your stock from the 
full line of Auto-Lite 
single and two conduc- 
tor primary wire. 
Available in rubber 
covered and cotton 
braided or plastic in- 
sulation in all popular 
colors. 





rode “Power Line” ter- erie tn | 


minals with steel inner 
core that hold shape, 
keep full contact for 
full power. They fea- 
ture lustrous blue, 
smooth finish plastic 
insulation for long life 
and powerful sales 
appeal. 
































~ AUTO-LITE. 


TOLEDO 1, OHIO 


THE ELECTRIC AUTO-LITE COMPANY ° 


*. 
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is allowed if flat rate is beaten. 
The little time lost in leaving the 
engine to care for rush work and 
then coming back to it is negligible 
if compared with the unapplied 
time possible if the mechanic didn’t 
have a job to drop back on, for at 
times there are some big holes in 
the engine overhaul department’s 
schedule. 

The engine mechanics claim they 
can make more revenue by work- 
ing on rebuilt engines between jobs 
than they can working on jobs of 
other categories where they aren’t 


so experienced and well equipped, 
so I guess everybody’s happy. 
Tre. 
Ed. 


Case-Historying Volume 
(Continued from page 54) 


stripped it down, located all the 
weak spots, worn parts and know 
how long my mechanics will have 
to work on it or how much it will 
cost me to fix it up. I will simply 
have to earn your trust in me as I 
would have to trust you for your 





y 


Pel 


3 BO MILLION QEM 


TC Ont ang ui TAA 


SIMPLE AS AN OIL CHANGE 


transmission refill with Liqui-matic Type A, 
brings you the fastest, easiest, biggest profit 
of any comparable service — on an average 
sale of $8.25, by any garage or service man. 

And some operators add a service charge, 


too! 


Also recommended for all POWER STEERING UNITS 


THE BELL COMPANY, 


INC. 


Wo 


In Canada: Bell Chemicals Ltd., 156 Bathurst St. Toronto, Ontario 
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services,” 

Josh said that when a new cus- 
tomer comes in he tries to educate 
him on what he is driving. He 
shows him, according to the manu- 
facturer’s specifications, the im- 
portance of periodic maintenance. 
He tries to size up each customer 
and how he interprets his repair 
order. By feeling him out, helping 
him to understand more thorough- 
ly his car needs and how to oper- 
ate it at minimum cost, he gets 
many of them on a permanent 
blank-check case history basis. 

In order to aid its case history 
service Wilder installed three ma- 
chines along the wall bordering the 
drive-through aisle. They are a 
front-end alignment gauge, head- 
light-aiming machine and a drive- 
on brake tester. Many regular cus- 
tomers come around at intervals 
just to drive over the testers to 
learn ‘if the tests will disclose any 
needs. If they do point up some- 
thing wrong, Wilder usually gets 
another job. These testers are 
especially used by motorists who 
are planning vacation trips. 

Wilder pursues a practice of 
garage neatness that appeals to the 
women customers. One Negro boy’s 
chief responsibility is to keep up 
this inviting appearance. 

Josh’s case history record is 
made up in two sections—one for 
fleet owners and one for private 
car owners. The index cards of the 
private cars are kept in metal file 
boxes in alphabetical order by cus- 
tomer names. The fleet owners are 
in a visible card file binder; that is, 
whenever you open the binder the 
fleet owner names can be im- 
mediately seen on the cards with- 
out flipping them back and forth. 
This saves a lot of checking time, 
because the fleet vehicles have to 
be reviewed often. 

The elder Wilder has been in the 
garage business since the Model T 
days of 1917. Josh, after leaving 
the armed services following the 
big war, entered the partnership in 
1946. Josh is president of the 
Nashville Independent Garage 
Owners and secretary-treasurer of 
the Independent Garage Owners of 
America. 


Fleet Men Hear Morehead 


“Service and Care of the Wind- 
shield Wiper” was the subject of 
an address by Joe Morehead, 
Southern regional manager for 
Trico Products Corp., before the 
May meeting of the Atlanta, Ga., 
Fleet Superintendents Associa- 
tion. 
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"It’s easy to STEP-UP your EARNINGS 
with these HOLMES units” 


“ 








ema AR 
ORE+STOU) “VICE TOVHING LUBRLCATLON 


Per 


HOLMES Offers a Choice of 
Low Cost WRECKER Equipment 


It takes far more than “Drive-in Customers” to build a profitable 
shop volume. Today most shops know from experience that the only sure 
way to increase profits is to go after the business with their own HOLMES ° ‘ F 
Units. Being in a position to reach outside customers gives a shop two Universal Towing Sling 
important advantages—First, it permits them to render 100% service Here’s the new Sling that tows all cars 
and thereby hold on to many of their customers who could be taken over with cushioned safety assuring a very 
by a competitor. Second, it enables any shop to extend its services miles fast method of handling without scar- 
away and actually bring-in jobs they could not otherwise obtain. The ring, denting or defacing light chrome 
handling of modern cars is a field in which HOLMES offers a wide choice and body parts. Easy to install on al- 
of tried, tested and proven equipment. Send today for details. Find out most any tow truck. Write factory to- 
first hand how a HOLMES unit can increase profits for you. day for full details. 


HOLMES 460 WRECKER 


This unit although small and compact has power 
and flexibility for fast pick-up and towing 
service on a 1 or 2 ton truck. It is power- 
operated, has dual controls and double 
swinging booms, each with a rated 3 ton 
capacity. Designed low in height and 

most desirable for work in 

highly congested areas. Send , ' 
today for details, a—— \ 


e 
Oe | ho joni i... 
sewer” | (huslanisewice 


a aa 


ERNEST HOLMES COMPANY 
Chattanooga 7, Tennessee 
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Chopped Off $12,000 
(Continued from page 46) 


This was a saving of about $900, 
and then when you realize that 
both these men were put on pro- 
ductive line jobs, actually the sav- 
ing amounted to more because we 
had an increased income from 
these two men who had been dead 
expense. 

In our big retail shop across the 
street from our showroom, we had 
a service supervisor who was in 
charge of all service in my estab- 


lishment and who had two assist- 
ants. In addition to these two as- 
sistants, there was a shop foreman 
and we had seven service advisors 
or service salesmen. Just about 
that time we dismissed one service 
salesman, we put the foreman back 
on the line as a productive worker 
and let the two assistant service 
managers take over his duties as 
well as those of the separated serv- 
ice salesmen. 

Here’s another example of things 
I thought couldn’t be done: 

In 1957 I cut my advertising to 








It’s not just a play on 
words. It’s the truth! 
Whether for Contact 
Sets, Coils, Regulators, 
Condensers, Rotors, Dis- 
tributor Caps or other 
Ignition Parts, P & D is 
the brand you can rely 
on. Quality Controlled 
from raw material to 
finished product, ex- 
pertly engineered, triple 
inspected — you'll get 
more satisfaction, more 
good will, more PROFIT 
in supplying P & D to 
your customers. 





P & D are the Contact Sets with the 
Ventilated Points; angles and bush- 
ings of LE grade molded Lamitex! 
The result is smoother, better en- 
gine performance, less wear, longer 


life. You can’t beat ’em! 


Atl: 


PART: 


wif 
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phy MANUFACTURING CO., INC. 


19-02 Steinway St., Long Island City 


Wabash Ave 





Fy WY 





about half of what it was under 
56 and thought I had done a great 
job. Even then I spent around 
$75,000, but I have now cut adver- 
tising to approximately $3,500 a 
month and at the expiration of a 
contract or two, this month and 
next month, I will have it down to 
about $2,500, and I find that I am 
selling just as many—both new 
cars and used cars and service—as 
I was when I was doing a terrific 
amount of advertising. 

Now, I am not cutting anybody’s 
salary. We are simply dismissing 
people that are less needed, and 
in this first shuffle we let out 21 
people at the end of February. 
Frankly, I had to do it; it was 
either them or me. And the results 
amazed us and we are still deter- 
mined to cut our force some more. 


It Was Contagious! 


One concrete example of how 
catching this thing is when you 
really get into it is that in the 
initial calculations my controller 
and I did not call in our parts 
wholesaling manager because that 
department was making a wonder- 
ful profit and had reduced ex- 
penses satisfactorily and its opera- 
tion is not included in my automo- 
bile statement anyway, but at the 
end of this week when all of the 
ax-cutting took place, the parts 
wholesale manager dropped into 
my office and wanted to know 
when he was going to be called in 
to go over his expense control and, 
in an off-handed way, said that he 
had been working on it and he 
could reduce his expenses $2,000 
a month. Boy, that opened my 
eyes, because, frankly, I hadn’t 
even planned on asking him to re- 
duce his overhead because he was 
doing such a fine job. 

Some things that we initiated 
which were completely new to us 
were: 

Cash buying of all shop supplies. 
We had been allowing three dif- 
ferent people in three different 
buildings to issue purchase orders 
for anything that anybody asked 
them for. We had conscientiously 
tried to cut down our overhead in 
this department and had not been 
very successful. When I took away 
the purchase buying authority 
from everybody except one young 
man and gave him a petty cash 
fund of $1,000 and told him when 
that was exhausted he couldn’t 
buy anything else that month, we 
were amazed to discover that we 
didn’t even need the $1,000. 

When it got down to counting 
out the cash and sending it with 
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LININGS 


{hadith 
lick HEAT and WEAR brake problems 
for your customers... 


build a bigger brake service business for you! 


New improved Raybestos Linings can bring you your 
share of the booming brake service business. Thanks to USE THE 
new materials and manufacturing processes, these linings 


give your customers the six vital performance charac- POINT 
teristics they need: greater heat resistance, greater fade BRAKE 
resistance, increased braking power, longer life, really quiet CHECK 


operation, positive safety. includes odjustment 
Available bonded or riveted for every make and model - Pull front wheels, inspect linings 
car, Raybestos Brake Linings work equally well for both - Check brake drums 
power and manually operated brakes. So take advantage - Inspect front wheel bearings 
f this opportunity to build a bigger brake service » Clean Grate atuematy 
ng : Ppo y : 88 - Check hydraulic system 
business. Always put Raybestos linings on your cus- . Adjust brakes or recommend reline 
tomers’ cars. - Road test brakes 


You get paid for every car you check 
Ask your Raybestos jobber for full details today 














FLASH! Don’t fail to see the new film “Brakes for 
1958” at the Raybestos Brake Service Clinic 


A technical color sound motion picture showing details on RELINE 
¢ 1958 brake changes ¢ New self-adjusting brakes 
© Effect of 14 in. wheels on brakes * Center-plane brakes 

Write to Raybestos Division of Raybestos-Manhattan, Inc., 

Bridgeport 2, Conn., for a showing 











SELLING FRICTION MATERIAL 





RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn. 
RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks « Brake 


Fluid « Clutch Facings «© industrial Rubber « Engineered Plastics 
Sintered Metal Products « Rubber Covered Equipment « Asbestos Textiles 
Laundry Pads and Covers * Mechanical Packings « Abrasive and Diamond 
Wheels « Industrial Adhesives + Bowling Balls 
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the runner to the firm, we were 
able to get by with about half of 
the supplies that we had formerly 
bought. Another indirect ad- 
vantage was that our accounts 
payables at the end of the month 
were reduced terrifically and the 
number of checks that we had to 
write was greatly reduced—an- 
other expense cut. 

Another important cut and 
change in operation took place 
with the remuneration of our new- 
car salesmen. These men had been 
operating on a wonderful dream 


plan of a high salary with a nu- 
merical requirement of new-car 
business per month, with no con- 
sideration of the gross profit. Our 
gross kept getting lower and lower, 
so I changed the plan completely 
and my new-car men are now being 
paid on 25% of the gross profit, 
after inventorying the trade-in at 
the current wholesale market, and 
have no guarantee of any kind. 
We do give them a $400 a month 
draw, but when they overdraw by 
the amount of $400, all drawing 
privileges are withdrawn. I still 








So IIL PD oe 
PAPLOOOO One 


... and don’t forget the shocks! 


Oil change ? Don’t forget the shocks! 

Brake checks, muffler checks—any service that brings a 
car into your station or onto your lift . . . they’re all made-to- 
order opportunities for extra earnings, if you take a minute 


to check the shocks. 


More often than not, you'll find worn or leaking shock 
absorbers that need replacing. That’s the time to talk Briggs 


and build your shock business. 


Briggs Double-acting Shock Absorbers are available only 
from N-A-P-A jobbers. For fast delivery—to keep your inven- 
tory down—call your N-A-P-A jobber . . . he’s a good man to 
know. The Briggs Shock Absorber Co., Division of The Gabriel 


Co., Cleveland, Ohio. 


DOUBLE-ACTING 





SHOCK ABSORBERS 
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furnish them with a demonstrator 
and give them $20 a month worth 
of gasoline, but our selling cost has 
been reduced drastically and our 
gross profit has improved. 

Last month one of our salesmen 
overdrew his account and we 
stopped paying him. This month he 
is leading the sales force and I be- 
lieve when I get back home, he 
will have at least a dozen new cars 
to his credit. He found out that we 
mean business and, like I did, he 
was beginning to get hungry and 
started scratching. 

Two new-car men left us last 
month because they couldn’t pay 
their own way and, in this fashion, 
a sorry salesman automatically re- 
tires. We don’t have to fire them. 
In the past we kept many a man 
on long after he should have been 
dismissed. 


Used-Car Selling Plan 


We are now paying our used-car 
men on a sliding scale based on 
the number of sales that they make 
plus a percentage of the overage 
gross profit, and we also let them 
have a drawing account, but 
specified that if they didn’t make 
it, they would quit drawing. That 
resulted in the elimination of two 
used-car salesmen who have not 
been missed. 

All departments found that they 
could get along without the num- 
ber of porters they had previously 
used. 

We used to give a 10,000-mile 
written guarantee on all new cars 
—10,000 miles or one year. That 
has been eliminated. That is going 
to have a terrific effect when we 
complete the work on the cars that 
we have previously guaranteed. 

Another thing we used to do was 
give everybody lifetime free lubri- 
cation, which was costing us $500 
a month. We are honoring all the 
old contracts, but new-car buyers 
are not receiving this, so it won’t 
be too long before this will be 
drastically reduced. 

We also used to furnish a used- 
car bond which cost us $40 apiece. 
We are now setting up our own 
reserve and carrying our own 
bond, resulting in quite a savings, 
which I am sure will increase as 
time goes on. 

Our new-car preparation has 
been cut down. We have been able 
to eliminate manpower in this de- 
partment by consolidating it, and 
our new-car warranty will be re- 
duced so that I am sure we will 
reach the goals we have set in both 
of these items, which are $20 for 
preparation and $20 for the war- 
ranty. In the past this has run as 
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General Electric makes 148 different auto lamps 


BUT YOU NEED ONLY 19 
TO GET MOST OF THE BUSINESS 


| 





CHECK YOUR STOCK RIGHT NOW and order the 
General Electric lamps you need. Get ’em in the 
new G-E Space-Saver Pack. They save 30% in shelf 
space. They have no annoying covers or flaps. And 





You can handle 86.5% of 6-volt 
replacements with 6 G-E bulbs: 


1154 1129 
63 1158 
55 51 


You can handle 84% of 12-volt 
replacements with 8 G-E bulbs: 


67 1176 
1034 1141 
57 53 
89 1073 


You can handle 99% of headlamp 
replacements with 5 G-E lamps: 


4001 5400S 
4002 5040S 
5440 


you can see at a glance when stock is running low. 
There’s room for price marking—and identification 
on both ends of the pack. General Electric Co., Mini- 
ature Lamp Dept. SAJ-68, Nela Park, Cleveland 12,0. 


Progress /s Our Most Important Prodvet 


GENERAL @ 
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high as $90, though we had cut it 
down recently to about $60. 

Let’s look at some actual figures 
here that I have picked at random 
from my statements of January 
58 and March ’58. The sequence of 
these expense accounts may vary 
a little between the Chrysler sys- 
tem we use and Ford and General 
Motors, but in general they are 
about the same. 

For instance, our total selling 
expense for new-car retail in 
January was $270, which was cut 
down in March to $202. Since I am 


planning that my new-car depart- 
ment must stand on its own bot- 
tom and my used-car department 
do the same thing, the figures are 
interesting, considering the new- 
car selling expense alone which 
was $206 per car and was reduced 
to $141 in March. Before going any 
further, I want to state that in 
January we retailed 103 new cars 
and in March we retailed 107, so 
the volume figures are very 
comparable. 

In salesmen’s compensation in 
our selling expenses, we reduced 





VULCANIZE 





... that Tube or 
Tubeless Tire puncture 


--be SAFE! 
--be SURE! 


Monkey Grip ‘'Sizzle Patches"’, 
with FILLER TABS, makes vulcaniz- 
ing easier and faster... and adds 
to tire repair profits. Vulcanize your 
repairs and you will KNOW it's 
safe! 


Monkey Grip Tire and Tube Repair 
Products and Car Mats are sold 
through leading automotive job- 
bers ... Write for Monkey Grip's 
full line catalog. 


cpp a 


P. O. BOX 6170 . 
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the amount $40. New-vehicle 
preparation was reduced $5 per 
car. Policy adjustments stayed the 
same. Advertising was reduced 
$14 per car. Sales supervision, new 
and used, was reduced $15 a car. 
Demonstration expense was re- 
duced $1 a car, and that shows 
that the expense reduction was 
general in all phases of com- 
ponents making up selling ex- 
penses. 

Now, in our overhead expenses, 
changes were even more drastic. 
Our salaries and wages in the 
service department were reduced 
$16 a car. Administrative and 
general salaries were reduced $9 a 
car. As a result of decreased pay- 
rolls, our payroll taxes were re- 
duced $4 a car. Stationery and of- 
fice supplies were cut $7 a car. 

I told you what we did-with our 
supplies and small tools on the 
cash paying basis. 


Car Expense Trimmed $2 a Day 


Our company car expense was 
reduced $2 a day. Policy adjust- 
ments for service and parts were 
reduced $2 a car. Traveling ex- 
pense was down $1 a car—laundry 
service down $1—legal and collec- 
tion expense down $4 a car—tele- 
phone and telegraph down $1 a 
car—bad debts reduced $2 a car— 
interest on wholesale financing re- 
duced $7 a car—our insurance cost 
came down $4 a car—depreciation 
down $l—taxes down $2—heat, 
lights, water and pOwer $2 a car 
—maintenance of machinery and 
equipment $5 a car. 

There were one or two expense 
items that increased a little and 
one or two that stayed about the 
same, but, in general, there was a 
reduction in practically every ex- 
pense of overhead and on our total 
overhead expenses we accom- 
plished the reduction in that short 
period of time of $64 per car. That 
meant that our total expenses, 
after proration of administrative 
expenses and everything was in- 
cluded, including the owner’s 
salary, was whacked in one month 
by the important sum of $133 per 
new-car retail. 

I would like to explain that none 
of this has anything to do with 
my wholesale MoPar parts opera- 
tion. 

Now I would like to give you 
some figures on what we call our 
analysis of operation shown at the 
bottom part of our Chrysler Cor- 
poration statements and it was in- 
teresting to note that our gross 
profit had increased, as I stated, in 
both our new- and used-car op- 
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Inthe | f, 
auomotive "THERES NO BUSINESS 
service business... 


ey CHEVROTET 
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BECAUSE Nearly 16,000,000 Chevrolet cars and trucks on the 
eeeQne out of every four cars — road . . . a big service market! 


and trucks on the road is a Chevrolet-—more Dependable Chevrolet parts are built of the same 

high quality material and to the same rigid engineering 

than any other make. specifications as the original parts. They’re made for a 
BEC AUSE Chevrolet—and made to work together. 

e « oYOucan make your Chevrolet Your Chevrolet dealer can offer you service aids that 

dealer your one-stop source for the genuine cam help you give better and more profitable service to 


Chevrolet owners. . . . Chevrolet Division of General 


Chevrolet parts you'll need to serve this market. Motors, Detroit 2, Michigan. 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE... 
HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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erations and that our selling ex- 
penses had decreased so drastically 
that our vehicle net was improved 
by the substantial sum of $81 and, 
taking into operation the total re- 
duction in selling expense and 
overhead and considering other in- 
come and deductions, and de- 
ducting the owner’s salary, we 
wind up with an improvement in 
net earnings of $101 per car sold. 

Now, friends, that was done in 
one month and we are still work- 
ing and will continue to show im- 
provement in the next few 


months. 

This is amazing, isn’t it? So far, 
nothing has happened to my busi- 
ness to make it seem that we have 
handicapped it in any way. We are 
selling just about as many units 
and we are only about 11% behind 
our volume of 1957, which makes 
me think that we are doing a fair 
retailing job. There are many re- 
sults which are tangible. Certain- 
ly I feel better about the results 
my business will show in 1958 and 
if our volume decreases further, I 
will cut my expenses some more 





entio” DEALERS) 


NEW “GUARANTEED” 
BGulld-a- Stock 
MERCHANDISER 

Cabinet 


| @QSales-Making Display! 
Mi Convenient Storage! 


Quick Inventory Check! 





With ALL Guaranteed 

Parts Merchandisers the 
Cabinets are always FREE to the 
Dealer. Your entire investment is 
in “Popular Profit Making” parts 
covering all 3 systems. 








See your 
GUARANTEED PARTS 
JOBBER for full details 


or write now to 


=> GUARANTEED 


PARTS CO. 


INC., 


Seneca Falls, N. Y. 


Ignition Service Parts 
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so that we will always operate ata 
profit on what we sell. ... 

We have reduced our inventory 
of automobiles, which in return 
reduces the interest and insurance 
that we have to pay and which, in 
turn, reduces expenses indirectly 
in many places. 

Maybe you have already done 
this. Maybe you did it years ago. 
Maybe you have been a tight op- 
erator so that this doesn’t mean 
anything to you. But maybe some 
of you are like me, who were just 
going along dreaming about the 
optimistic possibilities of making 
big money sometime in the future 
but doing nothing much about 
making a good profit on the pres- 
ent volume. I'll admit that I had 
to make up my own mind—I had 
to admit that I was a sorry op- 
erator, as far as expense control 
was concerned. 

I found out that nobody was go- 
ing to do much about expense con- 
trolling until I did it, because 
every week for the past two years 
I had been asking my department 
heads at every meeting to please 
do all they could to reduce ex- 
penses. I think we all thought we 
were really trying. 

Well, when I started eliminating 
things that I had always said could 
not be changed, everybody felt dif- 
ferently and the fur began to fly, 
which definitely proved to me that 
expense control is something of 
importance that has to be handled 
by the boss himself. 

Why is it so important? 

Because I believe expense con- 
trol of the right kind is going to 
mean the success or the failure of 
many dealers in the future. I be- 
lieve 1958 will go down in history 
as the adjustment year of the auto- 
motive business because many 
dealers are going to fall by the 
wayside or liquidate in disgust. 

You don’t need to count on much 
increase in volume on the ’58 
models and I don’t believe there 
will be any increase in gross profit 
for the balance of our model year. 
You must control your expenses. 

Can you do it? Of course you 
can. If I did it, anybody can do it. 


Jacksonville Picks Thompson 


Gordon Thompson of Gordon 
Thompson Chevrolet, Inc., has been 
named president of the Jackson- 
ville (Fla.) Automobile Dealers 
Association. Other officers are W. 
F. “Bill” Smith, Bill Smith Ponti- 
ac, Inc., vice-president, and E. V. 
“Al” Grider, Al Grider, Inc. (De 
Soto-Plymouth), treasurer. 
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Order from your jobber now! Start enjoying the top- 
notch results you get only with “‘ScotcH” Brand Masking 
Tape. Look for the red plaid on the core to be sure you’re 
getting America’s No. 1 masking tape... “ScoTcH” Brand! 


3M Automotive Products | 


“SCOTCH” Brand 
Masking Tape has the 
extra s-t-r-e-t-c-h that means 
faster masking of curves and 
contours. And “‘Scotcn” Brand 
slicks tighter. Its instant-grab 
adhesive gives clean, sharp sepa- 
ration without paint “bleed” or 
creep-under. 


You'll like the easy way this tape 
goes on... and the neat way it 
strips off—no messy residue. 





Miianesora JYfinine ano (fanuracturine company 
eos WHERE RESEARCH IS THE KEY TO TOMORROW 
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Six Things Employes Want 
(Continued from page 50) 


sponsibility, in the techniques of 
human relations as well as in 
policy, cost, production and quality 
matters. It should be quite obvious 
why the foreman must be skilled 
in human relations. Poor foremen 
organize more plants than union 
organizers do. He is the symbol of 
management. He is the company 
as far as his men are concerned. He 
is in daily contact with employes. 

He has it largely within his 


power to create the job experiences 
which determine whether em- 
ployes like or dislike their jobs, are 
loyal or antagonistic, to the busi- 
ness and its objectives. ... 

We have many checks on the 
foreman’s cost, output and quality 
performance, but we do not as yet 
have equally effective and con- 
tinuous checks on his dealings with 
respect to the human problems of 
day-to-day operation. There are 
many ways that his actions can be 
checked, but I cannot take the 
time to discuss them here since 





FINGER-TIP CONTROL 


Position No. 1 locks rim. Wo. 2 
breaks both beads. No. 3 releases 
rim or 7 balancer. A child 
can do it! 


POWAIR-PAK 


Harnesses air pres- 
sure from your com- 
pressor to spare your 
muscles, save your 
back, in freeing the 
most stubborn beads. 


BIG FOUR HENDERSON © 
P-S58 
TIRE CHANGER WITH 
POWAIR-PAK 


Write for FREE Fact Folder on 14” fire service or a dem- 
onstration in a Big Four Mobile Showroom. Use your old 
changer for down payment. Up to 36 months to pay. 


INDUSTRIES, INC. 


DEPT. R, 5938 CARTHAGE COURT 
CINCINNATI 12, OHIO 


U. 8. Patents: 2,534,515 — 2,609,038 — 2,609,039 — 2,655,985. Other U. 8. and foreign patents pending. 


Want more facts? Use Reader Service Card Page 113 





EXCLUSIVE 
MOUNTING TOOL 


Smoothly contoured 
te slip under bead, 
preventing rough 
rims from cutting 
toe or destroying 
Buty! tubeless lining. 


DOUBLE 
WEDGE-WING 
BEAD-BREAKERS 


Free both beads at 
Once. Wedge follows 
rim contour while 
wings support an 
extra portion of 
bead on either side. 


SAFETY-LIFT 


Demount Tool — 
gentie but positive 
“lift and turn” ac- 
tion of its small ball 
end removes tires of 
ALL sizes quickly and 
easily, protecting 
air-sealing beads. 





Charles F. “Boss Ket” Kettering, 
General Motors" inventive genius 
now a director and research con- 
sultant of GM, was honored April 
28 by the Chamber of Commerce 
of the United States by being pre- 
sented a “Great Living American” 
award at ceremonies at the 46th 
annual meeting of the chamber. 


they vary widely from industry to 
industry and indeed from plant to 
plant. 

It is sufficient to say that the ag- 
gressive, intelligent management 
that recognizes the need for good 
employe relations will be willing 
to spend the time and the money 
necessary to devise good checks on 
its foremen’s performance in this 
vital area of human relations. 

In my opinion, this is a must, 
since it is human nature for all of 
us to do the things we are checked 
on, and to fail to do those things 
that no one follows up... . 

The fifth “want” of the working 
man is opportunity for advance- 
ment, provided he is capable of 
assuming greater responsibility. 
The importance of this is self- 
evident, I’m sure, so it is unneces- 
sary to discuss the matter at 
length. However, opportunity for 
advancement depends principally 
upon two factors I have already 
discussed, namely: an_ efficient 
organization and good supervision. 

An efficient firm moves forward, 
expanding operations and making 
new opportunities for the capable 
members of its organization. It is 
constantly pruning away the dead 
wood and adding the new, blazing 
trails with new products and 
services developed through or- 
ganized study and research. 

Thus, efficiency is required to 
make the opportunities that are 
needed to satisfy the desire for 
advancement of competent em- 
ployes. Good supervision is also 
related to this because the super- 
visor is the man having the most 
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_ Keep your customers safe and happy! 


GENUINE 


Lockheed 


BRAKE 
FLUID 


Waasner Electric Corporation 


> 
dodo 
— - 


Be sure the brak 


~ - ra 
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e system of every car 


= 
— _ 


you service 


is always filled with genuine 


Waduer Lockheed BRAKE FLUID 


»-. there’s none better...none safer 


Keep in mind that safe brakes protect lives. So, when any of 
your customers’ cars need brake fluid, supply genuine Wagner 
Lockheed. 


WAGNER LOCKHEED BRAKE FLUID HAS ALL THESE ADVANTAGES: 


@ Chemically balanced—with the correct proportion of all ingre- 
dients required to provide an all-season fluid that maintains high 
Operating temperature characteristics, yet functions in sub-zero 
temperatures. 

@ Chemically balanced —with just the right amount of costly type lu- 
bricant to provide proper lubrication to all parts of the brake system. 


@ Chemically balanced—with exactly enough moisture absorbing 
properties so that metal parts in brake system will not rust or corrode, 
Wagner Electric @rporation 
6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO. U.S.A, 
(Brenches in principal cities in U.S. end in Conede) 


®@ Chemically balanced—to maintain chemical characteristics even 
after long use. 

@ Surpasses S.A.E. specifications. 

© Does not cause deterioration of rubber cups or hose, 

®@ Does not evaporate rapidly. 

® Used by vehicle manufacturers. 

@ Nationally advertised in The Saturday Evening POST—over 514 
million copies per issue... Has consumer acceptance. 

© Packaged in 12 oz., quart, gallon, 5, 30 and 54 gallon containers, 

Available from your regular supplier of Wagner Brake Parts, 

Fluid and Lining ... For details on complete line, ask for free copy 

of Catalog AU-1. 


LOCKHEED HYDRAULIC BRAKE PARTS, FLUID and BRAKE LINING © AIR HORNS © AIR 
BRAKES * TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS * INDUSTRIAL BRAKES 
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personal contact with employes. It 
is he who must judge, who must 
select the competent and see that 
they are properly trained and 
groomed for advancement when 
opportunity knocks. 

And, finally, we come to the 
sixth “want” of employes, their 
desire to feel that they are vital 
and essential to the enterprise in 
which they are a part. 

As I indicated earlier, this feel- 
ing can exist only if they are do- 
ing a good job. If they feel they do 
not belong, and are not doing a 


good job, then life is a pretty 
empty proposition. 

Hence, to be content, our em- 
ployes, be they purchasing agent, 
typist, counter salesman, or me- 
chanic, must feel, must find the 
satisfaction, the thrill of being a 
master of their jobs. ... 

However, mere management 
understanding of human nature 
will not, of itself, make employes 
feel essential and needed. The 
principles of basic psychology 
must be applied through constant 
and vigorous communication. We 





TRUCK TUBELESS TIRE VALVES 


®@ No special tools needed 


e@ Repair Kit No. 270 
available 


al 


No. 271 No. 272 
(TR 501) (TR 500) 


No. 273 
(TR 570) 


ACME 


Straight Clamp-in Type for Side Hole Mountings 


@ Rubber washer and hex nut form airtight seal 
© Repair and service in the field — simple — easy 


These six valves will service truck tubeless tires with 5/8" side-hole 
mountable and demountable rims. Nos. 271 and 272 will service 
about 75°, of the truck tubeless tires. 


Write today for our complete new catalog. 


ACME AIR APPLIANCE CO., INC. 


205 NEWMAN STREET « HACKENSACK, N.J. 


No. 275 
(TR 572) 


No. 276 
(TR 573)" 


No. 274 
(TR 571) 








Relax with the ACME 
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HOW GOOD ARE You ? 


Imagine a 3-inch cube whose surface is 

painted black. Then this cube is cut inte 

smaller one inch cubes. How many cubes 

would have 3 black sides, 2 black sides, 

| black side or no black side 7??? 
Attach your solution to your letterhead or business 
cavd and mail to ACME. If you've right, we'll send 
you a “Genius Award” for your accomplishment. 





‘Problem Corner'’ 





must utilize every means at our 
command, every medium of the 
written and spoken word, if we are 
to help our people identify them- 
selves with the interests of this 
business. . . 

I thoroughly agree with Harold 
Smiddy of General Electric, who 
recently said, “A great deal could 
be accomplished if we would con- 
sider communication in the light 
of this simple, four-word formula: 
Talk to the guy.” 

That may be oversimplification, 
but the formula has much to 
recommend. We should talk to the 
guy and when we do, we should 
tell him why. In no other way 
will he be able to get an under- 
standing of what the business is all 
about and how his own personal 
fortunes are related to it. 


Look Through Employe's Eyes 


When we talk and write to our 
employes, we should strive to 
bring about that broad and sympa- 
thetic understanding which is so 
essential to the continued progress 
of our American free enterprise 
economy. To do this, we must ap- 
proach things from the employes’ 
point of view. We must deal in 
specifics that are meaningful and 
understandable to them, and we 
must be forthright and scrupulous- 
ly honest. 

In our communications we 
should elaborate and expand 
while playing them over and over 
again, until they become as well 
known to employes as a familiar 
symphony is to a music lover. It is 
quite easy to state these themes: 

First, sales and service are the 
keys to plenty, and only by in- 
creasing total output is it possible 
to increase the working man’s 
share. 

Second, capital is essential to 
provide the supplies and equip- 
ment which multiply human effort 
and make possible greater output 
per manhour worked. 

Third, profit represents the 
“wages,” if you please, for the 
work that is done by capital and 
without which savings would not 
be invested. 

Fourth, business, of necessity, 
operates in the public interest be- 
cause of the customer’s right of 
choice in a free market. 

Fifth, business is interested in 
the personal welfare and security 
of its employes and their depend- 
ents. 

And sixth, lasting job security 
for everyone, connected with an 
enterprise, is dependent upon our 
satisfied customers... . 
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You're a jump ahead with AjustOmatics! 


Gabriel AjustOmatic Shock Absorbers let you tailor 
your customer’s ride to his preference . . . normal, for 
regular driving—soft, for city driving—firm, for high- 
way driving. 

AjustOmatics provide greater roadability—on any 
car, under any driving condition. You adjust the shocks 
when you install them . . . simply, easily. And the 


Start today... 
the Gabriel way! 


This compact, eye-catching 
shock reminder—FREE! It goes 
fight to work for you... sells 
everyone who drives in. Call 
your Gabriel jobber. 
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driver gets the ride best suited to his driving habits— 

whatever he drives, wherever he drives. AjustOmatics 

assure him of safer, more positive control, and greater 

riding comfort—assure you of greater profits, too. 
Get the jump on shock sales now with “the only com- 

plete line” — go Gabriel, with AjustOmatics. 

THE GABRIEL COMPANY, CLEVELAND 15, OHIO 


CMapriel 


SHOCK ABSORBERS 
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ol ar alare) 
‘“Pre-Set”’ 
construction. 


‘ “ ey = 
U.S. Patent No. 2,727,104 
Application filed Jan. 25, 1955 
Patent issued Dec. 13, 1955 
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F. & B. MFG. CO., 4248 W. Chicago Ave., Chicago 51, Illinois : 
of latest ‘‘Pre-Set” 


Write for big 
reference guide 


Warehouses in Los Angeles, Oakland, Miami, Fort Worth, New York, 


Boston, Atlanta, Cleveland, Lubbock, Little Rock, Philadelphia, Kansas 


City, Worcester, Mass., Seattle, Manchester, N. H., Bangor, Maine developments 


Copyright 1958, F. & B. Mfg. Co, G-419 
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Special New 
Patent! 

Covers unique rub- 
bing block clamp; 
eliminates depend- 
ence on rivets; doubly 
insures permanence! 


FILKO was FIRST... 
this PATENT PROVES it! 


Who was first with a factory pre-assembled, 
pre-adjusted, one-piece contact combination? Who 
was first to give servicemen this easier way to 
install contacts? Who was first to give car owners 
the assurance of factory-precision performance in 
specially engineered replacement contacts? 


There is only one answer...This U.S. Patent proves 
it was Filko. And, not only is the basic pre-adjusted 
idea covered by the Filko Patent... but the 


“Pre-Set” Patent covers 10 claims...10 points of 
patentable exclusiveness that is available only in 
a Filko “Pre-Set.” 


Leadership in engineering is a built-in quality fea- 
ture of every Filko ignition component... that’s 
why every “Crown Jewel of Ignition” is more 
than a replacement part .. . it is a true improve- 
ment in ignition ... that’s why those who rely on 
Filko, profit most! 


no wonder the entire industry is FOLLOWING Filko! 
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Keeping ‘Em Sitting 
(Continued from page 69) 


Before replacing either spring, 
first make certain the seat track 
is at its maximum up position. 

Power seats (Ford): 

The power seat is controlled by 
a single toggle switch which can 
be operated in four directions. The 
switch is mounted on the left 
front seat track shield. 

Power for seat operation is pro- 
vided by a single electric motor 
which drives a screw assembly. A 


solenoid-operated clutch lo- 
cated at each end of the screw as- 
sembly (Fig. 5). 

When the switch is operated for 


_.up or down seat motion, the front 


clutch engages the vertical Strew, 
and the seat is raised or lowered 
by two pivot arms at each side of 
the seat (Fig. 6). The up and down 
motion is transmitted to the right 
seat track by a vertical equalizer 
bar (Fig. 6). 

When the switch is operated for 
fore or aft movement of the seat, 
the rear clutch engages the hori- 





P 


a 

a 
’ 
t 
t 
% 
4 

% 


eo @aa ee a ee Fee 


4 shift to 


- SEALS FASTER! 


he” 


the Special-Acting 
Catalytic Stop-Leak! 


o! ps 


STOPS TRANSMISSION LEAKS 


QUICKLY AND EASILY! 


Y SURES SMOOTH, QUIET, TRoYBLE-FREE SHIFTIN® 
\ 
\, aUL KINDS OF AUTOMATIC TRANSMISSIONS 
\ 


Trans 


Master works fast, does two jobs 


in one — seals and conditions! Rejuve- 
nates dried, hardened or shrunken rubber 
transmission seals. Makes them soft and 


flexible, pom gee! 
fast and easy shifti 
on gears an 


tem 


con 


Trans Master is guaranteed. . 
pletely safe, mixes well with all trans- 
mission fluids, is non-clogging, 
corrosive, non-foaming. For 
Sure .. 
It Seals Faster! 


s ait 
TRANSMISSION. NE 
AND CONDI 


leakproof. Assures 
ng. Cuts down wear 
other parts even in coldest 
eratures. Helps prevent gum and 


slu ige deposits. Helps absorb injurious 


ensation by-products. 
. com- 
non- 


Profits 
Sell Trans Master... 


ONE FULL-SIZE 10-0Z. CAN DOES THE JOB! 


ev Rust Master 


Chemical (oyooriition 


Manufacturers of Automotive Chemicals 





Want more facts? Usc Reader Service Card Page 113 


56 CREIGHTON ST., CAMBRIDGE 40, MASS. 





zontal screw, and the seat is 
moved forward or rearward (Fig. 
5). The fore and aft motion is 
transmitted to the right seat track 
by the horizontal equalizer bar 
(Fig. 6). 

Troubleshooting: 

Fig. 5 shows a pictorial wiring 
diagram of the power seat elec- 
trical circuit. The following symp- 
toms are those most commonly 
encountered in power seat fail- 
ures. Make all checks with the 
ignition switch in the accessory 
position. 

Seat will not operate in any di- 
rection: 

This is usually the result of 
power failure, a short circuit, or a 
faulty motor. 

1.—Connect a voltmeter from 
the black-white band wire ter- 
minal of the 15-amp circuit break- 
er to ground. If no voltage is 
available, check the other terminal 
of the circuit breaker. If voltage is 
available here, replace the circuit 
breaker. 


When No Voltage's Available 


If no voltage is available at 
either terminal of the 15-amp 
circuit breaker, repair or replace 
the wire to the ignition switch or 
the ignition switch. 

2.—Connect a voltmeter from 
the red-blue band wire terminal of 
the 30-amp circuit breaker to 
ground. If no voltage is available 
here, check the other terminal of 
the circuit breaker. 

If voltage is available here, re- 
place the circuit breaker. If no 
voltage is available at either ter- 
minal of the 30-amp circuit break- 
er, repair or replace the wire from 
the circuit breaker to the starter 
relay. 

3.—Under the seat at the junc- 
tion block pull apart the black- 
white band wire at the bullet con- 
nector and connect a voltmeter 
from the lead end to ground. If no 
voltage is available, the wire is 
broken between the junction block 
and the 15-amp circuit breaker. 
Repair the wire if the break is out- 
side the loom, or run a new wire 
parallel to the loom. 

4.—Connect a voltmeter from 
the red-blue band wire terminal 
at the junction block to ground. If 
no voltage is available, the red- 
blue band wire from the junction 
block to the 30-amp circuit breaker 
is broken. Repair or replace the 
wire. 

5.—Connect a voltmeter from 
the red-blue band wire terminal on 
the relay to ground. If no voltage 
is available, the red-blue band 
wire is broken between the relay 
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and the junction block. 

6.—Pull the black-white band 
wire out of the switch and connect 
a voltmeter from it to ground. If 
no voltage is available, repair or 
replace the black-white band wire 
between the switch and the junc- 
tion block. 

7.—Plug the black-white band 
wire back into the switch and pull 
the other wires out of the switch. 
Connect a voltmeter from each of 
the switch terminals to ground and 
operate the switch. If voltage is 
not available at any one of the 
switch terminals when the switch 
is operated, replace the switch 

8.—If the switch operates prop- 
erly, connect a voltmeter from the 
green wire terminal on the relay 
to ground and operate the switch. 
If no voltage is available, the re- 
lay is defective and should be re- 
placed. 


Ground the Terminal 


9.—On the ground circuit break- 
er mounted on the motor, ground 
the terminal which has the wire 
running into the motor and operate 
the switch. If the motor runs, 
either the ground circuit breaker 
or the black wire between the cir- 
cuit breaker and the junction block 
is defective. If the wiring and cir- 
cuit breaker are okay, replace the 
motor. 

Seat moves in one plane only: 

If the motor runs but the seat 
will not move, a defective clutch 
or its wiring is indicated. Look 
under the seat and operate the 
switch to see if both clutches are 
operating. If one of the clutches is 
inoperative, connect a voltmeter 
to the clutch lead wire and 
operate the switch. If no voltage is 
available, the lead wire from the 
clutch to the switch, or the switch, 
is defective. 

If voltage is available, replace 
the clutch. Test the switch as de- 
scribed in the preceding step 7. 

Seat operates opposite to switch: 

When the seat travels in any di- 
rection contrary to the direction 
in which the switch is operated, 
crossed wires at the switch or at 
the relay are indicated. Check the 
connections for proper installation 
as shown in Fig. 5. 

Seat operates sluggishly: 

When the seat operates sluggish- 
ly, check for binding in the seat 
track or the screw jack. If no bind- 
ing is evident, disconnect the wires 
from the clutches. This will allow 
the motor to run free without any 
load. 

Connect an ammeter in series 
with the ground (black) wire at 
the junction block and operate the 


The dealer-elected American Motors Corp. dealer advisory board held 
last month its semi-annual two-day meeting and election of officers in 
Detroit. W. A. Grawemeyer of Indianapolis, Ind., was elected chairman 
for a third term; L. P. Marshall of Flint, Mich., was elected vice-chair- 
man and L. P. Hartung of Milwaukee was chosen recording secretary. 
At the head table, from left, are: C. M. Tillinghast, general parts and 
service manager; E. W. Bernitt, vice-president of automotive operations; 
R. H. Isbrandt, director of engineering: Roy Abernethy, vice-president 
of distribution and marketing: John W. Raisbeck, vice-president of sales 
operation; Roy D. Chapin, Jr., automotive executive vice-president, and 
Grawemeyer. Clockwise around the table, from the lower left corner, 
are: C. R. Walker, Los Angeles; C. D. Shepard, Oklahoma City; Marshall; 
Harry Williams, Denver: P. K. Williams, P. K. Williams Nash Co., 
Austin, Texas; A. W. Schwoerer, Zanesville, O.; W. A. Stutzel, Rockford, 
Ill; W. G. Herpich, Rochester, N. Y.; H. A. Dumais, Woonsocket, R. L.; 
Don Schulstad, Schulstad Rambler Co., Tampa, Fla.; Walter Eyles, Nash- 
Arlington Corp., Arlington, Va.; Carl DiSalvo, Compton Nash, Maple- 
wood, Mo.; Gil Ashcom, Berkeley, Calif.; C. W. Wentworth, Sr., Portland, 
Ore.; D. L. Mierley, Altoona, Pa.; DeMotte Eggie, Oaklyn, N. J.; Bernard 
Palley, Ozone Park, N. Y.; Francis Peterson, Detroit Lakes, Minn.; 
Hartung, and J. H. King, King Nash Motors, Nashville, Tenn. 


motor. The no-load current draw 
should be 8 to 10 amperes at 12 
volts. If the current draw is less 
than specified, replace the motor. 
See Fig. 7. 


Sherwin-Williams Cites 
Acrylic Use Increase 


| Present increase in the use of 
acrylic lacquers in the automo- 
tive field is reflected in an an- 


nouncement from Sherwin-Wil- 
liams Co. 

E. W. Windsor, general manager 
of the Cleveland, Ohio, paint 
firm’s automotive division, report- 
ed that the company is introduc- 
ing a complete line of such lac- 
quers to the refinishing trade. 

“More and more new-car models 
are being finished with this type 
of material,” he observed. “In 1956, 
only five or six acrylic lacquer 
colors were used in production. 
That number jumped to 20 the fol- 
lowing year. Some 32 colors are 
factory-applied on this year’s mod- 
els. Indications are that the num- 
ber used in 1959 production will at 
least double. 

“Consequently, refinishers must 
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gear their operations to this trend 
if they expect to provide the serv- 
ice car owners demand.” 


Ford Eliminates 
Memphis Plant 


| Signe Division of Ford Motor Co. 
permanently closed its 34- 
year-old assembly plant at Mem- 
phis, Tenn., June 6, affecting ap- 
proximately 750 hourly workers 
and 200 salaried employes. 

A company spokesman said the 
plant would be sold, adding: “We 
will make every effort to find a 
buyer who will use the plant for 
manufacturing operations. It’s 
still a good property for some pur- 
poses, but we can’t build cars ef- 
ficiently today in a Model T 
plant.” 

The smallest and one of the old- 
est of Ford’s 13 assembly plants, 
the Memphis operation built only 
passenger Cars. 

Production will be made up by 
two other plants in the South—at 
Atlanta, Ga., and Louisville, Ky. 

Later in the summer, Ford’s new 
assembly plant at Lorain, O., will 
open, 





American Mechanic Is 
“Forgotten Man" 


‘te American automobile me- 
chanic was described at St. 
Louis, Mo., last month as “the most 
important yet the most neglected 
man in the automobile industry.” 

Speaking before a meeting of the 
AAA Service Station Owners As- 
sociation of St. Louis, Charles E. 
Heitman, Jr., president of the Cart- 
er Carburetor Division of ACF In- 
dustries, Inc., said, ‘We in our in- 
dustry are neglecting the repair- 


man. That is not to imply that 
nothing is being done on his be- 
half by automobile suppliers and 
manufacturers. But what is being 
done is not commensurate with his 
importance to our business:” 
Describing the automobile indus- 
try as being “as strong as its weak- 
est mechanic,” Heitman suggested 
an industry goal of “enough reput- 
able, well-equipped service estab- 
lishments, respected by the public 
and manned by competent me- 
chanics, to maintain the nation’s 
growing fleet of automobiles in 





Consistent Quality and advanced product design 
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President Heitman 


safe roadability.” 

He listed as major problems that 
would have to be overcome before 
this goal could be realized: (1) an 
annual shortage of 40,000 qualified 
mechanics; (2) the need for the 
industry to provide additional op- 
portunity for the existing mechan- 
ic to improve and expand his 
knowledge of the many areas of 
his work; and (3) the lack of sta- 
ture in the community sometimes 
experienced by the automobile re- 
pairman. 

The Carter president then out- 
lined a three-point program for 
increased aid for the mechanic: 

Build the stature of the business 
with the general public. 

Improve and increase the educa- 
tional oportunities for existing me- 
chanics. 

Make the business more attrac- 
tive to young men seeking a trade. 

Heitman said the old-time me- 
chanic whose establishment was 
little more than a grease pit is “a 
thing of the past.” He called to- 
day’s repairman “a combination 
mechanic, electrician, electronics 
engineer, metallurgist, plumber 
and diagnostician. You might even 
say he is the world’s only special- 
ist who is also a jack-of-all-trades. 
His equipment is sensitive, com- 
plicated and expensive. And so, I 
might say, are his customers.” 

Discussing steps Carter itself has 
taken on behalf of the repairman, 
Heitman cited the more than 40,- 
000 graduates of the Carter factory 
service school in the field. 


Roanoke Dealers Organize 


The newly-formed Roanoke 
(Va.) Independent Automobile 
Dealers’ Association has elected 
Raymond L. Breeden, Sr., presi- 
dent. Other officers are Jack Hicks, 
vice-president; Kenny Hoover, 
secretary, and Tom Scott, treasur- 
er. 
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According to Thousands of Satisfied Users .... 


Muffler Installations are Easier, Faster 
| Bil the Famous ippy_Twins! 














ZIPPY MUFFLER TOOL—Patented U.S.A. (Replacement blade set with clevises & locks, $2.40) 


You| Too Can Cut Muffler Installation Time in Half 
With the Zippy Muffler Tool & - end Shaper 


ZIPPY MUFFLER TOOL . 

@ Zip-Zip: It's cut through! Me 1 more 
hacksaws or cutting torches .. . 
30 second operation. 

@ Lightweight, rust-proof construc- 
tion. Fits 1/2” to 22” pipe with 
single adjustment. 

@ Positive self-aligning action. No 
rough or out-of-round edges. 


ZIPPY PIPE-END SHAPER .. . 

® Rounds out 112” to 22” muffler 
and pipe ends—jinside and out- 
side dia. — in two easy strokes. 

@ Tool steel construction, uncondi- 
tionally guaranteed. 

@ Makes installations easier . . . in- 
creases profits on every job. 
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New Wires for Old 
(Continued from page 52) 


ure in the over-40 years he has 
been in the automobile repair bus- 
iness. 

If an exposed and deteriorated 
wire is discovered, Engleberg in- 
vites the customer to look with him 
under the hood. 

“You have a wire that should be 
replaced. Your spark plug wire is 
cracked. You are losing full power 
of ignition to the spark plugs, and 
on a wet day you will find it hard- 


er to start,” he explains. 

Or, 

“Do you see that corrosion on 
the battery cables and positive post 
of the battery? That corrosion acts 
as an insulator and keeps juice 
from the generator from getting 
to your battery.” 

Four out of ten customers will 
assent to a job. Frequently the dis- 


covery brings the need for replac-: 


ing an additional item. For ex- 
ample, in one such instance where 
Engelberg looked under the hood 
to check battery and take a quick 
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guarantee efficient gear action. 
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greater flexibility and leakproof 
sealing. 


* Stainless steel band, housing with 
hardened cadmium-plated screw. 
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made by Wittek, specialists in many 
types of hose clamps for over 30 
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features, highest-quality materials, 
unequalled workmanship and un- 
paralleled performance for leak- 
proof hose connections. 


Rudy Copeland 
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Ft. Worth, Texas 
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glance around at the wires, he 
found a worn spark plug wire and 
exposed main wire to the coil. 
Pointing this out to the customer, 
there was also a corroded distrib- 
utor cap. Replacing cap and wires, 
this operator made a sale of $4.75 
on a six-cylinder car. 

“When the customer permits, 
and time is not a pressing factor, I 
always go a step further and ask 
the customer whether I can do a 
testing job to see if spark plugs 
are firing properly, if points of 
spark plugs need resetting, if dis- 
tributor parts underneath the cap 
are set too close or too far apart, 
if the generator and voltage regu- 
lator are working. 

“T turn on the customer’s head- 
lights to see if they are adjusted 
properly and whether stoplight 
switch is working. I never fail to 
check fan belt for slippage. I look 
over the fan belt to see if it is not 
slipping on the bottom, though it 
may look all right on top. A fan 
belt works the generator and is 
very important.” 


What's Included in Survey 


Engelberg includes in his survey 
directional light switch and bulbs, 
checking the switch on the steer- 
ing post for contact, stoplight 
switches and bulbs. 

In one instance where a car had 
pulled in, stoplight wires were dis- 
connected, unknown to the driver. 
A stoplight switch and _ wires 
brought a sale of $2.75. 

In cases where a customer on his 
own brings in a motor complaint, 
the electrical system is checked 
thoroughly during the motor tune- 
up. With portable testing equip- 
ment brought right to a customer’s 
car, a checkup may be done in the 
customer’s presence, if he has time 
to wait. 

“Electrical work is good, profit- 
able volume,” said this operator, 
“but you have to be alert to it and 
conscientious in checking it. I be- 
lieve people are paying more at- 
tention to motor behavior these 
days and to ignition, particularly 
in their high-compression engines. 
Therefore, it pays an operator to 
be alert to electrical work. 

“Many people are attempting 
their own repairs in these times of 
rising costs and are buying parts 
at cut-rate stores. Only recently 
we had a car that had to be pushed 
into our shop and we _ found 
crossed-up wires. The owner had 
done his own wiring replacements. 
Straightening him out brought a 
$7 sale.” 

Carrying an electrical parts stock 
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of $250, Engelberg’s Battery and 
Service Station underscores elec- 
trical repairs in the classified di- 
rectory of the telephone book. 
“Any shop operator can create 
electrical sales by being alert and 
checking conscientiously. But even 
more than that, catching a bad 
wire and explaining to a customer 
what might have happened with- 
out a replacement creates happy 


customers. And what greater satis-, 


faction can there be to any business 
than a happy customer? It’s the 
best investment in the world,” said 
Engelberg convincingly. 


Dealers Seek Profit 
By Car Leasing 


O FIGHT sagging profits, Cars 

Rental System, Inc., an organi- 
zation of new-car dealers, has 
formed exclusively for the renting 
and leasing of new cars and trucks, 
with 297 dealers signed up in the 
last five months and a predicted 
membership of 550 by mid-year. 

Membership extends through- 
out the United States, Mexico, 
Canada, Nova Scotia and Hawaii, 
and the system has announced 
that 2,300 inquiries have been re- 
ceived at its national headquarters 
in Fort Lauderdale, Fla. 

The slump of new-car sales 
profits this year has been a factor 
in the rapid growth of the system, 
according to Executive Director T. 
L. Jackson. Dealers inquire about 
renting and leasing because they 
are looking for ways to bolster 
sagging profits, he said. 

“One of our key points,” Jack- 
son said, “is the fact that other 
renting and leasing systems buy 
their cars from new-car dealers at 
more than cost and make money. 
The new-car dealer readily ap- 
preciates that he is already paying 
the major part of the overhead re- 
quired for leasing—yet he is sell- 
ing cars to others who lease them 
and make a profit.” 


Willys Sales Appoints 
Beattie and Ritchey 


PPOINTMENTS OF James Beattie, 

Jr., as assistant general sales 
manager and of C. M. Richey as di- 
rector of advertising and merchan- 
dising for Willys Sales Corp. have 
been announced by Vice-President 
and General Sales Manager C. W. 
Moss. 

Most recently Western division 
manager with headquarters in San 
Francisco, Beattie joined the com- 
pany in 1949. Ritchey, who suc- 
ceeded Beattie as Eastern division 
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manager a year ago, joined Willys 
in 1953 as Kansas City zone man- 
ager. 


Two Southerners Win 
Studebaker Contest 


yoo prize of two Scotsman sta- 
tion wagons has been awarded 
John E. Ward of Cleveland, Miss., 
in the Studebaker Scotsman Mile- 
A-Thon contest, S. A. Skillman, 
vice-president and general sales 
manager, announced. 

The second station wagon will 


be given by Ward to the Cleve- 
land volunteer fire department in 
accordance with rules of the con- 
test. 

Fourth prize of two Scotsman 
pickup trucks went to G. H. Laing, 
Americus, Ga., the second truck to 
be given by Laing to the Methodist 
Orphans Home in Macon, Ga. 

The contest was based on esti- 
mates by entrants on miles-per- 
gallon figures achieved by Scots- 
man two-door sedans and pickup 
trucks in the crisscross-country 
Mile-A-Thon, ending in April. 





Meets or exceeds SAE 
specifications 70R3 & 70R1 


HEAT RESISTANCE exceeds all SAE 
specifications 

RUST RESISTANCE exceeds all SAE 
specifications 

VISCOSITY exceeds all SAE speci- 
fications 

STABILITY exceeds all SAE speci- 
fications 

COMPATIBILITY meets all SAE 
specifications 





Puritan Super 60 
Brake Fluid has the 
MAXIMUM safety margin 


Your customers may not be aware of 
the high temperature problem of the 
new, smaller brake drums. . . so help 
keep them alive by selling Puritan 
Super 60 Heavy Duty Brake Fluid. 
Your NAPA jobber has the Life Saver 
story that leads to customer satisfac- 
tion and repeat sales. 


OLIN MATHIESON CHEMICAL CORPORATION 
Automotive Products Department — Baltimore 3, Maryland 
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Shop Ups and Downs 
(Continued from page 47) 


Charles D. Clark of Charles 
Clark Chevrolet Co., McAllen, Tex- 
as, said his volume was the same 
this year as in 1957 but his profit 
was up 3.2% while repair orders 
were off 2.1%. The year should be 
ahead five per cent in shop volume, 
he said. 

“Less new-car servicing” has en- 
abled Baker-Ward Motors to have 
more room for “cash business” at 
Newton, Kan., said G. R. Ward of 


this Dodge-Plymouth dealership. 
Volume there was up two per cent. 

Volume was down 20% for 
Harry Evans at Evans Garage, 
Guilford, Mo., due to “dry weather 
last summer, a wet fall, with crops 
left in the field due to muddy con- 
ditions.” He added: 

“Farmers are crying ‘hard times,’ 
but seem to have money for new 
cars and equipment. I really be- 
lieve the basic trouble with most of 
us is that we have over-bought. 

“Credit and installment buying 
have been too easy and now the 
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pay-off hurts. The cry of recession 
that has been waged by one poli- 
tician particularly has hurt some. 
I believe people now are realizing 
that he (H. S. T.) is more or less a 
cry-baby, so are disregarding him. 

“But I really believe that busi- 
ness will be better right along if 
we go after it and leave the ‘reces- 
sion’ to the politicos.” 

While volume was the same as 
last year at Shepard Motor Co., 
Rockingham, N. C., it should climb 
five per cent for the year because 
“the demand for precision automo- 
tive machine work is increasing,” 
said Roy L. Shepard. 

J. K. Winders said that Winders 
Garage, Hamilton, Miss., had 
chalked up a 15% rise because 
“business is some better and also 
the increase in prices of parts.” 

J. B. Hildreth of De Luxe Auto 
Service, Dallas, Texas, reported, 
“T have all the work I can do be- 
cause of work well done at the 
right price.” 

His volume was up three per cent 
and he expected eight per cent for 
the year. “People won’t pay high 
prices for new cars and are fixing 
old ones,” he commented. 


$5 Hourly Rate Tops 


His mechanical hourly rate is 
$5. This was as high as any report- 
ed, while a majority ranged be- 
tween $4 and $4.50. A few were 
under $3, including even a few 
dealerships, situated usually in 
rural or agricultural areas. 

George Elliott said his Mercury 
dealership at Emporia, Kan., 
“hasn’t had the business we had in 
1957,” ranging 15% lower. 

At Kansas City, Mo., J. H. Scott 
said that Scott Motors (Lincoln- 
Mercury) was down 7.5%, with ex- 
pectations of a ten per cent decline 
for the year. 

“Additional equipment and few- 
er new cars sold’’ were credited 
with the 0.5% increase over 1957 at 
Fox-Dowell, Chrysler - Plymouth 
dealership at Winchester, Ky., by 
James B. Fox. Small specials are 
run regularly to boost shop volume. 

Leo Hartsfield of Leo’s Garage, 
Hope, Ark., said his business was 
up 20% because “customers are 
overhauling cars — not trading.” 

Like most respondents, his la- 
bor rate ($3 in his case) has been 
left unchanged for at least the last 
12 months. Only a handful said 
their charges had been increased 
this year. 

The $2.75 an hour at Braddock 
Heights Garage, Braddock Heights, 
Md., has been effective since May 
1952. Volume there was down 20%. 
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- New angles to greater profits | 










































































Best time to check the stat is tune-up . 


nou toe MROGRESS OF fm Past. time. Best replacement is Harrison! 


Sao There’s an extra degree of profit in this sales angle! Always check 
the thermostat at tune-up time! And when a new stat is needed, 
replace with a Harrison! The new poppet pellet by Harrison is especially 
engineered for today’s high-pressure cooling systems. Extra-rugged 
and reliable service is built in by eliminating soldered joints and hinges. 
A new, revolutionary reverse action valve assures a more 
uniform, free flow of water. And, each Harrison poppet pellet is 
precision-built, backed by over 47 years’ experience in the heat-control 
field. Order your Harrison poppet pellet thermostats now from 
your United Motors System distributor or zone office. 


EM PE 


= 
AD 
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MADE TO ORDF 


HARRISON RADIATOR DIVISION « GENERAL MOTORS CORPORATION «+ LOCKPORT, N.Y. 
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Reconditioning Chevrolet's 
Lower Ball Control Joint 


KETCH illustrates a tool we made 
for reconditioning Chevrolet 
lower ball control joint. 

From 3” angle iron, make a 
frame 7142” at the top, 8” at the 
bottom and 16%” high, with a 
Chevrolet 909552 front spindle 
cone welded in center of top. To a 
4” by 4” 1%” thick flat iron, weld 
a 11%” pipe in center and a 904552 




















c 


163" 
FRAME - 3°ANGLE 











41413" PLATE 


cone on top of pipe. This part on 
top of jack sitting on bottom of 
frame will tighten ball joint cups. 
—H. E, Moore, Partner, Moore’s 
Auto Parts & Service, Jackson, 
Georgia. 


Repairing Rear Hubs 
On Foreign Cars 


Gixce there are very few, if any, 
parts available for many foreign 
cars on the road today, I have found 
a quick and easy repair for some 
models which have rear hubs on 
straight splines and a large retain- 
ing nut. 

After a few thousand miles the 
splines wear, causing noise and 
backlash. To remedy this, I remove 
rear hubs and fill splines with 
white lead, reassemble and allow 
car to sit overnight. I haven’t had 


a complaint yet.—Monroe Hayes, 
Gillespie Buick Company, 401 S. 
Water, Corpus Christi, Texas. 


To Remove Broken 
Rear Mount Bolts 


i pe REMOVE broken rear motor 
mounting bolts from one- and 
one - and - a - half - ton Chevrolet 
trucks without removing clutch 
housing, drill 5/16” hole in frame 
in line with bolt. 

Use 7/16” bolt one inch long 
with 1/4” hole drilled lengthwise 
through the bolt for a guide, held 
in place with pliers while drilling 
with 1/4 x 9” bit, which can be 
found at any Army surplus store. 
Bolt can be backed out with easy- 
out. 

To tap out to 1/2” for oversized 
bolt, grind 1/2” tap to taper. Screw 





COLE-HERSEE’S kit no. B=-155 is a PERFECT 
COMBINATION FOR COMPLETE DEALER MERCHANDISING 


B-19 
SWITCH 
ASSORTMENT 


. For Jobbers, Dealers and Serv- 
ice Station Operators. 


2. Minimum stock for maximum 


switch applications at a minimum 


investment. 


24 popular switches of 13 var- 
ious basic and essential types. 


. In a compact ‘“‘business-getting”’ 


merchandiser. 


. Fresh ‘‘no_ charge’ 
with each order. 


ORDER FROM YOUR LOCAL 


Display Card 


COLE-HERSEE JOBBER TODAY 20 OLD COLONY AVENUE, BOSTON 27, MASS. 
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GOT A GOOD 

$ IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A ats or rough sketch will 
make your idea more valuable. 
Only original items, not previ-: 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











in as far as possible, remove and 
screw in a tap, which is square on 
the end, as far as possible. Remove 
and use tapered tap again, then 
square tap. This can be done with- 
out redrilling hole in cast iron to 
use 1/2” bolt.—B. W. Lyons, 501 
W. Commercial, Springfield, Mis- 
souri. 


Using Emergency Brake 
For Radiator Tool 


-— device, made from a Chev- 
rolet emergency brake handle, 
gives an adjustable variation for 
any radiator and prevents a Jot of 
trouble in soldering an occasional 
strap or for everyday use. 

For additional variation, bend a 
mounting hanger down 2” and slip 


EMERG. BRAKE HANDLE 
£"PIPE 1S”LONG 


a piece of 4%” pipe, 1%” long with 
a 2” ear off, on end of the shaft. 
Pull handle out and straps are 
tightened. To release, turn handle 
to the side.—Earle L. Allen, Allen 
Motors, Jacksonville, Texas. 


Replacing Pump Diaphragm 
On Holley Carburetors 


Wwe replacing the diaphragm 
on Holley carburetors used on 
late-model Ford products, it is es- 
sential that diaphragm be accur- 
ately centered between carburetor 
body and pump cover to avoid a 
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leak. 

Since the diaphragm is round 
and without holes to keep it in 
place, centering it can be very 
tricky. To handle the job easily, 
use four 6 x 36 screws about one 
inch long with heads removed and 
start them in place of the regular 
cover screws to guide cover down 
over the diaphragm. The same 
long screws will keep the cover 
in place while the fit between dia- 
phragm and cover is checked. 
When that is satisfactory the 
screws can be removed one at a 


time and the regular ones tightened 
in place—Lynn F. Snoddy, 1622 
Vivian Street, Shreveport, Louis- 
iana. 


Moving Cars Stuck 
in Overdrive 


N CARS with overdrive, some- 
times the governor sticks in 
overdrive, preventing car from 
moving in reverse. 
To save needless transmission re- 
pair, remove overdrive relay fuse 
and move car forward slightly. If 





How’d you like to avoid customer 
complaints about erratic brakes in wet 
weather . . . brakes that either “‘grab’”’ 
or lose their stopping power completely? 
Or the kind of brakes that “lock-up” 
in humid weather? You can be a hero 
. Save yourself headaches . . . by 
combining your expert workmanship 
with the top quality of J-M Custom 
Four-Star® Linings! 
The secret of the superior perform- 
ance of J-M linings is this: They’re 





Backed by the name known fo millions of car owners! 


JOHNS-MANVILLE 





made of a wet mix of metallic-impreg- 
nated asbestos fibres densely com- 
pounded to resist moisture. And they’re 
patiently cured by the combination of 
both hydraulic pressure and oven bak- 
ing at controlled temperatures. Result: 
a brake lining that maintains its 
frictional stability under any driving 
conditions. Now’s the time to order! 
For the name of your J-M distributor 
write Johns-Manville, Box 14, New 
York 16, N. Y. 


JM 
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this procedure permits car to move 
in reverse, it can be operated satis- 
factorily this way until a new gov- 
ernor can be installed.—James D. 
Martin, Service Manager, Jack 
Hughes Motors (Ford), 100 E. San 
Antonio, San Marcos, Texas. 





Removing the Governor 
On Ford Products 


gb transmission governor on 
Fords is accessible from the 
outside, but removing and replac- 
ing it is a ticklish job, since there 


is danger of dropping it in the 
transmission. 

To lessen the danger, screw a 
1/4 x 20 bolt about four inches 
long into the place of the upper 
governor mounting bolt after re- 
moval of governor. This will hold 
the assembly in place while the 
lower mounting screw is removed. 
The closeness of the floorpan will 
not permit removal of the governor 
with the long bolt in place, How- 
ever, it can be unscrewed and left 
in the governor to serve as a han- 
dle to lift governor out.—Ike Wald- 





Get YOUR 
AMMCO BRAKE SHOP 
for only 


$138° PER DAY 





AMMCO TOOLS, INC., 
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ron, Wray Lincoln-Mercury Com- 
pany, 717 Crockett Street, Shreve- 
port, Louisiana. 





Making Paint Repairs 
On New Cars 


E HAVE found a solution to the 
problem of paint chips and 
scratches on new cars. 

We use a round toothpick that is 
tapered on each end, trim it to ex- 
act size of chip or scratch and 
roughen it slightly so it will hold 
paint well, The neat job it will do 
is amazing. — James D. Martin, 
Service Manager, Jack Hughes Mo- 
tors (Ford), 100 E. San Antonio, 
San Marcos, Texas. 





Removing Oil Filters 
Of Disposable Type 


EMOVING stubborn oil filters of 

the disposable screw-on type is 
sometimes a problem because of 
lack of room or because the filters 
have been over-tightened. 

To solve this problem I used an 
ordinary cartridge tool of the 
round-rod type that is hinged and 
an old body file. By heating the 
file, I bent it in a circle just big 
enough to go over a cartridge, cut 
it in two and brazed it on the tool. 
This gave me a tool with a wide 
enough surface and with enough 
gripping action to remove even the 
most stubborn filters—Lee Warn- 
er, Frankhauser Motors, Inc. (Lin- 
coln & Mercury), Anthony, Kansas. 





Truck Group Will Stress 
Sales at Fall Meeting 


—" merchandising and 
sales promotion will be the 
leading theme of the 11th annual 
convention and display of the 
Truck Body and Equipment As- 
sociation at the Ambassador Hotel 
in Atlantic City, N. J., Oct. 6-8. 

Fearson S. Meeks, president of 
S. J. Meeks’ Son, Washington, D. 
C., and president of the associa- 
tion, predicted that both attend- 
ance and number of displays will 
set records. The 137 exhibit booths 
at the 1957 convention in Atlanta, 
Ga., attracted so much attention, 
he said, that applications already 
have been made for much of the 
greater space available. 

This early interest Meeks at- 
tributed to members’ eagerness to 
attend the annual panel discussions 
to obtain ideas for their individual 
businesses in this more difficult 
business year. Speakers and panel 
members now being chosen will 
discuss the business outlook. 
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Loss to $51,500 Profit 
(Continued from page 56) 


this time-consuming posting with 
a visual control; that is, bin check- 
ing by the parts manager. While 
we do maintain a file with a card 
for each item by number, and in- 
dicate on the card the low-water 
mark for reordering, our parts 
manager checks his bins, noting an 
item that is low, and reverses the 
card, displaying a signal to him 
that that item is low and should be 
replenished. 

We take a physical inventory 
yearly, and a monthly inventory 
of our opening inventory (stock on 
hand from preceding month) plus 
parts purchased for month to get 
total goods available. 


Figuring the Profit 


From total sales we subtract 
percentage of projected profit, 
which is arrived at from historical 
cards and averages about 20% 
over-all, and thus we arrive at 
cost of sales. Subtracting cost of 
sales from total goods available, 
we get our closing inventory. 

In this way we avoid the 
quantity of daily recordings to a 
perpetual inventory, saving there- 
by the expense of a full-time 
clerk. If an operation is to meet 
the high cost of overhead, it has to 
remove some of the daily detail 
that adds up to high cost of 
operating. 

In the sales department we 
adopted a policy that the sale of 
each new car must bring in enough 
profit to pay for its portion of 
overhead as well as pay a percent- 
age of profit to the operation. This 
makes it impossible to “wheel and 
deal.”” A normal profit must be 
forthcoming with each deal as it 
goes through. We have set up 
quotas for the new- and used-car 
sales department, with a budget 
laid out on a gross profit basis. 
Each salesman knows on each deal 
whether he will meet the gross 
profit set by the company. 

If a new-car sale does not bring 
in a certain amount, we will not 
go through with the deal. We will 
not sell a car for less in order to 
make a sale, because our antici- 
pated gross profit must cover 
overhead, as we indicated above, 
as well as provide a profit for the 
company. It takes good salesman- 
ship, good planning in our new- 
and used-car sales department for 
which Arthur D. Clarke, head of 
the department as well as general 
manager, sets the pace and takes 
full and well-deserved credit. 
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In line with our low overhead 
theme, we are able to maintain 
car inventory at an ideal figure. 
The local bank obtained our opti- 
mum inventory on new cars and 
set revolving credit fund at 
$25,000. The number of cars sent 
us by the factory cannot exceed 
this figure. Interest costs are also 
lower through dealing with our 
local bank. Our asset accounts are 
geared to low overhead. For ex- 
ample, our building is paid down 
to $200 a month on our mortgage. 

We find today’s situation of high 


operating costs and lower gross 
profit paralleling the situation we 
found ourselves in in 1953. The 
changes we brought about apply 
very successfully today and keep 
our normal overhead low. If sales 
should fall off further, we believe 
we are cushioned against adverses. 
We shall be able to coast along. 
The important lesson to learn in 
a tightening market is to make 
each deal carry its own weight. 


Some 1959 car models will be 
longer and lower. 








MARINE BATTERY 


Perfect balance and slim lines 
of the dependable M 3 make 
it the easiest and most conve- 


nient marine battery kit and 
charger combination to carry 
anywhere portable power 


is needed 


CAR STARTING 


Bocked by the famous 
Silver Beauty guarantee. 


Compact charger attached 
under cover, provided 
with cord reel. 


. Full width, centered han- 
die. Drops to either side. 


One cabinet for both 6 & 
12 volt batteries 


Positive-lock snap- 


fasteners. 


Occupies minimum floor 
space. Serves as extra 


seat. 


TRIPLE A SPECIALTY COMPANY ¢ CHICAGO 12, ILL. 
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Sharing Smiles 
(Continued from page 48) 


of bonuses, and is transferred to 
their accounts in the trust fund. 

Earnings from reinvestment of 
the trust fund are divided accord- 
ing to an employe’s accumulated 
interest. 

“It is easy to see how the trust 
fund is an enticement to Liberty 
employes to stay with the com- 
pany,” Call explained. “The longer 
an employe is with the com- 
pany, the larger is his share in the 


fund. And as he would forfeit part 
of his share in the fund if he left 
the company before participating 
ten years, he has a further incen- 
tive to stay with us.” 

To participate in the trust fund 
an employe must be at least 21 
years of age, and must have 
worked for the company a mini- 
mum of a year at the start of an 
accounting period. 

Operation of the fund is ex- 
plained in detail to new employes 
and they are invited to join as they 
become eligible. 








NEW tom K-D 
Fine Quality 
Hex Wrenches 





oS 


No. 61: Ya""-Vo”’ 


REVERSIBLE RATCHETS—SIZES 4” TO 7%” 


ALSO PACKED IN KITS 
Sturdy, soft, white plastic rolls with black 
binding, transparent pockets. Wrap around 
ties. Very attractive. 





(Left) SET No. 60-3. Nos. 62, 63, 65 
wrenches in kit. 

(Center) SET No. 60-5. Complete range. 
Nos. 61, 62, 63, 65, 66 wrenches in kit. 


(Right) SET No. 60-4. Nos. 61, 62, 63 and 
65 wrenches in kit. 






WRITE FOR 
FREE 
K-D CATALOG 


m_ 














No. 62: %’-7ie” No. 63: %2"-%e" No. 65: 5e’-%4"” 





32 pages, 150 Tools to make hard jobs easy. 
Described and illustrated in detail. Send today. 
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No. 66: 'Yis’’-%" 


Superior alloy steel wrenches with 
10 sizes of reversible heads (gradu- 
ated in sixteenths). Ratchet teeth 
are closely spaced to permit short 
stroke. Correctly tempered, attrac- 
tively finished with rustproof cad- 
mium plating. 


Ratchet teeth extend to 
permit starting nut with 
finger. Boxsocket con- 
struction. 


K-D TOOLS 


NCASTER PA 















Robert E. Keller (right), Stuttgart, 
Ark.., is all set for a de luxe trip for 
two to Mexico, a bonus award he 
won along with a $10,000 United 
States bond as first-place national 
winner in Chevrolet's recent $120,- 
000 competition for retail sales- 
men, With Keller is James E. Con- 
lan, national manager of the Chev- 
rolet commercial and truck depart- 
ment, who presented the prizes. 


After the annual accounting, 
each participant receives a letter 
from the board of trustees of the 
fund, spelling out his exact ac- 
cumulated interest. A good year for 
the company means, of course, a 
larger share in the trust fund for 
employes. 

“In this way,” said Call, “em- 
ployes share directly in company 
profits—an obvious incentive for 
productive work.” 

The forfeiture arrangement op- 
erates when a participant in the 
fund leaves before an 11-year min- 
imum (ten years in the fund, plus 
the qualification year). For ex- 
ample, if an employe has partici- 
pated in the fund six years and has 
accumulated $1,000, he is entitled 
—if he departs—to 50% of what 
he had in the fund at the last ac- 
counting, $500. The amount would 
be paid to him in not less than 
three nor more than five install- 
ments. 

The $500 which he forfeits would 
go back into the trust fund to be 
redistributed among participants, 
again according to their accumu- 
lated accounts. 

In case of death of a participant, 
the full amount accumulated in the 
fund is paid immediately to the 
beneficiary of record, with no for- 
feiture, regardless of the time the 
worker participated. 

The trust fund was set up by the 
incorporators of Liberty Motors in 
1943 and continued with minor 
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modifications by the present own- 
ers and officers: M. B. Casler, pres- 
ident and general manager; Henry 
Cox, vice-president and general 
sales manager, and Carl W. Jen- 
nings, vice-president and general 
manager of Dependable Parts 
Corp. 

In addition to the trust fund, 
Liberty employes participate in the 
customary benefits, such as paid 
vacations and group insurance. The 
group insurance is financed joint- 
ly, the company paying 60%, em- 
ployes 40. 

Employes get a week’s paid va- 
cation and a week’s sick leave. If 
at the end of the year the sick 
leave has not been used, an em- 
ploye receives a check for another 
week’s pay. 


Stylist Cites Whims 
Of Buying Public 


—— public opinion is im- 
portant to the automotive styl- 
ist, he must keep in mind the fact 
that ‘“‘what the public says it wants 
and what it actually buys may be 
two quite entirely different 
things.” 

That is the judgment of Don R. 
DeLaRossa, executive stylist in the 
Ford Motor Co. color and trim 
studio. 

However, expressions of public 
opinion can aid the stylist because 
“they may raise the warning flag 
on public preferences,’’ DaLaRossa 
told the Mid-Continent Section of 
the Society of Automotive Engin- 
eers in Ponca City, Okla., last 
month. 

The many varying points of view 
to which the work of the stylist is 
subjected are very necessary, he 
said, “if we are to avoid the mental 
in-breeding that could result in 
our styling cars just to please our- 
selves.” 

DeLaRossa noted that feminine 
influences on car styling have in- 
creased considerably in _ recent 
years. “To the average woman, 
styling and fashion are synonym- 
ous,” he said. “So we very care- 
fully study trends in high fashion, 
home furnishings, decorator colors 
and other areas of feminine in- 
terest.” 








Atlanta SAE Hears Cline 


Richard C. Cline, research en- 
gineer of The Gabrie] Co., Cleve- 
land, Ohio, addressed the Atlanta 
(Ga.) Section of the Society of Au- 
tomotive Engineers at its May 5 
meeting on “Are Shock Absorbers 
Here to Stay?” 





MEETING NEW CAR 









FOR 
COOLING SYSTEMS 


New cars are rolling off production lines with 

cooling system cores reduced in size to 
70/1000 inch — cooling system 
23/1000 inch — car heaters 

That means only BAR'S LEAKS — world’s finest 

rust-scale inhibitor and sealer — is fine enough to 

flow with the coolant through today’s improved 

cooling systems. 


YOUR PROBLEM — Old fashioned rust and 
scale inhibitors and sealers, as research discloses, 
fail. They're composed of ingredients too bulky 
and too coarse to enter and flow through the 
tiny slits in the tubing that carries the coolant 
throughout the system to the engine. Old fash- 
ioned inhibitors not only fail to flow, but they 
form globs that clog the openings at the tops of 
the coolant cores. That means cooling system trou- 
ble — ultimate breakdown. 

YOUR SOLUTION — You can solve these 
cooling system problems with the new, scientific 
triumph — PELLETIZED BAR’S LEAKS — the 
world’s finest rust-scale inhibitor and sealer. PEL- 
LETIZED BAR’S LEAKS 


@ Stops engine overheating 

@ Controls rust and scale 

© Controls leaks in gaskets, engine 
block and cooling cores 

@ Prevents costly corrosion 

@ Protects car heater — which does not 
register on temperature indicator 


HOW PELLETS DO THE JOB 
When you pour new PELLETIZED BAR’S LEAKS into a radi- 
ator, the pellets move to top of coolant cores: Then they slowly 
dissolve and flow through the cooling system. Why? Because 
PELLETIZED BAR'S LEAKS is composed of ingredients meas- Li t Pp s $400 
uring less than 15/1000 inch — small enough to flow through Is rice 
today’s tiny water cores, 








™T%ooo R= 


OF AN INCH 













arn wer Cee ree? 


23/000 
OF AN INCH 


U.S. Patent 2580719 
Canadian Patent 501547 


WARNING — Service Stations and Dealers —_ ther patents applied for 

Ti you ruin a car with a treatment that clogs the cores, fails to seal and results in overheating, cor 
rosion and defective treatment, you're responsible. Try PELLETIZED BAR’S LEAKS in your 
own car. Then talk with enthusiasm to every customer. Tell him why. For your own protection 
sell him PELLETIZED BAR'S LEAKS to protect his car. 


BAR’S PRODUCTS SUPPLY, INC. 


(Office and Plant) P. O. BOX 146 e HOLLY, MICHIGAN 
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FREE! 


HELPFUL 
| BOOKLETS 





On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





101 WRITE FOR CURTIS LITERATURE 
ASSEMBLY KIT C-6—Gives full in- 
formation on Curtis Air Compressors, Curtis 
Car Washers and Curtis Auto Lifts. Curtis 
Pneumatic Machinery Division of Curtis Mfg. 
Co., 1938 Kienlen Avenue, St. Louis 20, Mo. 


10 MODEL NUMBER INTERCHANGE 

—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
plement to every automotive parts catalog. 
Kem Mfg. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. J. 


10 SAMPLES, BOOKLETS, AND CATA- 
LOG SHEETS—Describing the DL 
Handi-Cleaner available on request. Banite 


Company, Banite Bldg., Buffalo, N. Y. 


] VENTILATED CUSHIONS — Com- 
plete merchandising program on Kool 
Kooshions, including handsome wire display 
rack, full color catalog sheets, other adver- 
tising on complete Kool Kooshion line, Kool 
Kooshion Mfg. Co., Dyersburg, Tenn. 


10 WAGNER AIR BRAKE AND RO- 

TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. Con- 
tains an explanation of the operation of the 
Wagner Rotary Air Oompressor complete 
with diagrams, cross section drawings, and 
photographs. Lists by catalog numbers com- 
ponent parts as well as field installation kits. 
Write for Catalog KU-201, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


1 CAP MERCHANDISER—How to in- 

crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, ind. 


10 TOOLS—'‘Seven Step’’ booklet aids 

body repair man in modernizing his 
present repair equipment or shows him how 
to purchase 4 ipment in various steps until 
a full set has been purchased. H. K. Porter, 
Inc., 74 Foley St., Somerville, Mass. 


103 1957 EDITION OF 12 VOLT ELEC- 
oan EQUIPMENT FOR PASSEN- 
ARS—Contains description of 12- 
mg fi -— am electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic serv- 
icing, checking and adjusting of the charg- 
ing, starting and ignition systems are dis- 
cussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. 
Technical Literature Section, Delco-Remy 
Div., Anderson, Ind. 


1 AMMCO BRAKE SERVICE, ENGINE 

REPAIR, AND HONING TOOLS 
AND EQUIPMENT—Catalogs, describine the 
Ammco line of brake drum lathes, brake shoe 
grinders, brake drum micrometers, brake shoe 
setting gages, brake hones, brake bleeders, 
brake safetv checking instruments, pin fitting 
honing machines, small bore hones. cylinder 
hones. cylinder surfacing hones. ridge ream- 
ers and torque wrenches. Ammco Tools, Inc., 
2110 Commonwealth Ave., North Chicago, III. 


1] SELECTION GUIDE OF SPECIAL- 

IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful to 
inexperienced operator, making it practically 
impossible to select the wrong gun or acces- 
sory for any given operation. Also has chassis 
drawing pointing out every part named. Form 
No. 38-808, Alemite Div., Stewart Warner 
Corp., 1826 Diversey Parkway, Chicago 14, 
Illinois, 


] ] SOUND SLIDE FILM—entitled ‘‘Au- 

tomotive Wheel Bearings’’ is the first 
in a resies of audio-visual aids designed to 
provide bearing salesmen, servicemen and re- 
placement parts men with practical and useful 
information on various applications for ball, 
roller and engine bearings and on oil seals. 
Federal-Mogul Service, 11031 Shoemaker 
Ave., Detroit 13, Mich. 


1 1 NEW BRAKES AND TIPS ON TROU- 

BLE SHOOTING—A 24-page Grey- 
Rock booklet giving service information on 
brakes used on 1958 cars including the self- 
adjusting brake used on Mercury and the new 
Edsel, and the total contact brake used on 
cars i nthe Chrysler Corporation line. Also 
includes trouble shooting information on 
brakes on all cars, including older models. 
Grey-Rock, Manheim, Pa. 


1] 32 REASONS FOR OIL CONSUMP- 

TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, il- 
lustrated, prepared by one of the top tech- 
nical staffs in this field. Write—Oil Con- 
sumption Booklet, American Hammered, 2001 
Sanford Street, Muskegon, Mich. 


1] TOOLS FOR AUTOMATIC TRANS- 

MISSION SERVICE—Tools and il- 
lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in 4 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 


1 1 7 AUTOMOTIVE ELECTRICAL EQUIP- 

MENT CATALOG No. D-200—Applies 
to automobiles, trucks, trailers, farm and in- 
dustrial equipment. New 64- -page catalog cov- 
ers entire field of automotive switches, con- 
nectors, wiring accessories, etc. Voltage rat- 
ings are clearly specified in large type for all 
Switches and other units. Cole-Hersee Co., 
20 Old Colony Ave., Boston 27, Mass. 


1 1 BRAKE SERVICE GUIDE—Complete 

instructions for inspecting, flushing 
and bleeding the brake system. Handy trou- 
ble check chart. Write for Bulletin HU-411. 
Wagner Electric Corp., 6400 Plymouth Ave., 
St. Louis 14, Mo, 


1] RAMCO SERVICE MANUAL—5th 

edition. Illustrated. Gives complete 
data on piston ring installations—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Corp., 3698 Forest Park 
Blvd., St. Louis 8, Mo. 


12 NEW GRIZZLY BOOK—Nine basic 

steps to extra miles of safe braking, 
Illustrated charts enable maintenance men to 
visualize faulty braking conditions and rick 
them in trouble shooting and servicing truc 
and bus brakes. Grizzly Mfg. Co., 700 
Caroline St., Paulding, Ohio. 


12 SALES AIDS AND MERCHANDISER 
CATALOG, FORM D-227—Features a 
complete line of quality automotive el.c-.rical 
equipment mounted on effective ‘‘ Business 
Getting’ displays. This colorful 8-page cata 
log covers the entire field of switches, con 
nectors, voltage reducers, etc., for automo- 
tive truck, trailer, bus, marine, farm, earth- 
mover and industrial equipment Cole-Hersee 
Co., 20 Old Colony Ave., Boston 27, Mass. 


] TIRE RETRUING—aAn _ illustrated 

bulletin about this newest extra profit 
service. Describes Bear ‘‘On-A-Car’’ Service 
which makes possible tire retruing right on- 
the-car. Explains method using most advance 
truing principle. Bear Mfg. Co., Dept. SAJ, 
Rock Island, Ill. 


12 AERO-SEAL HOSE CLAMPS—aAn il- 
lustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J 


1 2 STANDARD DUTY GENERATOR 

REGULATORS—A i6-page 8%x1l 
inch booklet covering the operation and main- 
tenance of Delco-Remy regulators. (62 pic- 
tures.) Contains illustrations showing various 
steps of adjustment. Will help automotive 
electricians understand and service regulators. 
Delco-Remy Service Department, Anderson, 
Indiana. 


12 HYDRAULIC BRAKE FLUID SERV- 

ICE — HOW TO CHECK, DRAIN, 
PLUSH, REFILL, BLEED—FEasy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and 
illustrations of the latest methods and pro- 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17H 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, Missouri. 


12 TOOLS FOR FORDOMATIC AND 

MERCOMATIC TRANSMISSIONS — 
New 12-page catalog giving complete instruc- 
tions with illustrations for all tools necessary 
to adjust and overhaul Fordomatic and Merco- 
matic transmissions. New Britain Hand Tools, 
New Britain Machine Co., New Britain, Conn. 


13 VALVE CATALOG—A new 166 page 

catalog of valves, valve guides, valve 
seats, valve openings and other valve com- 
ponents is offered by Rich Mfg. Corp., Battle 
Creek, Mich. 


13 CATALOG NO. 56—Features more 

than 300 Champ-Items automotive re- 
placement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 


13 MOOG RINGLINER—Illustrated pis- 

ton ring catalog carries listings and 
product information on complete line of 
Moog cast iron, partial chrome and Chrome 
Plus lines. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo. 


13 DELCO-REMY ELECTRICAL SERV- 

ICE—A 20-page 8%xl1l1-inch booklet 
covering essential steps in servicing the elec- 
trical system on an automobile. Profusely 
illustrated (84 pictures). A must for the 
automotive electrician. Delco-Remy Service 
Department, Anderson, Ind. 


13 PLUG CHEK—A colorful wall banner 
showing condition of spark plugs un- 
der various driving conditions. This service 
tools is designed to assist service men in 
diagnosing spark plug heat range problems. 
The Electric Auto-Lite Oo., Toledo 1, Ohio. 


13 AIR COOLED ENGINE VALVES—A 

complete 8-page and cover catalog of 
valves for air-cooled engines and loc's, first 
offered by any replacement valve manufac- 
turer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawn mowers, garden tractors. mixers, con- 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., Battle 
Creek, Mich. 


] PRESSURIZED COOLING SYSTEM 

—Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available for Stant Mfg. Co., 1620 
Columbia Av2., Connersville, Ind. 


14 MOOG STREAMLINER CATALOG— 

Carries exploded views, detail illus- 
trations and listings of leaf springs, main 
leaves, spring parts, shackles, shock links, tie 
rod ends, drag links, king bolts, coil springs 
and other coil action parts for cars and 
trucks. Moog Industries, Inc., 6650 Easton 
Ave., St. Louis 14, Mo. 
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14 1958 MUFFLER CATALOG SUPPLE- 

MENT—Lists high efficiency mufflers 
and dual exhaust equipment for each model of 
1958 cars. Grand Automotive Products, 2055 
N. Ruby St., Melrose Park, Ill. 


1 RADIATOR SERVICING EQUIP- 
k MENT—A new 48-page book ‘‘Blue- 
print For Profits’’ explains big profits serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free factory training school, payment plan, 
etc. Inland Mfg. Co., 1108 Jackson St., 
Omaha 2, Nebraska. 


145 WHAT’S THE BIG DEAL IN TIRES 
—Informative color brochure tells tire 
dealers and service station owners how 3000 
tire dealers all over the country are making 
more money on tires than they ever thought 
possible! How by buying direct-from-factory 
with the strongest backing in the industry; 
written unconditional road hazard guarantees 
up to 36 months, plus lifetime warranty. Van- 
derbilt dealers make more friends and build 
solidly for future business with an on-the- 
spot, no-red-tape, honor system adjustment 
policy. Vanderbilt Tire & Rubber Corp., 404 
Fifth Ave., New York 18, N. Y. 


146 HAND CRIMPING TOOL—Descriptive 
7 circular. Strips and also crimps Rajah 
terminals to ignition cable. The Rajah Co., 35 
Verona Ave., Newark, J. 


1 49 TIRE AND TUBE REPAIR MATE- 

RIALS are listed in this new 12-page 
catalog. Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber OCo., 
P. 0. Box 6147, Dallas, Texas. 


152 MODEL 911 ROCKER ARM REFAC- 
ER—All technical data and operating 
procedures are contained in this bulletin. 
Also, advantage features of the Rocker Arm 
Resurfacer are clearly defined. — Storm-Vul- 
can, Inc., 2225 Burbank St., Dallas, Texas. 


15 BLUEPRINT FOR PROFIT—A book- 
let with case histories of dealers and 

shops who_ have increased profits servicing 

radiators. Information about necessary equip- 

ment, tools and supplies needed to set up.— 

> ga Mfg. Co., 1108 Jackson St., Omaha 2, 
eb. 


15 MAKE MORE SALES ALL OVER 

THE LOT—Attractive 2-color folder 
shows how to increase gas, oil and TBA sales 
and turn new customers into steadies. Pull- 
man Vacuum Cleaner Corp., Dept. P, 25 Buick 
St., Boston 15, Mass. 


156 BONDO PLASTIC PIBERGLASS 

PASTE DIRECTION FOLDER—8 
pages of easy-to-follow, how-to-do a better 
body repair job with this ‘‘miracle body filler 
that hardens like rock.’’ Easily, quickly and 
conveniently applied. Bondo permanently re- 
stores surfaces ‘‘like new'’ for automotive, 
marine and industrial repairs of metals, wood, 
stone and concrete. Bondo Div., Jaycee 
Chemical Oorp., 1104 Forest Road, North- 
ford, Conn. 


159 CONNECTING ROD RECONDITION.- 
‘ ING—Bulletin for automotive shops 
describing a new simplified method of grind- 
ing and honing connecting rod caps and 
bearing bores. It gives operation details and 
full information about the new model 125 
Rodmaster connecting rod grinding and hon- 
ing machine. The new machine tool fits in 
small space on a bench and is fast and ac- 
curate. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas, Texas. 


161 COMPLETE REBUILT LINE—A i122- 

page catalog covering a complete line 
of top quality rebuilt products for automotive 
and tractor units is now available to both 
present and prospective users of the Kimco 
line. For all information write Kimco Auto 
Products, 1520 Texas St., Memphis, Tenn. 


16 BONDO SERVICE BOOKLET—IL- 

LUSTRATED—Describes in complete 
detail application and uses of plastic-fibre- 
glass filler for the auto body repair—showing 
different types of repair work and advantages 
and how to save time on body work. Bondo 
Div., Jaycee Chemical Corp., Northford, Oonn. 


16 TIRE TOOL CATALOG—Sheets show 
you the complete Ken Tool line giv- 
ing specifications for each. Includes explana- 
tion of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio. 


1 AIRTEX FUEL PUMPS—New and 
rebuilt fuel pumps. Catalog AX-70. 
Airtex Automotive Div., inc., Fairfield, Ill. 


16 SPARK PLUG SERVICE & INSTAL- 
LATION MANUAL, FORM 7K—18- 
page booklet gives type, construction, size, 
heat range, and service procedure of spark 
plugs. Also deals with spark plug tools and 
special installations, analyzes service condi- 
tions, gives hints for —. spark plugs, etc. 
Champion Spark Plug Co., Toledo, Ohio. 


166 CYLINDER HEAD STOCK REMOV- 
AL CHART—A handy pocket size 
showing year and model of car, standard 
compression and the amount of cylinder head 
stock removal necessa to attain the in- 
creased ratio. Storm-Vulcan, Inc., 2225 Bur- 
bank St., Dallas, Texas. 


16 1958 HEADLAMP AND SERVICING 

GUIDE—Includes information on fol- 
lowing: 4 headlamp systems, aiming instruc- 
tions, installation instructions, servicing di- 
rectional signals, lamp specifications on all 
domestic and foreign cars and trucks. Tung- 
Sol Electric, Inc., 95 8th Ave., Newark, N. J. 


1 CRANKSHAFT GRINDER MANUAL 

—A colorful 8-page manual containing 
engineering, construction and operation de- 
tails of the new Storm-Vulcan model 15-A 
Crankshaft Grinder. It is well illustrated 
for easy understanding, and describes fully 
the special features and advantages of the 
new 15-A Crankshaft Grinder designed for 
fast production and precision. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas, Texas. 


1 6 YOUR ANSWER TO VAPOR LOCK— 

New technical bulletin deals with va- 
por lock and hot-motor re-starts and explains 
how Filt-O-Reg helps prevent these conditions 
and increase engine efficiency. Alondra Sales, 
~~ 959 Orenshaw Blvd., Los Angeles 19, 
Calif. i 


17 TO TRUE OR NOT TO TRUE—8- 

page illustrated booklet gives practi- 
cal advantages of tire truing. Shows you how 
tire rounding increases tire mileage and how 
this can be a profitable business for you, 
Bee-Line Co., Davenport, Iowa. 


17 ILLUSTRATED CATALOG of test 

equipment for 6 and 12-volt Auto- 
motive Testing and Servicing. Allen Electric 
& Equipment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 


17 A-1919 FUEL PUMP SHOP MAN- 

UVAL—Contains the operation, test- 
ing, repair, installation and removal of fuel 
and vacuum pumps. E. Jambor, AC Spark 
Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS—Complete mas- 

ter catalog of the complete line of 
Eis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies. 
Information complete up to 1957. Eis Auto- 
motive Corp., Middletown, Conn. 


17 OIL SEAL POSTER—Second in a se- 

ries to help you better understand the 
value of oil seals and the need for replacing 
with new seals. The colorful 9” by 25” posters 
are done in cartoon strips for easier reading 
and have several illustrations showing im- 
portance of tight seals to good vehicle brak- 
ing. Chicago Rawhide Mfg. Co., Service Sales 
Div., Elgin, Ill. 


17 A-1920 SPARK PLUG SHOP MAN- 

UAL—Oontains inspection, cleaning 
and fnstallation procedures as wel] as spark 
plug heat range system. E. Jambor, AO Spark 
Plug Division, Flint 2, Mich. 


17. AXLE SHAFT GUIDE—Valuable free 

guide gives causes and preventions of 
axle shaft failures. The U. 8S. Axle Co., Inc., 
Pottstown, Pa. 
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17 A-2356 SERVICE TIPS BOOKLET— 
On spark plug removal and installa- 

= E. Jambor, AO Spark Plug Div., Flint 2, 
ch, 


1 7 A-2416 OIL FILTER INSTALLATION 
AND SERVICE MANUAL—E. Jam- 
bor, AO Spark Plug Div., Flint 2, Mich. 


179 A-2446 CHART—/(In full color.) [Il- 

lustrating ‘‘What Your Spark 5 
Can Tell You About Your Engine.’ — E. 
Jambor, AC Spark Plug Div., Flint 2, Mich. 


18 THE LAMSON NO. 56-A AUTOMO- 

TIVE CATALOG—Oompletely revised, 
illustrated reference book of fasteners used 
daily by automotive maintenance men includ- 
ing Plated Cap Screws and Nuts—Brass Nuts, 
Expansion Plugs, Assortments, Brake Lining 
Fasteners, Bumper Bolts, Tapping Screws, 
Flat and Lock Washers, Truck Wheel Studs, 
Stove Bolts, Cotter Pins and many other 
items. List prices, dimensions and carton 
quantities are given. Lamson & Sessions Co., 
1971 W. 85th St., Cleveland 2, Ohio. 


] 81 WHEEL COVER CATALOG NO. 57— 
Covers complete line of wheel covers 

in sizes to fit 14”, 15” and 16” wheels. 

Namsco, Inc., 333 31st Ave., Bellwood, IIL 


18 SERVICE ENGINEERING BEO- 

CHURE—A new brochure comprised 
of 14 Service Engineering articles coverin 
oil censumption problems, ring problems, oi 
control problems peculiar to the modern high 
compression-high vacuum engines, piston and 
piston ring nomenclature and several articles 
on scuffed rings and how to avoid scuffing 
and scoring. Perfect Circle Corp., Hagers- 
town, Ind. 


] 8 FILTER CATALOG—Offers details on 

complete line of oil, air, fuel and_cool- 
ing system filters. Lee Filter Oorp., 43 River 
Road, N. Arlington, N. J. 


18 BRAKE PRODUCTS—Booklet gives 

you 2@ pages full information on how 
Raybestos products lick heat and wear prob- 
lems. Includes the steps in the Raybestos 
7T-point brake check. Raybestos Div., Bridge- 
port 2, Conn. 


18 ELECTRICAL TUNE-UP TESTING 

EQUIPMENT CATALOG NO. 100-DB 
—Gives full information on_each testing 
equipment item in the entire Herbrand line. 
Includes details on such items as Power 
Timing Lights, Compression Guages, Neon 
Tube Timing Lights, Tachometers and oth- 
ers. Herbrand Div., Fremont, Ohio. 


19 VMC GENERATOR — New 12-page 

generator, starter, and armature speci- 
fication and application folder for passenger 
ears and trucks including 1957 models. The 
VMC System, Atlanta 18, Ga. 


193 WIRE AND CABLE CATALOG—A 

condensed catalog of electric wire and 
cable, complete with specifications for all 
passenger cars. The Electric Auto-Lite Oo., 
Toledo 1, Ohio. 


19 TWIN POST LIFT WHEEL ALIGN- 

MENT OUTFIT—lIllustrated 8-page 
catalog, shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment and points out fast reading 
advantages. Weaver Mfg. Co., Springfield, Ill. 


19 1958 SALES ‘‘PORTFOLIO’’—Con- 

tains catalog sheets on YANKEE'S 
new ‘‘Duet Series’’ Mirrors, Boat Trailer 
Lamps and Water Ski Mirror, All-Chrome 
Truck Mirrors, mirrors for foreign and sports 
cars, and other service items. Kalamazoo 
punched for filing. Yankee Metal Products 
Corp., Norwalk, Conn. 


] AIR COMPRESSOR CATALOG— 

Twenty-page catalog gives detailed 
instructions on how to select a compressor. 
Also includes specifications and information 
on various types of compressors, components 
and accessories. Ask for Catalog No. 734-2. 
Weaver Mfg. Co., Springfield, Ill. 


19 SPARK PLUGS—Condensed four-page 
specification folder for passenger cars, 
including 1956 models. The Electric Auto- 


Lite Co., Toledo 1, Ohio. 


19 SERVICE JACK CATALOG PAGE— 

Model WA-66, 1%-ton and 1%-ton 
service jacks are fully described. Light weight 
of these models makes them ideal for road 
service trucks and away from shop service. 
Includes complete specifications. Weaver Mfg. 
Co., Springfield, Ill. 
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1 20-TON CAPACITY FLOOR JACK 

CATALOG PAGE—Fulfills need ior 
floor type jack with greater capacity than has 
been previously available. <ncludes specifica- 
tions on construction, capacity and service. 
Weaver Mfg. Co., Springfield, Il. 


200 FREE WHEEL LIFTS AND ROLL 
ON LIFTS CATALOG PAGES—Two 
pages give dimensions, capacity and other 
pertinent information about these two Weaver 
products. Weaver Mfg. Co., Springfield, Il. 


20 TWIN POST LIFT ADAPTER RE- 
QUIREMENTS—Gives definite  in- 
structions on which adapter is needed for 
various passenger car models. Adapters de- 
scribed are required for all 1957 model cars. 
Weaver Mfg. Co., Springfield, Ill. 


2 THE SERVICE STORY ON SHOCK 

ABSORBERS—Handbook points out 
that one of every four cars on the road is in 
need of some kind of shock absorber service. 
It illustrates proper servicing procedures, in- 
cluding importance of periodic inspection of 
shock absorbers on air suspension cars. it is 
designed to simplify shock absorber installa- 
tions. United Motors Service Div., 3044 W. 
Grand Blvd., Detroit 2, Mich. 


20 1957 BRAKE SHOE CATALOG—With 

illustrations of brake shoes and their 
proper application, etc. — National Brake 
Te Corp., 79 Madison Ave., New York 16, 


z 


21 COLUMBUS SHOCK ABSORBERS— 

Complete catalog of Luxury-Ride and 
Velvet-Ride lines, including type needed for 
front and rear of each make, year and model 
car—plus numerical parts listing, installation, 
bushings and washer information. Heckethorn 
Mfg. & Supply Co., Dyersburg, Tenn. 


214 THE WHYS AND HOWS OF VOLT. 
- AGE REGULATORS—Explains in 
simple language, every detail of Voltage Regu- 
lators—how they work, why they are import- 
ant, how to adjust and service them. In 16- 
page handy pocket size edton, iwith many 
working drawings to clarify and illustrate the 
text. Standard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 1, N. Y. 


216 “BEHIND THE SCENES’’— Facts 
and figures on how heavy duty ignition 
parts differ from others and why they are 
needed. *‘BEHIND THE SCENES’’ describes 
how long life, peak performance are built 
into heavy duty ignition parts. Written in 
PRODUCTS paneuare. STANDARD MOTOR 
JTS, Inc., 37- } 
Talend Olt or ig 18 Northern Blvd., Long 


ROUGH IDLING—CAUSE AND COR- 
217 RECTION—4-page bulletin lists com- 
mon causes of rough idling and points out 
corrective measures to be taken. Includes 
explanation of how and why gum forms in 
covbusnter ane what steps are necessary to 
move gum deposits. Gumor ivisi 
Lisbon Rd., Cleveland 4. Ohio. Pere we 


219 HOMESTEAD HOISTER—Folder de- 

* scribing truck and auto front-end lifts, 

—., many oppitcations of combining 
safety. omestead Val I \ 

P. O. Box 348, Coraopolis, Penns. =e 


221 ee JACK REPAIR KITS 
are explained in detail in a - 

trated folder on JACK PACK hhydrenite fox 

repels Sits on "Fee" free copy write Jack- 
ge. Co.. 2115 N. Mari 

pe Ae farianna Ave., Los 


222 sear teed PRICE QUALITY’’—Read 

ow ignition parts should be mad 
and why. ‘‘WHAT PRICE QUALITY”’ tells 
the story vf the making of quality ignition 
parts. Written in nvn-technical language. 
Standard Motor Products, Inc., 27-18 North- 
ern Blvd., Long Island City 1, N. Y, 
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225 THE ‘‘CAMEL COOLIE’’ VENTI- 
LATED SPRING CUSHION four-color 
catalog page is now available. This newest 
product is hailed by the industry as a wel- 
come addition to the Camel line. H. B. Egan 
Mfg. Co., Muskogee, Okla. 


22 OIL LEAK DETECTOR—Bulletin 

shows how hooking up the bearing oil 
leak detector reveals internal engine condi- 
tions, uncovers main, rod or cam_ bearing 
wear, plugged oilways, starved bearings, be- 
fore tearing down the engine. Also describes 
how the detector checks the completed over- 
haul and pre-lubricates moving parts before 
turning over the engine. Illustrates two sizes 
with maintained oil pressure—one for Cars, 
one for larger truck engines. Federal-Mogul 
Service, 11031 Shoemaker, Detroit 13, Mich. 


22 FUEL PUMP TROUBLE SHOOTING 
—Clearly describes and _ illustrates 
correct procedure for testing fuel and vacuum 
pumps, and how to use properly a fuel pump 
pressure gauge. Four page pamphlet also in- 
cludes complete fuel pump pressure specifi- 
cations and car application data. Kem Mfg. 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J. 


23 SIOUX TOOLS—New Catalog No. 58. 

Sixty pages. New items include Air 
Impact Wrenches, Air Screwdrivers, Valve 
Cleaners, All-Angle Drill Kit, Electric Screw- 
driver Sets, and Pelican Nut Accumulators 
for use with impact wrenches. Also complete 
information on Valve Face Grinding Machines, 
Valve Seat Grinders, Electric Drills, Hole 
Saws, Electric Bench and Portable Grinders, 
Wire Wheel Brushes, Flexible Shaft Machines, 
Electric Sanders, Abrasive Discs, Electric 
Polishers. Electric Impact Wrenches, Electric 
Saws and Flat Sanders. Albertson & Com- 
pany, Inc., 3100 Lowell Avenue, Sioux City 
2, Iowa. 


23 NEW MUFFLER TOOL INFORMA- 

TION—Tool cuts through mufflers 
without use of chisels, saws or torches. Made 
of light weight construction, it fits from 1%” 
to 2%” pipe. Muffler Products Corp., 2808 
Crawford, Houston 4, Texas. 


23 BATTERY REPLACEMENT, BAT- 

TERY BUSINESS, BATTERY MER- 
CHANDISING—For Battery service informa- 
tion, a 27-page Association of American Bat- 
tery Manufacturers Battery Replacement Data 
Book, an A.A.B.M. 1958 edition of Battery 
Service Manual and A.A.B.M. Precautions 
Chart, ‘‘Handling of Acid Electrolyte.’’ Inde- 
pendent Batt. Mfgrs. of Amer. form ADV-1 
‘*Does Your Battery Bear This Sign?’’ form 
ADV-2, ‘‘The I.B.M.A. Plan for Manufac- 
turers, Jobbers and Dealers,’’ and form ADV- 
6, ‘‘Which Battery Shall I Buy—Wet or Dry 
—Both Are Good.’ Yocam Batteries, Inc., 
P. O. Box 1124, Tampa, Fla. 


25 RUBBER PRODUCTS—A condensed 

catalog designed for parts reference 
work just released. <t contains handy sim- 
plified identification and illustrations of floor 
mats, pedal pads. motor mounts, and rubber 
bushings. Doan Mfg. Co., 1725 London Road, 
Cleveland 12, Ohio. 


26 OIL FILTER SELLING AIDS—Wix- 
O-Matic, the guide to extra profits in 
oil filter service sales. A revolutionary mer- 
chandising concept featuring minimum, con- 
trolled inventory, guaranteed sales, perpetual 
stock control, Dial-O-Matic cartridge selec- 
tor, cartridge installation charge guide, dealer 
franchise, plus choice of two eye-catching, 
money making merchandisers—floor cabinet 
or wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. O. 


26 AUTOMOTIVE BEARINGS—Catalog 

50-CB—a 68-page listing of connect- 
ing rods, cam shafts and main bearings for 
ears, trucks and tractor engines. Johnson 
Bronze Co., 540 S. Mills Street, New Castle, 
Pa. 


3 ILLUSTRATED FOUR-PAGE COLOR 

FPOLDER—Showing the operation and 
construction features of the new Storm-Vulcan 
Turbo Blast, a parts and motor block cleaner, 
with handy specification table. Storm-Vul- 
can, Inc., 2225 Burbank St., Dallas 9, Texas. 


30 KOTAFIN CRANKSHAFTS IN- 

CREASE BEARING LIFE—A new 
service booklet, ‘‘Stop Bearing Failures,’’ for 
the benefit of users of reconditioned crank- 
shafts. Booklet clearly shows the cause of 


most early bearing failures, and how the 
KOTAFIN process prevents them, also length- 
ens bearing life. Storm-Vulcan, Inc., 2225 
Burbank St., Dallas 9, Texas. 


31 WAGNER BRAKE PARTS CATALOG 

—A handy ONE-POINT reference to 
fast-moving brake parts and lining, covering 
popular models of cars and trucks. Catalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining seg- 
ments available to those interested in bond- 
ing lining in their own shops. Wagner Elec- 
tric Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


315 BETTER IGNITION by Delco-Remy 
. —16-page, 8%x1l-inch booklet cover- 
ing theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will help automotive electricians 
understand and service ignition equipment. 
= Service Department, Anderson, 
nd. 


32 NEW DEALER CATALOG OF MO- 

TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attrac- 
tively printed in two colors, punched and 
slotted for inclusion in jobber salesman’s cat- 
alogs. Storm-Vulcan, Inc., 2225 Burbank St., 
Dallas 9, Texas. 


3 BRAKE LINING—A new 18-page 

condensed catalog listing brake lining 
recommendations for all popular passenger 
cars, commercial cars, etc. Vehicles are listed 
by year and model. Recommendations are 
made both for riveted and for bonded lining. 
World Bestos Oorp., O. Box 346, New 
Castle, Ind. 


33 POWER AND MANUAL LUBRICA- 

TION IN THE FIELD is fully de- 
scribed in Lincoln Engineering Company's 
new catalog No. 75. Catalog contains all new- 
est types of grease guns, fittings and accesso- 
ries for fast. clean, economical lubrication of 
farm machinery. Lincoln Engineering Com- 
pany, 5708 Natural Bridge Ave., St. Louis 
30, Mo. 


33 NEW FILKO IGNITION PARTS 
CATALOG—Big 160-page catalog con- 
tains complete listines of all Filko Ignition 
Replacement Parts for practically every make 
and model of car, truck, bus and tractor. New 
simplified listings make the new Filko Catalog 
exceptionally easy to use. F & B Mfg. Co., 
4248 W. Chicago Avenue, Chicago 51, Ill. 


33 AUTO LAMP SERVICING GUIDE— 

Illustrated and handy reference with 
replacement charts and instruction for aiming, 
adjusting, focusing, installing and_ servicing 
trucks and auto lamps. Also complete infor- 
mation on servicing directional signal flash- 
ers. Tung-Sol Electric Inc., 95 Eighth Ave., 
Newark 4, New Jersey. 


34 HYDRAULIC BRAKE WALL CHART 

—Spiral bound listing up-to-date parts 
information for passenger cars and trucks, 
including listings for master and wheel cylin- 
der repair kits, stop light switches and brake 
hoses. Eis Automotive Corp., P. 0. Box 701, 
Middletown, Conn. 


361 NEW ‘‘QUICK REFERENCE’’ GAS- 
KET CATALOG—Complete, easy-to- 
find listings of Fel-Pro Gaskets for practically 
all makes and models of cars, trucks, tractors, 
buses, etc. New cataloging style makes gasket 
selection simple and easy. Write for your free 
copy today. Felt Products Mfg. Co., 1508 
Carroll Ave., Chicago 7, <ll 


36 MOTOR LIFE EXTENSION—A Tune- 

Up Digest plus periodic service bul- 
letins on Fuel Pump testing and maintenance, 
Voltage Regulators and Ignition tune-up. De- 
scriptive information on Fuel Pumps with the 
Lifetime Bunalon Diaphragm, Fuel Filters and 
Ignition Parts. Motor Life Extension Insti- 
tute c/o Kem Mfg. Company, 20-21 Wagaraw 
Rd., Fair Lawn, N. J. 


4] NEW AIR BRAKE MAINTENANCE 

BULLETINS—Series of _ bulletins, 
each devoted to a single unit. Fully illus- 
trated with cross sectional, exploded and sche- 
matic drawings explaining every phase of the 
operation and maintenance. Wagner Electric 
Corp., 6400 Plymouth Ave., St. Louis 14, Mo. 


SOUTHERN AUTOMOTIVE JOURNAL for JUNE 1958 





NEW PRODUCTS 


AND CATALOGS 


700—Oil Filter 


An oil filter, said to provide supe- 
rior oil filtration at lower cost for all 
heavy-duty, diesel-powered engines, 
has been announced by DeLuxe Prod- 
ucts Corp., 1201 Michigan Blvd., Ra- 
cine, Wis. 

A cartridge to be used with the 
“Graduflo” will also fit and improve 











performance of other makes of diesel 
filters, it was claimed. Other features 
include the “all-weather” relief valve 
(pictured), which reportedly lets oil 
warm up rapidly and insures even 
pressure inside the filter regardless 
of pressure developed. Specially 
placed removable inlet ports allow oil 
to enter without agitating accumu- 
lated sludge in the sump, the manu- 
facturer said. Filter fibers of staple 
cotton, said to absorb 5.25 times 
their own weight in contaminants, re- 
portedly can remove impurities with- 
out affecting oi] detergents or active 
additives. 

Want more info? Use coupon on 

page 113 and you will get it! 


701—Flasher Chart 


A one-page (8% x 11”, pre- 
punched) flasher specification chart 
and price list showing both dealer 
and suggested retail prices of flashers 
used on all cars since 1946, plus 
necessary working specifications, ap- 
plication notes, outline drawings and 
physical dimensions, has been pub- 
lished by Tung-Sol Electric, Inc., 95 
Eighth Ave., Newark 4, N. J. 

Want more info? Use coupon on 

page 113 and you will get it! 


702——-Brake Tool 


Brake adjustment tool for adjust- 
ing Bendix brakes on all types of 
cars, new or old, has been announced 
by Herbrand Division, The Bingham- 
Herbrand Corp., Fremont, O. 

The specially designed curved end 
centers quickly on the adjusting star 
nut, it was claimed. The 934” over- 
all length gives proper leverage for 
an efficient job, without skinned or 
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bruised knuckles, the manufacturer 
said. 
Want more info? Use coupon on 
page 113 and you will get it! 


703—Power Wrench 


A hydraulically - operated power 
wrench, having a 1” square drive and 
exerting up to 900 to 1,000 foot 
pounds of torque, has been introduced 
by Owatonna Tool Co., 306 Cedar St., 
Owatonna, Minn. 

Designed to operate from a hy- 
draulic power source up to 6.5gpm at 
1,000 psi, which produces about 1,200 
impacts per minute, the wrench re- 
portedly has a free speed of 650 to 
700rpm. In many operations it will 
eliminate the need for an air com- 
pressor or an electric power source 
when hydraulic power is available. 

Want more info? Use coupon on 

page 113 and you will get it! 








“It's the only way we can 
up with the demand since we started 
stocking Johnson Bearings” 


Your customers will recognize and appreciate the 
extra quality which Johnson bearings give to an 
engine repair or rebuilding job. Use Johnson 
bearings for complete customer satisfaction. 
Available from your nearby Johnson distributor. 
Johnson Bronze, 565 S. Mill Street, New Castle, Pa. 





—— 





6i\| Sli 


earings ¢ Cam Shaft Bearings * Transmission Bushings * Con-rod Bearings 
Piston Pin Bushings © Starter, Generator, Distributor Bushings 
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704—Tire Changer 


A tire changer, designed to offer 
“hands-free” bead loosening by 
means of a compressed-air cylinder 
that operates a cam-actuated bead 
loosener shoe, has been introduced by 
Jack P. Hennessey Co., Inc., 12 


Depot Square, Englewood, N. J. 
Machine handles all size tires from 
12 to 21”, both tubeless and conven- 








tional. Screw-type hold-down re- 
portedly assures positive locking 
with a twist of the wrist. Mounting 
and dismounting tools utilize polished 
rollers to eliminate possibility of tire 
damage. Stand is built to give years 
of service. 

Want more info? Use coupon on 

page 113 and you will get it! 


705—Muffler Tools 


Muffler cutting tool and pipe end 
shaper, both said to be easy to use for 
quick installation and increased profit 
per job, have been introduced by 
Muffler Products Corp., 2808 Craw- 
ford, Houston 4, Texas. 

Of rustproof construction, cutting 
tool fits 14%” to 244” pipe, has single 
adjustment and positive aligning ac- 
tion, it was claimed. It requires 10- 
second operation and leaves no rough 
or out-of-round edges, according to 
the company. Pipe shaper reshapes 
inside or outside of muffler or pipe 
ends and fits all muffler and pipe 
sizes from 14%” to 2%”. 

Want more info? Use coupon on 

page 113 and you will get it! 


706—Parts Cleaner 


A parts cleaner which reportedly 
combines solvent, penetrant and de- 
tergent action to remove gum 
varnish, oil and grease accumula- 
tions, lift caked-on deposits and float 
away dirt and grime, has been an- 
nounced by Gumout Division, Penn- 
sylvania Refining Co., 2666 Lisbon 
Road, Cleveland 4, O. 

The combination is said to give 
fastest possible speed in cleaning all 
types of metal parts with a minimum 
odor and longer life. Hydro-seal layer 
prevents evaporation and cleaner 
will not rust, corrode or leak out of 
the container. It is non-explosive and 
non-inflammable and strips off paint 
quickly, according to the company. 

Want more info? Use coupon on 

page 113 and you will get it 
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707—Fliaster Tester 


A directional signal flasher tester 
kit, consisting of a metal case, the 
tester and simple operational in- 
structions, has been announced by 
General Electronics Corp., 15358 
Schaeffer Road, Detroit 27, Mich. 

Three battery clips connect to the 
battery as required, while 2 or 3 
clips hook to the directional signal 
flasher unit to be tested. The simple 
unit will handle any type of flasher, 
either 6- or 12-volt with 2 or 3 
terminals. Battery clips hook on to 
two 6-volt batteries in series for 6- 
or 12-volt units. Also the tester will 
function efficiently on two 6-volt dry 
cell batteries in series for 6- and 12- 


volt flashers. The lights then operate 

as on a vehicle, indicating whether 

the flasher is operating properly. 
Want more info? Use coupon on 
page 113 and you will get it! 
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708—Transmission Jack 


A jack designed for one-man han- 
dling of heavy-duty transmissions, 
differentials, torque converters and 
assemblies has been announced by K. 
R. Wilson, Inc., Arcade, N. Y. 

Features include an adjustable 
cradle which reportedly permits fast, 
sure positioning under heavy loads 
with a controlled forward tilt of 36°, 
back tilt of 12° and a maximum side 
tilt of 10° each way. Hydraulic pump- 
ing lever swings to any position, al- 
lowing operator to control jack from 
either side. Adjustment controls are 
at operator’s fingertips at all times 
and unit may be easily aligned for 
spline and bolt holes, it was claimed. 


Lifting arm raises unit to bench 
height, while safety chains keep it in 
a “fixed” position while removing or 
installing. Four swivel wheel casters 
allow jack to be moved about the 
shop with ease under heavy loads, the 
manufacturer said. 

Want more info? Use coupon on 

page 113 and you will get it! 


709—Fiashlight-Fuse Tester 


A flashlight-car lamp and fuse 
tester combination, with a built-in 
permanent Alnico magnet to permit 
mounting on any metal object, has 
been announced by Tung-Sol Electric, 
Inc., 95 Eighth Ave., Newark 4, N. J. 

The magnet mounting permits 





@ Excessive fade, heat deterioration and erratic friction characteristics 
can cause inferior brake lining to fail at a critical time. 

Help your customers prevent accidents . . . give them safe, dependable 
brakes with WORLD BESTOS “GL” (Grid Lock) . . . the finest wireback 
brake lining you can install on any car or light truck. Tough, resilient “GL” 


seats quickly in any brake system. Wire grid reinforces friction material. 
Smooth back insures permanent bond. Evenly spaced brass particles help 
resist fade . . . insure fast recovery and stable friction characteristics under 


severe braking conditions. 


or write direct to WORLD BESTOS, NEW CASTLE, INDIANA 


SOUTHERN AUTOMOTIVE JOURNAL for June 1958 





“hands-free” work under the hood 
beneath the car, behind dashboard, 
etc. Plastic-cushioned head and end 
caps, non-breakable lens and “float- 
ing” reflector make the “Flashtester” 
shockproof, it was claimed. Square- 
shaped head prevents rolling and 
weatherproof Durite barrel is re- 
sistant to oil and grease. Tester ring 
is designed to permit use for on-the- 
spot checking of automotive lamp 
bulbs and fuses, the manufacturer 
said. 

Want more info? Use coupon on 

page 113 and you will get it! 


710—Body File 


“Adalox” body file for sanding 
plastic filler, containing a 2%” x 
174%” sheet of 40-D aluminum oxide 
abrasive paper secured by clips at 
each end to fit standard body file 
holders or handles, has been an- 
nounced by Behr-Manning Co., Troy, 
N. Y 


After usual grinding with an open 
coated aluminum oxide fiber disc to 
remove surface plastic, the area can 
be brought to a smooth, even surface 
with the “Adalox” body file, it was 
claimed. The large sanding surface 
reportedly does the entire area 
rapidly and evenly. Filler can be 
sanded without extreme loading, 

Want more info? Use coupon on 

page 113 and you will get it! 
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711—Vacuum Cleaner 


A low-priced vacuum cleaner, fea- 
turing clean-line head assembly with 
cast aluminum alloy ring which re- 
portedly diffuses exhaust air down- 
ward around its complete circum- 
ference, has been announced by Doyle 
Vacuum Cleaner Co., 205 Stevens St., 
S. W., Grand Rapids 2, Mich. 

Integrally-styled into the _ satin- 
finished head ring are cast latches 
which permit quick, easy removal of 
the head and filter assembly, it was 
claimed. The weather-protected %4hp 
motor is cradled in rubber for quiet 
operation and impact-damage resist- 
ance. Dirt, dust and litter are drawn 
into a 5-gallon recovery capacity, 


heavy-gauge steel tank through a 
splash-free cast intake deflector. 
Smooth tank interior permits fast 
cleanout, while tank itself lifts free 
of the dolly with a single motion. 
Want more info? Use coupon on 
page 113 and you will get it! 


712——Hydraulic Valve Lifters 


“Zero-Lash” hydraulic valve lift- 
ers for replacement on all cars and 
trucks have been introduced by Mc- 
Quay-Norris Mfg. Co., 2320 Marconi 
Ave., St. Louis 10, Mo. 

Patented combination check valve 
spring and retainer housing re- 
portedly assures instantaneous clos- 
ing of lifter check valve, while pre- 





Men whose reputation (and income) 
depend upon the quality of their work 
can’t afford to take chances with 
inferior replacement parts. They insist 
on bolts, nuts, cap screws from the 
complete line of Lamson & Sessions 
original equipment fasteners...world’s 
largest, most dependable manufacturer 
of automotive fasteners. 

The Lamson & Sessions Co. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND & KENT, OHIO « CHICAGO « BIRMINGHAM 
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— 


lubrication assures that lifters are 
ready for instant use. Bottom of tap- 
pet is Parko-lubrized for initial run- 
in protection. Standardization of de- 
sign provides better coverage with 
fewer numbers, according to the 
manufacturer. 

Want more info? Use coupon on 

page 113 and you will get it! 


713—Tire Pressure Device 


Tire pressure indicator which em- 
ploys a combined principle of air 
pressure and electronics to issue 
warning when pressure drops below 
setting of switch has been announced 
by Tel Air, Inc., 208 Russell St., 
Nashville, Tenn. 

Switch replaces regular valve cap, 
disc is attached to brake drum by 
self-tapping screws and carbon ter- 
minal is fastened to brake housing. 
Warning lights are installed on dash 
and wires attached from warning 
light to terminal and from “Tel Air” 
switch to disc on brake drum. Switch 
can be set for any tire pressure 
ranging from 3 lbs. to 180 lbs. When 
pressure drops below setting, the 
electrical impulse is automatically 
carried to disc inside brake drum, 
which in turn transfers impulse 
through carbon terminal to warning 
lights. 

Want more info? Use coupon on 

page 113 and you will get it! 


714—Crankcase Filter 


A crankcase vent filter replace- 
ment for late-model Ford products 
has been announced by Purolator 
Products, Inc., 970 New Brunswick 
Ave., Rahway, N. J. 

Designed to allow proper air 
circulation for lubrication systems, 
the refill when used regularly guards 
against fuel pump damage, oil waste 
and oil fumes inside the car, accord- 
ing to the manufacturer. A change of 
filters every 5,000 miles is recom- 
mended by the company. 

Want more info? Use coupon on 

page 113 and you will get it! 


715—Refrigerant 


“Air-Con” refrigerant “Freon” 12 
in easy-to-use disposable cans, pre- 
cision-packed with a measured charge 
of 15 ozs., has been introduced by 
Allstadt Mfg. Co., 1922 S. Akard St., 
Dallas 15, Texas. 

Want more info? Use coupon on 

page 113 and you will get it! 
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You make more installations when you tell your 
customers you want their muffler business 


These brilliant, permanent three-color signs signal your 
customers that you're ready, willing and able to install 
the finest mufflers money can buy. Ask your N-A*P+A 
Jobber about this profit opportunity. 








“ay 


you quiet the motor... 
keep the power... 
refute Mm 4-1-1 Maal-Matrtieliil-js 


Soundmaster has everything your customer 
Vr Tah eed elale Mm hi-Mmerelabdlalel-lemelll(-)a-laleM-t-)clale Mm elelu lie 


because it's ‘‘Corrosion-Ba/anced." 


Everything you want— because it fits properly, 
installs easily, and is quickly available for any car— 
from your nearby N-A-P-A Jobber. 


De KOVEN MANUFACTURING COMPANY + RACINE, WIS 





Presidents of Factories and Dealers Blast Away 


EORGE Romney said recently the 

National Automobile Dealers 
Association is no more than a 
“catspaw” and is unwittingly “un- 
dertaking to become a dealer un- 
ion.” 

Speaking from the same plat- 
form at a Pinehurst hotel as ten 
years earlier when he was manag- 
ing director of the Automobile 
Manufacturers Association but of 
which he is now president, and 
again before the North Carolina 
Automobile Dealers Association 
convention, the president of Amer- 
ican Motors Corp. answered a con- 
demnation of the manufacturers 
delivered by NADA President Dean 
Chaffin of Bozeman, Mont., earlier 
the same day. 

By seeking federal legislation to 
cure industry ills, Romney said, 
NADA has become the “catspaw” 
for dealers who would not dare to 
favor such methods in their own 
name. 

He compared NADA to the Na- 
tional Association of Manufactur- 
ers from which, he said, American 
Motors has withdrawn because it is 
no more than a catspaw. 

Earlier, Chaffin declared NADA 
had exhausted all means of solving 
dealer problems within the indus- 
try, largely because of the refusal 
by manufacturers to cooperate. He 
said federal legislation is the last 
resort. 

Romney answered that NADA 
has overlooked one alternative— 
the dealer councils maintained by 
every manufacturer. “American 
Motors will deal with any problem 
the dealer council wants,” he de- 
clared. 

As to American Motors’ refusal 
to go along with NADA’s plan for 
“territorial security,” the decision 
was that of its dealer council, he 
declared. 

“The principal thing blocking 
cooperation between the manufac- 
turers and dealers,” he insisted, “is 
a difference in concept.” 

“Dean Chaffin is wrong when 
he says that NADA has a respon- 
sibility to help dealers make a 
profit,” he told the N. C. dealers. 
“This perverts and corrupts coop- 
erative action. It is using power 
just as the unions.” 

NADA’s “failure,” he continued, 
is not recognizing a distinction be- 
tween the area of competition and 
the area of cooperation. 

NADA is improperly dealing in 
franchise problems, he said, add- 
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ing that American Motors. doesn’t 
have “to put up with what dealers 
of other lines want.” 

“The dealers should organize on 
a line basis and go to their manu- 
facturer to work out problems,” 
he said. 

One nationally-prominent dealer 
present rejected the dealer council 
“alternative.” C, A. Cronin of Cin- 
cinnati, who has served on Ford’s 


dealer council and who was a 
speaker at the convention, declared 
the council ineffectual. 

Lee A. Folger, a veteran Char- 
lotte, N. C., Buick dealer, answered, 
“T cannot agree with some of his 
(Romney’s) analyses, because we 
have tried this dealer council busi- 
ness, and so far have not gotten 
where we would like to with it.” 

Romney warned, “If we don’t 








FOR PASSENGER CARS AND STATION WAGONS — 
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or on the Bea with 
HB}rakes {Exhaust [ina | 00g 


When you install a set of MOOG PH 
Helper Springs, check coil springs and 
shock absorbers ...sell the complete 
under-car job! The MOOG BEAM 
PROGRAM offers a proven plan to 
help you get this profitable extra 
business. For details, write Moog 


Industries, Inc., St. Louis 14, Mo. 
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solve our competitive problems, we 
are going to lose our competitive 
system ... the men heading up 
labor will take over.” 

In condemning federal legisla- 
tion, Romney stated “either our in- 
dustry is in the competitive area 
or it is in the area of public laws 
and regulation.” It can not be in 
both, he said. 

In a competitive economy “the 
consumer is king,” he continued, 
and any corporation that can not 
win the customer to its side dies. 
“It should die,” he added. 


If American Motors loses its 
competitive battle, it is not going 
to Washington to ask for special 
help, he said. “If we lose, we'll 
disappear,’ the Rambler-maker 
concluded. 

W. F. Hufstader, General Motors 
distribution vice-president, told 
the dealers the United States has as 
crying a need for salesmen as it 
has for scientists. In the current 
economic situation, he added, the 
need for “real salesmen” probably 
is even greater than that for scien- 





GARAGE AND SERVICE STATION OPERATORS 
_..shere’s the easiest way to capitalize on today’s most profit- 
able under-car market, resulting from weak rear springs. 


PH 4 
Contains 


1 PH-151 Chevrolet 55-57 
1 PH-253 Ford 57-58 

1 PH-653 Plymouth 57-58 

1 PH-750 Oldsmobile 54-58 


A whole program in a single package! 
Includes handy display rack, 4 popular 
sets of MOOG PH Helper Springs, 
window banner and envelope stuffers. 
Order now from your MOOG Jobber. 


MOOG PH Helper Springs install 
usually within 15 minutes. Easy 
ride, loaded or unloaded. Last life 
of car. Quiet. Low cost. No more 
effective way to restore rear- 

end height! 
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Top: President Romney 
Bottom: President Chaffin 


In a seminar, three outstanding 
dealers laid down ways dealerships 
can trim expenses and streamline 
their operations for more effi- 
ciency. 

Samuel L. Marshall of The Mar- 
shall-Field Motor Co, (Ford), 
Cleveland Heights, Ohio, declared 
that if business is “lousy,” dealers 
have no one to blame but them- 
selves. He warned the dealers their 
sales forces can no longer be “order 
takers.” In this age of specialists, 
he said, they must be “profession- 
als,” they must be highly-trained 
men. 

Cronin of Cronin Motor Co., Inc. 
(Ford), Cincinnati, Ohio, declared 
an automobile dealer’s “basic, fun- 
damental importance” is not sell- 
ing cars, but providing service. 
Although cars are distributed 
through the dealers, Cronin said, 
the dealer’s primary responsibility 
to the public is to keep it mobile. 

NADA Treasurer John H. Lander 
of Lander Motors, Inc. (Dodge- 
Plymouth), Atlanta, Ga., told the 
dealers how he managed to trim 
his expenses $12,000 a month be- 
tween January and March of this 
year. Faced by necessity, he said, 
he instituted expense control pol- 
icies he never thought possible be- 
fore. (See page 45.) 

To his surprise, he added, the 
measures have not hurt sales. 
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Low-Cost Display 
(Continued from page 49) 


everywhere. Some are custom- 
built to dealer specifications. 
Others, perhaps less expensive, are 
custom-manufactured. To be more 
specific, some manufacturers fab- 
ricate to measurement and design. 
Others make it more economical 
by offering standard units that 
can be utilized in multiples to 
cover the desired area. 

You can call it an awning, 
canopy, carport, cover or shade. 


Whatever the manufacturer calls 
his product, net result is the same. 
The dealer gets his merchandise 
and his prospects in out of the 
weather and everyone seems to 
like the idea — from dealer to 
used-car manager to salesman and 
prospect. 

The advantages to all concerned 
are quite tangible, although the 
list of advantages is _ limited. 
When you say that overhead shel- 
ter protects the finish of the car, 
keeps it cleaner, represents an ad- 
vertising value and provides com- 





MAKE & MODEL 





FRONT WHEEL 


BUICK 
All models 





FOR 1958 
GM CARS 


HAVE 


CHANGED! 


Send for free supplement of other 1958 bearing applications. 
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CADILLAC 
Series 60, 62 & 70 


Series 75, 
Brougham & 86 





CHEVROLET 


All 6 cylinder 


All 8 cylinder 
& Corvette 








PONTIAC 








PLUS PROFITS! 


Gain the jump on your compet- 
itor by stocking these new wheel 
bearings for GM Cars. Many of 
these changes are the first since 
1941 so don’t get caught short 
when your customers need a re- 
placement for this tremendous 
market. The usual L&S quality 
prevails assuring your customers 
of the utmost service and de- 
pendability. 


BEARING COMPANY 


P.O. BOX 995 * OKLAHOMA CITY, OKLA. 





fort for the prospect, you have run 
through most of the list, but not 
all. That list of advantages came 
from a new-car dealer who spends 
much of the summer in an air-con- 
ditioned office and whose used-car 
lot is a block distant. His used-car 
manager supplied a_ different, 
more glowing description. 

In Dallas, Texas, Calhoun 
Chevrolet Co. erected in early 
spring of this year what may be 
one of the biggest, most colorful 
and eye-catching overhead shel- 
ters for used-cars in the South. 

This metal shelter extends al- 
most solid for a block in two di- 
rections, has a gabled roof, is 20’ 
wide and is finished in wide stripes 
of yellow and blue. It has a 
valance, or drop, from the depth 
of the roof pitch. The color scheme 
may have been psychologically 
selected, since it produces an air 
of gaiety. 


Offers All-Weather Help 


E. Claude Simmons, the used- 
car manager, had this comment: 

“For one thing, it provides all- 
weather protection for cars. Once 
they are clean, they stay clean, so 
shelter reduces maintenance costs. 

“It provides all-weather shop- 
ping comfort for ecustomers—in 
rain, sleet, snow or hot summer. It 
adds an air of dignity and refine- 
ment to a used-car lot, actually 
gives a used-car lot a showroom 
atmosphere and makes possible a 
much more attractive and colorful 
display of our merchandise.” 

Simmons added that since the 
shelter had been in use only about 
two or three months, it was too 
soon to detect an effect on sales. 
Used-car salesmen have about the 
same reaction, he said. 

Although this salesman men- 
tioned all seasons, it is doubtless 
the hot summer of the South and 
Southwest, and a _ traditionally 
merciless sun that builds up dead 
pigment on car finishes, that sells 
shelters to car dealers. And that 
season is about here. 

One manufacturer went to the 
trouble of getting a report from a 
testing laboratory on the inside 
temperature of a car that sits in the 
sun on a hot summer day. The re- 
port recorded that inside tempera- 
tures of cars thus exposed goes up 
as high as 139°—always 40° higher 
than temperature outside in the 
shade. 

What the laboratory neglected 
to report on was the doorside 
temperature of a car in early 
evening hours, after a day in the 
sun, As everyone knows, a car that 
has been thus exposed packs a 
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A good reputation is one of your most 
valuable business assets. And it depends 
to a large degree on the performance of 
the parts you handle. That’s why it pays 
you to sell a complete line of Thompson 
chassis and front end parts. 

Thompson parts have an envied repu- 
tation of their own—the original equip- 
ment line. Every well-known manufac- 
turer of cars, trucks, tractors and buses 
uses Thompson parts as original equip- 
ment. They know Thompson parts can 
be relied on to give outstanding service 
.-. to satisfy their customers. 


Do as the automotive manufacturers 
do. Buy Thompson chassis and front end 


parts. Their dependable performance 
protects your reputation, helps your 
business grow, 


Tp 


VT XMAS 


CLEVELAND 3 


OHIO 
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JOE’S SHOP— = GrramamHunrer 











"GO RELAX IN TH’ OFFICE, LADY/— 


ON THIS JOB BACK-SEAT DRIVIN’ 
WON’T BE NECESSARY !/!" 


motor jobs turn out sweeter 
when you install... 


NManiey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville: J. S. Connell 
Co., Dallas. 





Photograph shows a portion of the 
100 attendees of a Sherwin- 
Williams new products demonstra- 
tion and paint clinic held last 
month at Holston Auto Supply 
Co., Kingsport, Tenn. ssisting 
with demonstrations and instruc- 
tions were E. W. “Buzz” Windsor, 
S-W general manager, automotive 
division, and Regional Manager 
J. S. “Smitty” Comer. 


temperature radiation wallop un- 
til after dark. 

With overhead shelter, night dis- 
plays seem to be more effective 
and, according to one dealer, a 
shelter reduces the amount of 
light needed to illuminate the 
merchandise. The dealer is Ralph 
Grafe, Grafe Auto Co., Moss Point, 
Miss., who reports that a cover for 
cars cuts the light bill in half. 

This is understandable, since the 
principle is the same as in flash 
photography. Light from a flash 
bulb dissipates in all directions 
without a reflector. 

From Guthrie, Okla, F. L. 
Scrutchfield of Scrutchfield Motor 
Co. reported that outdoor shelters 
“have really been a life-saver in 
this 103°-plus heat” and that “they 
really helped us sell more cars, 
both new and used.” 

And in Jonesville, La., G. D. 
Babin of Babin Motors testified 
that his installations withstood the 
tearing winds of Hurricane 
Audrey. 

Therefore, according to all the 
evidence available, an overhead 
shelter for outside display of auto- 
mobiles, either new or used, is a 
good investment. Dealers who have 
made the investment think so, and 
that this is a form of sensible 
sales promotion in a sagging mar- 
ket. 

So far as SAJ has been able to 
determine, putting outside dis- 
plays under shade, or leaving them 
in sun, is a matter of choice among 
individual dealers. For although 
there have been reports that this 
or that factory is urging dealers to 
shelter outside displays, confirma- 
tion is unavailable. With condi- 
tions what they are, it isn’t reas- 
onable to believe factories are tell- 
ing dealers what to do. 


Fruehauf Elects Grace 


Election of William E. Grace as 
a director of Fruehauf Trailer Co. 
has been announced by President 
Roy Fruehauf. Grace was formerly 
general manager of Hobbs Trailers 
in Fort Worth, Texas. 
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One hundred and 11 persons, in- 
cluding many body shop men from 
the Pee Dee section of South Caro- 
lina, attended this paint clinic last 
month at Alford Parts Co. in Flor- 
ence, S. C. First four men on front 
row of this composite picture are 
“Mac” Helms, Bill Reaves and Bob 
Gryder of E. I. du Pont de Ne- 
mours & Co. and N. Frank Alford. 


Union in Your Future 
(Continued from page 51) 


tion in the area, such as whether 
there were previous organizing ef- 
forts by other unions and previous 
strikes. 

With all this information at 
hand, the organizer proceeds to 
make initial contact with the em- 
ployes. In this connection he seeks 
out potential leadership among 
employes in the dealerships who 
can aid in the drive, and he seeks 
detailed information about the im- 
mediate problems and grievances 
of the employes. 

Now how does he do these 
things? He may engage employes 
in conversation at the restaurant 
or tayern across the street, and he 
may obtain the names and ad- 
dresses of employes from other 
employes who previously have 
expressed an interest in the union. 
He may also introduce himself to 
employes at the entrance to the 
establishment, and he may check 
with union members working in 
other establishments near those he 
is seeking to organize. 

Another favorite method of get- 
ting information is for the or- 
ganizer to “plant” someone in the 
employ of the dealer. His “plant” 
can be another organizer or a 
wife who generally will seek a 
part-time or temporary job. The 
“plant” cannot be fired for union 
activities and once in, he or she 
can prove extremely helpful in 
getting all kinds of information to 
the organizer. 

The organizer is now ready to 
make home calls on the employes. 











They depend on you... for shocks, too! 


Tire check, oil check . . . every service you perform is vital to the 
safety and comfort of your customers. Make sure you include 
shock absorber inspection. 

Shock absorbers wear out just as any other critical part. Yet 
many of your customers are unaware of the importance of driving 
on good shock absorbers. Remind them that shocks should be 
checked every 10,000 miles . . . usually need replacing every 25,000 
miles. It’ll increase your sales and profits . . . add satisfied customers. 


And when you replace shocks, get 


for a dependable ride 


THE GOLDEN GLIDE 
a ——————— SHOCK ABSORBER CO. 
shock absorbers. J CLEVELAND 15, OHIO 
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These are generally made in the 
evening, and the employes are 
asked to keep the home visits a 
secret until the organizing drive 
comes out in the open. 

The next step is for the organ- 
izer to call a union meeting by 
handing out eye-catching leaflets 
to the employes as they go to and 
return from work. The meeting 
will be called for an evening 
which will draw the greatest num- 
ber of persons. At the meeting the 
organizer will talk simply and will 
take the grievance information 


from his files to show the need 
for a union. 

During the course of the meet- 
ing, he will seek employes who ap- 
pear to be most interested and will 
use them as a nucleus to assist him 
in setting up and conducting fu- 
ture meetings. He will promise 
membership with no _ initiation 
fees if they join before the union 
is recognized. Obviously, the job 
of the organizer will be easiest if 
morale is low, if there are a great 
number of unadjusted grievances, 
and if the pay scale is below the 





T 


SS TIRE 


CAMEL IS THE PATCH 


THE WORLD’S LARGEST LABORATORY RESEARCH AND 
ROAD TESTING PROGRAM ON REPAIRING TUBELESS 
TIRES HAVE DEVELOPED CAMEL TIRE AND TUBE RE- 
PAIR MATERIALS TO A POSITION OF WORLD-WIDE 


LEADERSHIP. 


WRITE FOR ILLUSTRATED INFORMATION 


H. 8. EGAN MANUFACTURING CO. 


Want more facts? Use Reader Service Card Page 113 


the safe... sure 
permanent way is 


the PROVED HOT 
VULCANIZING PATCH 


-- IT’S EASY TOO! 


TO USE 





MUSKOGEE / OKLAHOMA 


Howard Eves of Pasadena, Calif., 
immediate past president of the 
Independent Garage Owners of 
America, suffered three heart at- 
tacks within 36 hours last month. 


community level. 

A dealer will usually become 
aware that a union organizer is 
contacting his employes before the 
organizer contacts him directly. He 
will learn of this from reports of 
supervisors who overhear the em- 
ployes talking, from an observance 
of union organizers talking to his 
employes, or from the distribution 
of handbills. 

As soon as this situation arises, 
the dealer should not only re- 
appraise his own employe rela- 
tions program (and as I have al- 
ready said, he should really do this 
long before there is even the 
slightest hint of union activity) but 
he should take certain additional 
steps as well: 

1—He should contact other 
dealers in town 2nd determine if 
the union is seeking to organize 
them too. Mutually beneficial in- 
formation should be exchanged. 

2.—He should keep his super- 
visory staff informed and ask 
them to keep him informed as to 
any change in employe attitude, 
demeanor and conduct, which 
could indicate they are engaged in 
union activities. 

There are certain things, how- 
ever, which the dealer should not 
do, lest he commit an unfair labor 
practice within the meaning of the 
National Labor Relations Act. 
Thus, he should not permit super- 
visors to attend union meetings or 
otherwise engage in surveillance 
of such meetings; he must not 
threaten to fire or punish an em- 
ploye for union activities, and he 
must not grant or promise wage 
increases or special concessions in 
order to keep the union out. 

If wage increases are granted at 
this time, he should be sure they 
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want Delco DC batteries. That’s why they’re easier to sell. 


Three separate surveys were made by three different national magazines. All proved that Delco 
is America’s No. 1 battery preference. But why not? Delco Dry Charge batteries stay factory- 
fresh, they’re priced right, and backed by General Motors warranties that are good all over 
the United States and Canada. More than that—Delco is supported by the strongest advertising 
in the industry: on TV, “High Adventure with Lowell Thomas”; on radio, Lowell Thomas 
Newscast; plus full-page ads in Life, Look, Post, and Reader’s Digest. Maybe none of your 
customers are guided missile men, but battery sales will rocket anyhow if you stock Delco. You 
see, it’s easier to sell Delco DC, because more people know Delco DC. 


Quality built by Delco-Remy 
distributed nationally through 


General Motors leads the way—Starting with Deleo Batteries 
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are given pursuant to a previously 
established pattern. Furthermore, 
the dealer must not bar employe 
union representatives from solicit- 
ing union memberships during 
non-working hours. 

Now after the union organizer 
believes that a substantial percent- 
age of the employes are signed 
up, he will contact the dealer in 
person or by phone or letter, ask- 
ing that the dealer recognize the 
union. I would suggest in all such 
cases that the dealer tell the union 
that he has no assurance the em- 


ployes have actually authorized 
the union to act for them; that he 
will not look at any authorization 
cards because he does not know 
the circumstances under which 
they were signed or whether they 
are legitimate, and that only if the 
National Labor Relations Board 
certifies the union, will he recog- 
nize it. 

Let us assume that the union 
then files a representation petition 
with the National Labor Relations 
Board. What should the dealer 
then do? 





_— 


= By 


for ANY customer's choice 

The best of every basic type hose clamp is in the 

IDEAL line. Where “‘quality is crucial’ he’ll want a 
worm drive HY-GEAR. Where the “need ig speed” 

the worm drive SNAPLOCK with the swivel action 

fills the bill. The mechanic who seeks a multi-duty strap 
type clamp will ask for a WRAPLOCK—and an 

AUTO-LOCK will replace the original equipment 

choice of car manufacturers. Get ’em all from your jobber 
for easy ordering, complete customer satisfaction. 


“SINGLE SOURCE” 


435 LIBERTY AVENUE, BROOKLYN 7, N. Y. 
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Above all, he should proceed to 
inform his employes of the em- 
ployment benefits they enjoy and 
of the disadvantages of union 
membership. He may do this either 
by distributing bulletins to them 
or sending letters to their homes 
or by making speeches to them. 
The dealer’s big job at this point 
is to see to it that all employes are 
given the facts. Thus, those em- 
ployes who do not want union 
representation can take the facts 
and rebut the employe union or- 
ganizers’ arguments. Remember 
that the employes who do not want 
a union are the most effective 
force in defeating an organization 
drive. 


Car Radar Signals 
Traffic Hazards 


ADAR that automatically warns 
the automobile driver of traf- 
fic hazards is now undergoing tests 
under actual road conditions and a 
production version of the device is 
under development, according to a 
report presented recently to the 
Conference on Electronic Controls 
and Highway Safety in New York. 
Engineers of the Research Lab- 
oratories Division of Bendix Avia- 
tion Corp. described the device 
and said its manufacture at a prac- 
tical price presents “no real diffi- 
culty.” 

The Bendix development fea- 
tures a radar antenna about the 
size of a hollowed-out steak plat- 
ter in the front radiator grille. 


Dodge Elevates Two 


Appointments of Stephen J. 
Tompkins to the newly - created 
position of chief engineer and di- 
rector of truck product, and George 
W. Gibson to chief engineer and 
director of car product, have been 
announced by M. C. Patterson, 
vice-president of Chrysler Corp. 
and general manager of Dodge Di- 
vision. Tompkins and Gibson will 
have responsibility for product and 
volume planning and the coordina- 
tion of market and engineering re- 
search. 


Milner Colleague Sells Out 


Ben H. Nelson, former Mississip- 
pian, has sold his partnership in- 
terest in Dumas Chevrolet Co., 
New Orleans, La., to R. E. Dumas 
Milner of Jackson, Miss., because 
of health reasons. Victor C. Tinder, 
formerly assistant general man- 
ager, has been named general man- 
ager. 
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Jobber News 


(continued from page 61) 





Middle Atlantic Decries 
UMS-Richfield Deal 


| pce an agreement be- 
tween United Motors Service 
Division of General Motors and 
Richfield Oil Co. as a step toward 
taking over the already developed 
market of the service station as a 
repair depot, the Middle Atlantic 
Automotive Wholesalers has adopt- 
ed a resolution which stated, in 
part: 

“Since the advent of the replace- 
ment parts business, the independ- 
ent wholesalers, singly, and even 
with much opposition from the 
major oil companies, have develop- 
ed the service station as a repair 
depot for over 60 million cars now 
on the roads. This is especially true 
of the so-called minor repairs, such 
as tune-up, brake service, shock 
service, etc. 

“Now that this market has be- 
come a pretentious one, it is being 
looked at with an idea of taking 
over by the major oils in collusion 
with the car manufacturers. 

“The wedding of two such giants, 
United Motors Service Division of 
General Motors and Richfield Oil 
Co., is in our mind a step toward 
taking over an already developed 
market by a combine that has pow- 
erful, compulsive and contractual 
advantages denied to all competi- 
tion in the same market.” 

The group went on record as 
“~ublicly decrying “this first act of 
capturing a market by eliminating 
basic elements of competition and 
substituting therefor pressure, co- 


Guy Dawson has been employed 

as salesman in the Thomasville, 

Ga., area by Keenan Auto Parts 

Co., Inc., Albany. A veteran of 

some 20 years in the parts business, 

Dawson is well known in the ter- 
ritory. 
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ercion, compulsion, contractual ar- 
rangement, etc., none of which is 
available to competition.” 

The resolution became part of 
the records of the association, 
which voted to send copies to in- 
terested persons, including con- 
gressional committees, Federal 
Trade Commission, Federal Bureau 
of Investigation, national automo- 
tive trade associations, the trade 


press, United Motors Division and 
Richfield Oil Co. 

President of the association is 
John H. Jones of Lansdale, Pa. 
Other officers include Leonard 
Quinn of Auto Accessories Co., Inc., 
Alexandria, Va., secretary, and 
Calvin Cropper of Salisbury Auto- 
motive, Inc., Salisbury, Md., a di- 
rector. 


Wadel-Connally Co. of Orange, 
Texas, has added a new salesman, 
W. W. Ellis, Branch Manager T. G. 
Whitener announced. 





xS a 
LISLE CORPORATION 


Clarinda, lowa 





DURABLE 


f 
f 


* 

. with FAMOUS RALCO ROLLERS 
Unmatched for perform- 
ance and value, these 
creepers, available in an 
eleven-model range of 

types, sizes and prices, are 
all designed for long, com- 
fortable service and made 
of the finest, kiln-dried 
hardwood. 


Jeepers Creepers are low- 
slung, easy to maneuver 
and fitted with soft, plastic- 
coated headrests that are 
resistant to acid, grease, 
gas and alcohol. 


sk 
RALCO 
ROLLERS 

Provide moximum roiling ease with 


minimum height. Amazing load car- 
trying ability. 


ASK YOUR JOBBER 
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North Carolinians to Air Shortage 
Of Mechanics; Booths Being Planned 


re need for action to combat 
the growing shortage of skilled 
mechanics will be stressed at the 
annual ‘convention ~ of -the North 
Carolina Automotive Wholesalers 
Association June 22-24 at Grove 
Park Inn, Asheville. 

Mel Turner, Chicago garage 
owner and curriculum director of 
National Standard Parts Associa- 
tion’s vocational education pro- 
gram, will speak on this subject, as 
he has at other meetings in the last 
several months. 

Another speaker, it was an- 
nounced by Executive Secretary 
Jesse F. Jones, Jr., will be Charley 
Cullen, sales management con- 
sultant of Chicago and Charlotte, 
N. C. 

The convention will discuss 
NCAWA’s new business insurance 
program, sales tax problems af- 
fecting its members and plans for 
sponsoring future wholesaler man- 
agement institutes at the Uni- 
versity of North Carolina. 

For the first time the association 


Mel Turner 


will have a booth conference in 
connection with its convention. 
Approximately 25 booths, at $50 
each, will be set up at the luxury 
resort hotel. 

Early arrivals on Saturday, 
June 21, will have golf privileges 
at the Asheville Country Club, 
which adjoins the inn, and swim- 


ming and other recreational activi- 
ties. The registration desk will 
open at 9:30 a.m. Sunday. 

Carolinas Booster Club B-33 will 
sponsor a social and cocktail hour 
Tuesday night preceding the ban- 
quet. A detailed program has been 
arranged for the ladies. 

L. T. White, Jr., of Motor Bear- 
ings & Parts Co., Raleigh, is presi- 
dent and S. B. Norton of Burling- 
ton is vice-president. N. B. Starling 
of Raleigh is treasurer of the as- 
sociation. 


Southerland Joins Van Norman 


G. C. “George” Southerland, Jr., 
has joined Van Norman Automo- 
tive Equipment Co., covering Vir- 
ginia, the Carolinas and Eastern 
Tennessee from his Fountain City, 
Tenn., headquarters, which will 
soon be moved to Charlotte, N. C. 
He previously was with Black & 
Decker and earlier was a jobber 
salesman at Concord, N. C. 


“Harold Fowler has been pro- 
moted from delivery to counter 
and one-day country sales,” an- 
nounced E. A. Jenkins, Jr., man- 
ager of Jenkins Automotive Parts 
Service, Inc., Columbia, S. C. 





COSIUE 


mountain climbing . . . in nature’s most 


High in the majestic mountains of Vir- 
ginia, Hotel Mountain Lake provides the 
ultimate in vacation pleasures. A crystal 
clear lake for fishing, swimming, boating. 

. horseback riding, golfing, tennis, 


scenic setting. Invigorating climate, 
crisp, cool nights. Choice of excellent 
hotel accommodations or secluded rustic 
cottages. 


AMERICAN PLAN — REASONABLE RATES 





e-’ Open June ist thru Sept. 15th 
Write to Hotel 


MOUNTAIN LAKE 


Mountain Lake, Virginia 
OFFICES: 





wood; Dallas—the Baker and the 
Travis; El Paso—the Cortez; Gal- 
veston — the Buccaneer, Galvez, ) New VouB........ 
Seahorse, Jean Lafitte and Coro- 
nado Court; Larede — the Plaza; 
Lubbock — the Lubbock; Marlin — 
the Falls; San Angelo—the Cac- 
tus; San Antonio—the Menger anc 
the Angeles Courts. —— 
Mountain Lake — the uatain 
Lake; Norfolk—the Mmonticelie: 


ALABAMA: Mobile—the Admiral 
Birm the Thomas 


cotta er 


INDIANA: la- 


AFFILIATED 


Circle 7-6940 


Semmes; 
Jefferson. 
Washi 


NEBRAS Mexico City 
e Paxton. NEW MEXICO: Clovis % 
per A Clovis. SOUTH CAROLINA: Washington... 
Columbia—the Wade Hampton. 
TEXAS: Austin — the Stephen F. 
Austin; Brownwood — the Brown- 


EXecutive 3-6481 


Free Inter Hotel Teletype 


” Galveston SOuthfield 5-8536 Reservation Service 
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Truslow and Bragdon Will Address 
Alabama Convention on June 16-17 


WELL-KNOWN Southern 

wholesaler and a_ factory 
executive are among the speakers 
set for the annual convention of 
the Automotive Wholesalers As- 
sociation of Alabama at Hotel 
Bankhead in Birmingham June 
16-17. 

H. B. Truslow of Richmond 
Auto Parts, Inc., Richmond, Va., 
will speak on “How a Parts Jobber 
Can Make a Profit” and Dudley 
Bragdon, vice-president of Carter 
Carburetor, St. Louis, Mo., will 
speak on “The Future of the Parts 
Jobber.” 

Other speakers will include: 

Willis Darby, an attorney for 
the National Labor’ Relations 
Board for nine years but who has 
been practicing in Mobile for him- 
self on the management side for 
the past two years and whose sub- 
ject will be “Wage-Hour Law Dis- 
cussion.” 

(A question-and-answer period 
will follow his remarks, with Jack 
Rhodes of Birmingham, the con- 


vention chairman, as moderator 
and these panelees: John Briggs of 
Evergreen, Gillis Cammack of Sel- 
ma and A. K, McClure of Gads- 
den.) 

G. Maynard Smith, prominent 
labor-management attorney of At- 
lanta, whose topic will be “Em- 
ploye Relations.” 

Dr. James L. Brakefield, director 
of public relations of Liberty Na- 
tional Life Insurance Co., Birming- 
ham, who will address the lunch- 
eon session at noon Tuesday, 
June 17. 

Art Briese, humorist, will be 
heard at the Monday night ban- 
quet which will follow a cocktail 
and social hour. 

Only wholesalers and their in- 
vited guests will attend. 

AWAA officers include D. B. 
Jones of Opelika, president; Carl 
Davis of Mobile, vice-president; 
Lee W. Meriwether, Jr., of Mont- 
gomery, treasurer, and John W. 
Rooney, who is the executive sec- 
retary. 


Top: H. B. Truslow 
Bottom: Dudley Bragdon 





PICTURE OF A SMART JOBBER 








AUTOMATIC TRANSMISSION PARTS 


Tramco Industries Ine. 
125 WEST END AVE. « NEW YORK 23, N. Y. 
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“Tramco has been one of our 
fastest growing lines. Nation- 
wide Warehouse Distribution 
and complete Line of Parts 
and Repair Kits has helped us 
to sell Tramco products to the 
trade. Made to exacting spe- 
cifications, Tramco parts are 
accepted as equal to the 
original.” 


MR. C. A. McLEAN 
McLean Auto Supply 
Co 


rp. 
22nd and Llewellyn Ave. 


Norfolk, Va. 





Look To The 
BIG “‘T” Line For 
® GASKET SETS 
e “O” RINGS & KITS 
© BUSHINGS 
® SEALING RINGS 
® PISTON SEALS 
® HARD PARTS 
For All 
Automatic 
Transmissions 
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FOR EVERY 
TUNE-UP! 








MILESMASTER 


FUEL PRESSURE 
REGULATOR 


Youcanget more dollars out 
of every engine tune-up... 
and make your customers 
happier, too. . . by install- 
ing a genuine Milesmaster 
Fuel Pressure Regulator. 
Makes every engine run 
better, smoother, saves 
gas. One model fits all 
vehicles. 


Distributed by 
Leading Jobbers 
Everywhere .. . 
Or Write Direct 
For Information 


MILESMASTER, inc. 


6 North Michigan Avenue 
Chicago 2, Illinois © DEPT. A 
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Pictured are attendees at a sales breakfast which AC Spark Plug Di- 

vision of General Motors held recently with the sales force of Coiner 

Parts Co., Staunton, Va., at the Ingleside Hotel. Standing are (I. to r.): 

I, E. Smith and Howard R. Jones, AC zone and regional managers, re- 

spectively; Charles E. Kennard, manager of Coiner Parts, and John W. 
Seibert, territory manager. 


Tourne Opens Branch Store 


Tourné Auto Parts of Hobbs, N. 
M., opened a branch store in 
Lovington June 1, Owner Paul D. 
Tourné, Sr., announced. Manager 
is Doyle Blakely and assistant 
manager is Edd Clark, both for- 
merly of Gunn Motor Supply of 
Lovington. 


“We have added two outside 
salesmen, Harold J. Fernandez, 
covering city territory, and George 
Savoy, covering country terri- 
tory,” announced L. Raoul Gerac, 
president of Auto Parts House, 
Inc., LaFayette, La. 


Miss Margarita M. Ewald has been 
appointed executive assistant to 
Charles H. “Chuck” Davis, who is 
executive secretary of the Florida 
Automotive Wholesalers Associa- 
tion, according to President Clar- 
ence Babbitt of Genuine Auto 
Parts Co., Tallahassee. For ten 
years Miss Ewald was assistant to 
the managing director of the for- 
eign trade department of the World 
Trade Association of Cleveland, O. 
She is a graduate of Oberlin Col- 
lege, Detroit Business Institute and 
Academia Gregg of Mexico City. 


Harris Joins Tarheel Firm 


Bobby Harris has joined The 
Auto-Equip Co., Rocky Mount, N. 
C., to cover the eastern territory, 
Owner J. D. Winstead announced. 


Auto Spring & Bearing Co., Inc., 
Roanoke, Va., has added Pennzoil 
to its line, according to James G. 
Johnson. 





TULLER 
. . featuring convenience, comfort 
quality! A cosmopolitan atmos- 
phere in home-like setting. 
In the center of all downtown 
activities. Newly decorated. ts 
Ultra modern, comfortable guest # 
rooms ... excellent food at : 
moderate prices in our modern 
coffee shop and cafeteria. 


Radio and Television in room. 
Air Conditioned rooms in season. 
800 ROOMS 
WITH BATH from : 
GARAGE available at nominal % 


yh 
s ests in a 
ING Lor. 24 5: 


FAMILY RATES 
No Charge for Children 
12 and Under — 


Harry E. Paulsen, General Manager 
FACING GRAND CIRCUS PARK 
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H. Lester Flowers 


“Les” Flowers and Sons 
Own Revamped Firm 


ARTNERSHIP of The Flowers Co., 

Hickory, N. C., owned and op- 
erated by G. A. and H. Lester 
Flowers for the past 35 years, has 
been dissolved, with the latter re- 
taining his one-half interest and 
position of genera] manager of the 
company. 

John R. and David S. Flowers, 
both sons of H. Lester Flowers, 
purchased the entire interest of G. 
A. Flowers and joined the firm as 
partners and assistant manager and 
purchasing agent and as CPA and 
comptroller, respectively. 

The new partnership, with main 
offices and warehouse in Hickory, 
has opened an additional branch in 
Valdese. Other branches are locat- 
ed in Lenoir, Morganton and 
Statesville. 

R. E. “Gene” Hunter is manager 
of the Hickory store. Branch man- 
agers are R. E. Huggins in Lenoir, 
W. Ray Lockhart, Morganton, Royd 
Combs, Jr., Statesville, and Dennis 
Morgan in Valdese. 

Although retired from the firm, 
G. A. Flowers continues manage- 
ment of his other interests, it was 
announced 


Standard Motor Products 
Shifts Personnel 


LIFF Bradshaw has been trans- 

ferred by Standard Motor Prod- 
ucts from district manager in the 
Memphis, Tenn., area to district 
manager in Oklahoma, replacing 
Charlie Webb, who was transferred 
to northern California. 

Clay Currey, formerly assistant 
district manager in eastern Tennes- 
see and eastern Kentucky, was ap- 
pointed district manager in 
Memphis. Field Representative Bob 
Copeland has been named assistant 
district manager for Florida and 
South Georgia. 


ONLY GOOD BRAKES 


--- Stop cars safely! 


On cars equipped with 
“standard” brakes, IMCO 
DG (deluxe grade) BONDED 
BRAKE SHOE SETS, 
give “power” brake per- 
formance with every stop. 
And, they are the BEST 
type recommended for cars 
equipped with “power” 


brakes. 


10 E. LAFAYETTE AVE. 
BALTIMORE 2, MD. 








Many cases of tread separa- 
tion and blowout failures of 
tubeless tires are due to im- 
proper repair methods. Surest, 
safest way is with ACE hot 
vulcanizing patches. 


The complete 


met gatistac 
Guorant pel 


FREE illustrated Recommendation Card 
shows easy, quick way to make perfect re- 
pairs on all tubeless tires and tubes. 
WRITE FOR IT! 


ACE RUBBER COMPANY 


BOX 6147 DALLAS, TEXAS 
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A West Coast jobber, Bob F. 
Deriso of The Tampa Auto Parts, 
Inc., Tampa, shown seated here 
with his wife, is the program chair- 
man for the annual convention of 
the Florida Automotive Wholesal- 
ers Association, to be held Nov. 
14-16 at Hollywood. Shown looking 
on in this photo are R. L. Brown, 
manager of the Tampa firm, and 
Mrs. Nelson Barker, office man- 
ager. Al Hines of Hollywood is 
the convention chairman. 





Packaging Makes 


NS > eS 


HITCH-KWIK 


AND SOCKET COUPLER 


ee +> the Sale.. 


Your counter men and 
salesmen will enjoy quick 





sales closings with the dra- 
matic Hitch Kwik Coupler 
in the box that sells be- 
cause it tells. 


A complete line of trailer accessories: 
“"p kk tors, heavy duty Bump- 
er-frame trailer hitches, budget-priced 
bumper clamps, safety chains, extra balls, 
1000 and 1500 ib. capacity winches. 


MFG. CO. 
OSKALOOSA, IOWA 
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Now Magic tor DEGREASING 


engines and machinery 


DEGREASER 


The Original 
Self-Emulsifying Solvent 


GUNK simplifies all degreasing 
jobs... proven the world over! Just 
spray, brush or wipe on engines 
ond parts... then hose away thick 
grease with clear 

water! And 

your shop crew 

will endorse its 

safety features: 

low toxicity, non- 

caustic, high 

flash point. 


CC @ FO Rae 


(Home Office) South Canal St. — GUNK Chicago © 
> go Company 
LAWRENCE, MASSACHUSETTS Crients> Chicago 38 (Licensee) 
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Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 


HYDRAULIC 
JACK REPAIR KITS & JACK OIL 


JACK-PACK repair kits contain easy-to-follow instructions and all 
the packings necessary to make your jack work like new. And, be 
sure to use JACK-PACK hydraulic jack oil. It’s the only oil with 
complete instructions for filling and bleeding your jack on the can. 


Save Money...Try a JACK-PACK! 


@ No more big jack repair bills. 
@ No more high freight charges. 
@ No more long equipment tie-ups. 


Write today for free folder: 


MFG. COMPANY 
2115 No. Marianna Ave., Los Angeles 32, Calif. 


ORDER FROM YOUR JOBBER! 
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These warm days may be erasing your memories of last Christmas, but 


here’s an idea from The Auto-Equip. Co., Rocky Mount, N. 


C., which 


you may be able to use next Yule. Here you see a group of smiling em- 
ployes at their last Christinas party, at which all employes exchanged 


gifts with the others. 


“You can see from the looks they are well pleased 


and had a big time,” commented Owner J. D. Winstead of Auto-Equip. 


Texan Holds Service Meeting 


Neumeyer Motor Parts, Inc., 
Houston, Texas, held a_ service 
meeting in April, conducted by 
Sealed Power field service engi- 
neer Paul Morgan and Leonard G. 
Bruder, zone sales manager, to 
acquaint local service personnel 
with modern methods of handling 
problems in today’s automotive 
engines, President E. J. Neumeyer 
announced. A drawing for door 
prizes and refreshments followed 
the meeting. 


GM Elects Anderson of AC 


Joseph A. Anderson, general 
manager of AC Spark Plug Divi- 
sion of General Motors, has been 
elected a vice-president of GM. A 
veteran of 34 years with AC, An- 
derson will continue to head up AC. 


Mrs. M. D. Hudson Dies 


Mrs. M. D. Hudson, wife of 
Marvin D. Hudson, former partner 
and manager of Automotive Parts 
Co., Texarkana, Texas, and De 
Queen, Ark., died last month. 


Chuck Handley has been em- 
ployed for outside sales by Tourne 
Auto Parts, Hobb, N. M., while 
Pete “Guy” Price is stock control 
clerk and counter salesman, Paul 
D. Tourne, Sr., owner, announced. 

* * * 

James Howell has been pro- 
moted from counter salesman to 
buyer for Kennedy Supply Co., 
Shreveport, La. 

* *- * 

Gates tires have been added by 
DePew’s Auto Parts & Service, St. 
Cloud, Fla., Owner A. DePew an- 
nounced. 
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Dallas Texan Opens Branch 


Gene Schrock of Grove Auto 
Supply, Dallas, Texas, has opened 
a branch store, Cockrell Hill Auto 
Supply, at 4326 West Jefferson. 
Howard Payne, former warehouse 
manager for Neal Greenfield Co., 
is the manager. 


K-D Hires C, Paul Myers 


C. Paul Myers has joined K-D 
Mfg Co. of Lancaster, Pa., as di- 
rector of marketing and merchan- 
dising. C. P. Brewster continues as 
vice-president in charge of sales. 
Myers was fermerly connected with 
U. S. Asbestos Division of Ray- 
bestos-Manhattan., 


Virginian Promotes Bernick 


Henry C. Bernick, Sr., formerly 
outside salesman for Chesapeake 
Auto Supply Co., Norfolk, Va., has 
been appointed assistant sales 
manager, President Edward J. 
Brickhouse announced. 


Solvents Appoints McDaniel 


O. W. McDaniel has been ap- 
pointed eastern sales manager for 
Petroleum Solvents Corp., Presi- 
dent Raymond N. Greif announced. 
McDaniel will be in charge of 
sales for all Siloo products on the 
Eastern Seaboard. 


Burieson Manages Dallas Firm 


Burleson Automotive Supply has 
opened at 2100 McKinney, Dallas, 
Texas, with Sam Burleson as man- 
ager. Associated with Burleson in 
sales is Dennis B. Pickens, former- 
ly with Motor Supply and Beard 
and Stone in Dallas. 
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Change 
Truck Tires 


PAGER « 
—— 


Free frozen beads quickly with ex- 
clusive Ken-Tool Bead Looseners. 
They provide greater leverage . . 
loosen the most stubborn truck 
tire beads quickly, easily. 


PATENTED 
T-50 | 
Truck Bead Loosener 


LS EE ES ee ee es aes mes cee 














SEE YOUR JOBBER on the complete 
line of Job-Designed Ken-Tools. 
Forged by the largest exclusive manu- 
facturer of top-quality Tire-changing 


Tools and Equipment. THE KEN- 
TOOL MFG. CO., AKRON 5, OHIO. 


TIRE CHANGING 
TOOLS KNOWN, USED 
AROUND THE WORLD 


Ne mee ce any ne pees heme mee eee ee ee 


\ 


~ 
we 
oe 





FASTEST 


to install — pre-assembled 


EASIEST 


to stock — 12 sets do the 
job of 20! 


BEST 


/ performance — 
! 
, Tungsten 
\ Vent-0-lated 
\ 
x contacts 
7% 


KEM 1-PIECE 


TV POINTS 


REM 
KEM Manufacturing Co., Inc. lated 


: SINCE 1920 
Fair Lawn, New Jersey =m 


Send today 

for FREE 
information 
about 

KEM 1-PIECE 

== Vent-0-lated 
~ CONTACT SETS. 





My name 
Firm name 
Address 

City 
(CO Gas station (1) Repair shop [) Wholesaler 
Other 
Your parts distributor 


PLEASE RETURN COUPON 
FOR CATALOG SA-6 
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More than 125 factory men, manufacturers representatives, wholesalers 
and other industry officials attended this May 31 meeting of Automotive 
Booster Club B-6 at Atlanta to hear a panel answer questions for two 
and a half hours which had been submitted by B-6 members on many 
phases of warehouse distribution. It was one of the best-attended business 
sessions ever held by B-6. The panelees (lower photo) were (lI. to r.): 


John W. Duke of Automotive Dis- 
tributors, Inc., Nashville, Tenn., 
Edgar H. Rogers, Jr., of United 
Warehouse, Inc., Jacksonville, Fla., 
William C. “Bill” MHerbert of 
Southern Automotive Journal 
(moderator), Harry D. Rothman of 
Seaport Automotive Warehouse, 
Oakland, Calif., and Thomas S. 
Perry of Thomas S. Perry Co., At- 
lanta. Thomas C. Brown, president 
of B-6, opened the meeting, which 
attracted visitors from several 
Southeastern states. This was a 
sequel to a panel last fall dealing 
with “buying groups.” 


Truck Equipment Joins 
Florida Wholesalers 


gre Truck Equipment Dis- 
tributors Association, whose 
members specialize in the distri- 
bution of dump units, hoists, lift 
gates and other heavy-duty equip- 
ment, last month became a division 
of Florida Automotive Whole- 
salers Association. 

The truck equipment group is 
the second division of FAWA, the 
other being comprised of paint and 
body supply specialty jobbers. 


Putterman of Yankee Succumbs 


Benjamin Putterman, 66, presi- 
dent of Yankee Metal Products, 
Inc., died last month. He was one 
of the founders of the Norwalk, 
Conn., firm in 1915 and acquired 
full control in 1946. 








GENERATORS 
STARTERS 
and 
ARMATURES 
of highest quality 


THE VMC SYSTEM 
Established 1938 
and 
composed of independent 
rebuilders throughout 

the country using 

uniformly high standards 
in rebuilding 


QUALITY VMC UNITS 


THE YMC SYSTEM 
Atlanta 18, 
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Robert F. Coleman, formerly gen- 
eral manager of The Frank Corp., 
Savannah, Ga., will become sales 
manager of The Motor Supply Co., 
Savannah, on July 1, President 
George D. Snook of the latter com- 
pany announced. Coleman was for 
15 years Southeastern regional 
manager for The Electric Auto- 
Lite Co., headauartered at Atlanta. 


Crockett-Jordan Adds 
Duncan As Partner 


ROCKETT-JORDAN of Dallas, 

Texas, has added Bob Duncan 
as a partner and changed the firm 
name to Crockett-Jordan-Duncan, 
according to Partners Dave Crock- 
ett and Wynn Jordan. 

Duncan, who has taken over the 
Arkansas-Louisiana territory, was 
formerly associated with Hirsig- 
Frazier Co. 


Norton of Jacksonville Dies 
K. W. Norton of Jacksonville, 


Fla., well-known manufacturers’ 
representative, died last month. 





Complete stock 
VOLKSWAGEN 


RENAULT 
PARTS 


Largest stock direct from 
original parts importer 


COLUMBIA MOTOR CORP. 


EN 9-520C 
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Automotive Parts Owners 
Dissolve Partnership 


FTER 30 years’ partnership in 

Automotive Parts Co. of 
Shreveport and Monroe, La., Tex- 
arkana, Texas, and De Queen, 
Ark., M. D. and V. I. Hudson have 
sold their interests, the former 
leaving the organization and the 
latter remaining with the Shreve- 
port store as an employe. 

Each store is now individually 
owned and independent of the 
others. Burton D. Weaver is owner 
of the Shreveport firm and Fred S. 
Hightower, the Monroe organiza- 
tion. James A. Drewry and Al M. 
Weldin have purchased the Tex- 
arkana and De Queen operations, 
respectively. 


Alemite Promotes Hawkins 


William J. Hawkins has been 
promoted from assistant service 
manager to general service man- 
ager of the Alemite and Instru- 
ment Division of Stewart-Warner 
Corp. He replaces J. R. Reinsma, 
who was named manager of in- 
dustrial sales of Alemite lubrica- 
tion products. 


Montgomery Retires at Packard 


R. J. Montgomery, general sales 
manager of Packard Electric Divi- 
sion since November 1944, retired 
June 1 under the General Motors 
retirement program after 30 years 
of service with the division. L. C. 
Wolcott, former chief engineer, be- 
came director of sales and engi- 
neering. 


Minden, Texas, Gets Store 


Minden Auto Parts has been 
opened in Minden, Texas, by John 
Morris Preston, formerly of Tri- 
State Automotive Supply, Shreve- 
port, La. Associated with the firm 
are Bob Cole and Leroy Pickett, 
formerly employed by Automotive 
Electric in Minden. 


Tourne Auto Parts of Hobbs, N. 
M., has added. distributorship 
of Zerex and Auto-Lite batteries, 
as well as the Cherokee line of re- 
built units (through NAPA Den- 
ver, Colo., warehouse), according 
to Owner Paul D. Tourne, Sr. 


7 7 * 


H. E. “Cy” Young has replaced 
Glynn Goings as territory sales- 
man for Keenan Auto Parts Co. of 
Moultrie, Ga. Associated with the 
company since 1944, Young was 
formerly a Moultrie salesman. 


~ LITTLE LUBE - 
= Presents $4 
- THE én 
A) 3 MATIC ig. 


SCREW and SPRING 
HEADLIGHT TOOL 


el 


Has 3 separate bits 


for headlight and 
general service work, 


@ Spring 
Handling Bit 


F 














y WO 
B® O 


@ Cross @ Fiat 
Point Screw Head Screw 
Driver Bit Driver Bit 








NO TOOLS LOST 
NO LOST TIME 
with the new, 
easy cartridge 
loading action. 














wwstant PUSH-THRU cuance 


1, PULL 


UNIVERSAL LUBRICATING 
SYSTEMS, INC. 


OAKMONT, PENNSYLVANIA 
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Automotive NEWS BRIEFS 


{Continued from page 15) 





ment issue.) 

W. F. Hufstader, vice-president 
in charge of distribution for Gen- 
eral Motors, reviewed factors in- 
fluencing the market and said: 

“All these developments clearly 
call for a realistic appraisal of the 
kind of distribution setup that 
will best serve the market effec- 
tively and provide a gross profit 
opportunity that must be available 
to. dealers if the franchise system 
of distribution is to be sustained.” 

In the TADA president’s report, 
Sam White discussed _ safety 
measures on the highways, the 
new Texas law on brake fluid 
and pointed out that 275 Texas 
dealers had received TADA 
awards for lending cars for use in 
high school driver training. 

“We could certainly use better 
relations with the public,” he said, 
adding that it is his hope that 
“every dealer will sign a pledge to 
engrave the car serial number on 
all hub caps before the car is sold. 
This will retard hub cap thefts and 
juvenile delinquency. And I am 
told by police authorities that it 
will help them locate ‘fences,’ that 
the apprehension of one ‘fence’ is 
better than the apprehension of a 
dozen hub-cap thieves. 

“In so marking hub caps, we 
demonstrate that we are not mere- 
ly interested in selling the mer- 
chandise, but are also interested in 
protecting the merchandise after it 
is sold. 

“There has been considerable 
laxity in the enforcement of our 
old ‘blue laws’ and the present law 
does not have the teeth it should 
have. So we will sponsor a new 
law that will prevent new- and 
used-car dealers from opening on 
Sunday. That should get a good 
reception from the public.” 

The same set of statistics was 
used by two speakers, Bell and M. 
L. Goeglein, vice-president of Pa- 
cific Finance Corp., whose subject 
was, “11,000 Are Missing.” These 
figures showed that in January of 
1949 there were 49,173 dealers in 
the U. S., in January this year, 
38,091, a decimation of 11,082 
dealers. 

Goeglein said that 5,000 more 
dealers are expected to disappear 
from the scene this year, some of 
them because they have plenty of 
money and are tired of fighting the 
battle. 
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Other speakers included W. 
Heartsill Wilson, native of East 
Texas and now assistant to the 
vice-president in charge of Plym- 
outh sales; Maurice Acers, mem- 
ber and employer representative, 
Texas Employment Commission, 
who said Texas dealers had 
achieved a very low unemploy- 
ment compensation tax rate, an 
average of .3%, compared with a 
state average of .63%, and that 
597 of the 1,943 Texas dealers 
have achieved the state’s minimum 
rate of one per cent; Paul Port, 
Houston tax attorney, and R. H. 
Taylor, Houston tax accountant, 
who discussed Texas tax matters. 

Closing feature was a panel dis- 
cussion of problems of medium- 
sized dealerships. Rex Rose of 
Pampa, Ford, was moderator and 
panelists and subjects were: “In- 
ternal Business Management,” Bob 
Klare of Refugio, Chevrolet; 
“Parts and Service,” Hall E. Nall 
of Plainview, De Soto-Plymouth- 
GMC; “Selling in a Seasonal 
Community,” Charles M. Pearre of 
Weslaco, Chrysler - Plymouth- 
GMC; “Personnel,” W. V. “Buster” 
Curry, Freeport, Ford. 

The 1959 convention is sched- 
uled for Fort Worth, with dates to 
be announced. 

Tom J. Crooks is the veteran 
manager of TADA. 


Admiral Bell Becomes 
Texas Admiral 


peersarr ee J. Bell, executive vice- 
president of NADA, is back in 
the admiral business as a result of 
his visit to the TADA convention 
in Galveston. 

In the closing session, President 
Sam White of TADA presented 
Bell with a commission as a full 
admiral in the Texas Navy. The 
commission was signed by Gover- 
nor Price Daniel. 

In making the _ presentation, 
White pointed out that Bell had 
once served as ensign on the bat- 
tleship Texas, now memorially 
berthed near Houston. White also 
recalled that Bell retired in 1948 
from the “greatest navy in the 
world, with one exception, that be- 
ing the Texas Navy.” 

When he began his address, Bell 
greeted officers and members of 
TADA as “fellow admirals” and 
said he does not believe the retail 


Admiral Bell of Texas Navy 


automobile business is the only 
business afflicted with lack of ag- 
gression in salesmanship. 

He then apologized for his need 
of a hair cut, related that on the 
previous morning he tried to get 
tonsorial service in a Galveston 
barber shop. 

“There were three chairs and 
only one man who was reading a 
newspaper,” he related. 

“He reluctantly laid down his 
paper and I got in a chair. I told 
him I wanted an all-over trim, 
but no clippers. 

“This barber held up a hand on 
which the thumb was missing. He 
said, ‘When I was a boy, I lost that 
thumb and I can’t use scissors.’ 

“Then,” said Bell, “I guess we 
can’t do business. 

“The barber agreed and, as I left 
the shop, he was again relaxed 
with his newspaper.” 


Miller Buys Charleston Deal 


Walter J. Miller, Jr., is the new 
owner of the Cadilla¢ dealership at 
Charleston, S. C. He has purchased 
Altman Cadillac Co., headed by the 
late James Altman and for which 
Miller was sales manager. W. W. 
Muckenfuss, Jr., is  secretary- 
treasurer. The new firm’s name is 
Miller Cadillac, Inc. 


Dillon Dealers Organize 


W. K. Caldwell of Dillon Motor 
Sales has been elected president 
of the newly-formed Dillon County 
(S. C.) Dealers Association. Vice- 
president is W. K. Breeden, 
Thompson Chevrolet Co., and F. 
M. White, Motor Parts & Equip- 
ment, is secretary. 
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double-action rales maker! 


li MS 


WHEEL 


The BE AR ALINEMENT 


TESTER 








Dramatic Dial Allows Customers « 
to Actually SEE Mis-Alinement 





This double-action profit maker 
helps you cash-in on the whopping wheel 
alinement market two sure ways: 1) with 
a Bear Drive-Over Alinement Tester, it’s 
a cinch to sell 9 out of 10 car and truck 

owners, because they actu- 

ally see need for alinement; 

2) the tester proves you’ve 

done a perfect job...you con- 
vince’em coming and going! It 

also detects bent housings and 
other defects causing mis-aline- 
ment. And, you test vehicles in 
motion—with the only drive-over 
tester that shows “road readings”! 
Call your Bear Jobber or write for 
free catalog. BEAR MFG. CO., DEPT. 


= © 8-1, ROCK ISLAND, ILLINOIS 
BEAR 359358 owes sore POS 











DEALERS 


GET THIS 


6 pc. DESK SET 


FREE 


WITH ONE CASE OF 


PYROIL 


NEW PYROIL 
GIFT PROGRAM 


It’s a real deal. . . Free gifts 
for your sales assistance. Get 
this desk sensation of the 
year. Four attractive ball 
point pens, each writes a 
different color. Plus dial-a- 
Pyroil Prod- phone note pen in a desk 
ucts are na- base, plus extra 49¢ refill. 
nary: = All this when you buy one 
World Fa- case of Pyroil. (Any size or 


mous Super type.) 
Lubricants 
since 1928. 


* PEARLS * NECKLACES *« BRACELETS * WATCHES 


Write for free colorful brochure. You can take your choice 
of 6 different plans. 


GET YOUR GIFT NOW 

from your supplying Jobber or send his name 
OIL and address, along with yours, to the Pyroil 

Co., Inc., Dept. J68, La Crosse, Wis. 
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How many of these ways 


do you use your 
al PULLMAN 


VACMOBILE 


to make 


EXTRA 
PROFITS? 


if you answer yes 

to 3 or more, you’re 

making the most of your Pullman! 

Yes No 
Do you display the Pullman “FREE 
VACUUMING?” sign outside of your 
station to help bring in extra business? 


When you vacuum the inside of a car 
do you check the floor mats, inside 
lights, seat covers, etc . . . and sell 
additional high profit TBA items? 


When you vacuum the trunk do you 
note the condition of the spare tire... 
and try to sell a new one if needed? 


When you vacuum inside do you 
compare the lube sticker to the mile- 
age indicator so you know if a car 
needs a lube job? 


Do you use the Pullman hangtag to 
turn occasional customers into 
steadies? Hangtag attaches to steering 
wheel, door handle, gear shift, or horn 
rim . . . tells customer of the extra 
services you perform. 








PULLMAN VACMOBILE | 
YOURS FOR ONLY 40c 
A DAY! 


You pay just $12 
a month for 12 
months . . . $144 
complete for your 
Pullman Vacmobile 
including free tool 
kit, sign and supply 
of hangtags! 


PULLMAN VACUUM CLEANER CORPORATION 
Dept. SA-6, 25 Buick St., Boston, Mass 

Yes! I want to make extra profits 
with Pullman. Rush me complete 
details, plus your booklet ‘“‘How To 
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Make Sales All Over The Lot’! 
NAME 

ADDRESS 

CITY ZONE__STATE __ 


MAIL TODAY... 
LEARN 101 MORE 
WAYS TO MAKE 
EXTRA PROFITS 
WITH PULLMAN! 


' 


os 
— 
— 





Dealers Ask for Chair 
At Labor Negotiating 


sama representation in auto- 
motive labor negotiations was 
asked by the North Carolina Auto- 
mobile Dealers Association during 
the group’s 23rd annual convention 
at Pinehurst recently. 

Declaring that the dealers have 
had to absorb production cost in- 
creases due to hiked labor wages 
and benefits, the dealers declared 
they could absorb no more. Any 
further increases must be passed 
on to the consumer, they stated. 

They adopted a resolution which 
maintained that “the motoring 
public has a stake in automobile 
labor negotiations,” and that the 
dealers, ‘““‘who are directly respon- 
sible to the motoring public, are 
entitled to sit at the bargaining 
table to represent the interests of 
their businesses and their custom- 
ers.” 

M. Brack Wilson, resolutions 
committee chairman and a Ford 
dealer of Smithfield, said in an ac- 
companying statement that for the 
past three model years increased 
labor cost “has entrapped only one 
segment of our economy—the 
automobile dealers who, in order 
to sell these increasingly more ex- 


Officers of the North Carolina Automobile Dealers Association are (I. 
to r.): Odell Sapp of Salisbury, vice-president; Rupert Atkins of 
Raleigh, treasurer; Mrs. Bessie B. Ballentine, executive secretary: 
Joe A. Watkins (Dodge-Plymouth) of Oxford, president, and Woody R. 
Hampton of Sylva, secretary. Convention attendance approximated 600. 


pensive cars, have been forced in- 
to making over-allowances on 
trade-ins and granting ridiculous 
discounts. 

“You know the results. Last 
year, according to NADA, the 
average dealer netted only 0.7% 
profit before taxes. 

“Unless the retail auto dealer is 
encouraged by reasonable profits 


to sell and render service on auto- 
mobiles,’ Wilson continued, “the 
equity of the American public in 
some 50 million automobiles will 
be seriously impaired. So the pub- 
lic has an interest in this as well.” 
A dealer panel on overhead- 
chopping and profit-making in- 
cluded an address by a well-known 
Georgian. (See page 45.) 











TRU-TORQUE 


Safety Cups with Metal Expanders 
SPEAK FOR THEMSELVES 


ve TRU-TORQUI 
( bsalri 


Order from-your local jobber today! 


TRU-TORQUE 


OTTO-ITEMS, INC 


1200 Reco Ave., St. Louis 22, Mo 


Want more facts? Use Reader Service Card Page 113 





DEPENDABLE BATTERIES 


for more than 30 years 


InpMA APPROVED ? : 
Automotive, Marine, Motorcycle, 


Aircraft. 
We OUuTSELL... BECAUSE 
We Out SERVE 
We also Repair and Rebuild ALL 
Makes . . . Automotive, Industrial 


and Railroad 
YOCAM BATTERIES, Inc. 
Tampa, Fla. 


Service Branches in Tampa, Miami, Jacksonville and 
Pensacola, Fla., Macon, Ga., and Prattville, Ala. 





THERE'S ONLY 
4 ONE ANSWER..5 


HOW DO YOU SOLVE 
FUEL SYSTEM 
OVER- PRESSURE 

\ PROBLEMS ? 


it KG Signs 





FILT-O-REG is the No. 1 choice of leading = 
Carburetor Specialists to eliminate over-pressure 
problems on today’s multi-barrel carburetor and 
automatic transmission equipped autos. Prevents 
flooding, stalling, vapor lock. Increases gas mileage. 
Over 4 million FILT-O-REGS installed. STOCK 
& SELL FILT-O-REGS with all your tune-up jobs. 


Or write for free bulletins: 


ALONDRA SALES, INC., LOS ANGELES 19. CALIF. 


#317 Vapor Lock Bulletin 
#302 Over-Pressure Bulletin 
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Scudder Succeeds Kemp 
For Buick in Dallas 


OHN H. Scudder has been pro- 

moted from zone manager for 
Buick Motor Division at San Fran- 
cisco, Calif., to regional manager at 
Dallas, Texas, succeeding Arthur 
J. Kemp, who has been named 
Eastern regional manager. 

Scudder was on the St. Louis, 
Mo., zone staff from 1946 to 1949 
when he became assistant sales 
promotion manager at Flint, Mich. 
In 1953 he was made zone manager 
in Milwaukee, Wis., and later in 
Portland, Ore., and San Francisco. 

Kemp, who succeeds G. C. Dur- 
ham in the Eastern headquarters in 
New York, was transferred to Dal- 
las from San Francisco in 1948. He 
joined Buick in 1945. 


Carter School Enrollment 
Hits Record High 


NROLLMENT in the Carter Car- 

buretor Power Center training 
courses in automotive fuel system 
maintenance has reached a record 
high—more than doubling that for 
all of 1957 in the first three months 
of this year, according to Roy H. 
Dean, education director. 


Since Power Center training was 
inaugurated last November, Dean 
said, more than 7,500 repairmen 
have signed up for the two-week 
classes at Carter distributorships 
across the country. The new course 
is a more intensive one, concen- 
trating on those areas found to be 
of the greatest practical value to 
repairmen, he said. 


White Motor Co. Names 
Three for New Jobs 


HREE executives of The White 

Motor Co., Cleveland, O., have 
been elected to new positions in a 
divisional growth and diversifica- 
tion move, according to Chairman 
of the Board Robert F. Black and 
President J. N. Bauman. 

Z. C. R. Hansen, president of 
Diamond T Motor Truck Co. of 
Chicago, a wholly-owned White 
subsidiary, was elected a director 
of White, as well as general man- 
ager of the Diamond T Division. J. 
P. Dragin, vice-president of fi- 
nance, has been appointed execu- 
tive vice-president of finance and 
administration, and William F. 
Burrows, general manager of 
White Diesel Engine Division, 
Springfield, has been elected vice- 


president and general manager of 
that division. 


Floridian Features 
Economy “Runs” 


B ERDINE Motors, Leesburg, Fla., 
is conducting “miniature” 
economy runs with two daily prizes 
to winners. 

Using a Rambler American 
equipped with an electric mileage 
gauge, motorists vie for top mile- 
age and two winners each day re- 
ceive large four-color murals suit- 
able for framing. 

In the first two days of the pro- 
motion the top mileage of 32.5 
miles per gallon was posted by 
George Rast, vice-president of the 
First National Bank of Leesburg. 


Albemarle Tarheels Organize 


The Albemarle (N. C.) Fran- 
chised Auto and Truck Dealers As- 
sociation has organized and elected 
James R. Nance of Confederate 
Motors, Inc. (Chevrolet), presi- 
dent. Other officers are Sanford R. 
Davis, Davis Motor Co. (Cadillac- 
Oldsmobile), vice-president, and 
George O. Stovall, Stovall Wolfe 
Motor Co., Inc. (Ford), secretary. 





RAJAH PAT. HAND CRIMPING TOOL 


NOTE—The simplicity of this Tool 
it strips and also crimps Rajah Terminals te 
Ignition Cable 
Order from your jobber or direct from us. 
Send for circular and prices. 


The Rajah Company, 35 Verona Ave., Newark, N. J. 








ARE YOU READING SOMEBODY 
ELSE'S COPY OF SAJ...? 


Why not get your own subscription so you can always be sure of see- 
ing each issue . . . the price is low and it's all reading. 


| SOUTHERN AUTOMOTIVE JOURNAL 
| Department A-!/ 

606 Peachtree Street, N. E. 
j Atlanta 8, Georgia 


] Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 3 years 


0D New Subscription 
[) Renewal 


FIRM__ 


Why Send 
RADIATOR‘ 


Jobs Away?-« 


~~ 
ra Many Adding $8,000-$12,000-$15,000 
a Year Servicing Radiators! 
@ “our Inland radiator dept. is taking in an average of $300 
a week!”—Douthit-Carroll-San Chez Co., Memphis, Tenn. 
“Grossed $18,000 the first 9 months.”—Harvey C. Jones 
Co., Reseda, Calif. ‘‘Made over $500 my first month.” — 
@ Roberts Service, Blacksburg, Va. “Taking in $50 a 
day.”’—Tillie’s Service, Fargo, North Dakota. 
Motor Service survey shows radiator repair jobs were 
® up 15.8% last year. Profits from radiator work are 
sure to steadily become even better due to increasing 
e cooling system pressures. 
FREE 48-pg. book, all about Inland equipment, 
easy-pay plan, free factory training school. 
INLAND MFG. COMPANY, 
@ 1108 Jackson St., Dept. SA-6, , Omaha 2, Nebr. 
World's Largest Manufacturer of Radiator Servicing Equipment 
ce am eee meee 
INLAND MFG. CO., Dept SA6é, 1108 Jackson St., Omaho 2, Nebr. i 
Please send new free nook, ‘Blue Print For Profits.”’ 
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PLEASE PRINT 








| Name of Firm 


| P. ©. Box 
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ZONE___STATE 











BY 
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| City State 


0 Enclosed find $3.00 
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Bill me fer $3.00 


If dealer, make of car sold 





Are you now operating a radiator dept.? 


O Yes © Ne 
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Alan Sales Co. — Birmingham 
Acme Air Appliance Co., Inc. ...... 94 
j Felt Products Mfg. Oo. ........0:% 79 
Downey, Herman J. — Birmingham 
i Jaycee Chemical Corp. ...........- 4 
| ARKANSAS 
i Moore, Doyle — Little Rock 
F& PM ee vesn eos 96, 97 
' Vogler, Ted 
Triple-A Specialty Co. ............ 109 
DISTRICT OF COLUMBIA 
Norton, R. P. — Washington 
Watervliet Tool Oo. .............. 19 
Paera, James — Washington 
Watervliet Tool Co. ....... 19 
FLORIDA 
Bridges & Assoc., R. I. — Jacksonville 
oy FS 5 era 124 
Hirsig-Brantley Co. — Jacksonville 
 _» Ss S ® Serres 128 
Err 95 
Imco Mfg. & Sales Co. 135 
Manley Valve Corp. ....... 126 
Tramco Ind., inc. ........ . -188 
Norton Assoc., K. W. — Jac ksonville 
ES Pre rere ee 130 
Yankee Metal Prod. Co. ... 113 
Pilkington, Bob — Jacksonville 
Heckethorn Mfg. & Supply Co 25 
Rogers, H. M. — Jacksonville 
Watervliet Tool Co. : 19 
Cadden, Milt — Miami 
Gee GUL Sacdendacovesovese 106 
Meadows, J. L. — Ocala 
Pullman Vacuum Cleaner Corp. ..... 141 
Butz, Sid — Tampa 
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te ccosescetabe eens 89 
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Clayton-Mattie Co. — Atlanta 
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Minnich Co. — Atlanta 
Pt Cis Dh ates con ea peeoteseoce 82 
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Universal Lubricating Systems, Inc. .139 
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Jack-Pack Mfg. Co. 136 
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p WOU SLES Ab + Cabwe- 64.6008 102 
4 Cullins, Robert — Overland Park 
Guaranteed Parts Co. ........... 90 
Leahy, E. T. — Prairie Village 
Storm-Vulcan, Inc. .........+eee0 104 
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50 ND 400 cc eesvcvewese 124 
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Monkey Grip Sales Co. ........... 88 
Universal Lubricating Systems, Inc. .139 
Dicello, Tony — Louisville 
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Acme Air Appliance Corp 94 
Alondra Sales, Inc. .. 142 
Jaycee Chemical Corp. a 
Taylor, D. C. — Louisville 
Kem Mfg. Co. 138 
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Cole-Hersee Co. ..... .106 
Keen, C. Guy — Meridian 
Kem Mfg. Co. ...... .1388 
Shields, Herman A. — Meridian 
Johnson Bronze Co. ..... .117 
MISSOURI 
Black, R. S. — Kansas City 
Lee Filter Se wee #4 112 
Buettner, C. M. — Kansas C 
Acme Air Appliance Cor; 94 
penn GN bcccvtess .130 
Monkey Grip Sales Co 88 
Bupa Ges i« oe 141 
Calkins, Herb — Kansas City 
Grand Automotive Prod. 3 
Dickey, R. O. — Kansas City 
Jaycee Chemical Corp : 4 
Doring & Eyer — Kansas City 
Triple-A Specialty Co . 109 
Halco, Inc. — Kansas City 
Kem ee. GG watson 138 
Libby Co., Frank — Kenees Cit 
Tramco, Inc. ...... 133 
Mosher, W. A. — Kansas City 
Banite Co. Vacedeenadac@anas 2 
Snyder, J. J. — Kansas City 
Pullman Vacuum Cleaner Corp 141 
Swanman, M. H. — Kansas City 
Lamson & Sessions Co , 120 
Lisle Corp 2 131 
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Alondra Sales, =nc 142 
Buergler, H. H. — St Lewis 
Manley Valve eae 126 
Link & Chambers Sales Co. — St. Louis 
Ken Tool Mfg. Co » = kate 137 
Nixon, Russ — St. Louis 
Guaranteed Parts Co., Inc 90 
Punt, W. G. — St. Louis 
Otto- Items, Ine 142 
NORTH CAROLINA 
Huber, Jerry — Charlotte 
Lamson & Sessions Co. ............ 120 


Kidd, T. L. — Charlotte 

Johnson Bronze Oo. ...... ae 

Storm-Vulcan, Inc ‘ .104 
Newton, Kirby F - Charlotte 

Kem Mfg. Co .138 
Stroud & Walden — C harlotte 

Alondra Sales, Inc 142 
Ward, Ben T - Charlotte 

Banite Co ‘- 2 

Jack-Pack Mfc. Co. 1386 

Otto-Items, Inc ' 142 


Longdon, J. 8. - Greensboro 
K-D Mfg. Co 110 


Ruark, J. B. — High Point 


Curran Corp. 136 
OKLAHOMA 
Kline, B. A Oklahoma City 
Watervliet Tool Co 19 
Lees & Assoc., Henry Oklahoma City 
L & S Bearing Co 12 
SOUTH CAROLINA 
Gendil, Sam — Columbia - 
Felt Products Mfg. Co 79 
TENNESSEE 
Major, Jan — Memphis 
Bell Co., Inc 82 
Miller, Clyde — Mens his 
Watervliet Tool Co . 19 
TEXAS 
Brogan, F. — Dallas . 
Felt Prod ‘Mfg. Ce. . . 79 
Monkey Grip Sales Co 88 
Butts-Jeffries Co. — Dallas ! 
Golden Glide Div. ... 127 
Connell Co., J. 8. — Dallas ; 
Jack-Pack Mfg. Co 136 
Manley Valve Corp 126 
Triple-A Specialty Co 109 
Cree, H. M. — Dallas 
Pullman Vacuum Cleaner Cor} 141 
Crockett-Jordan Co. — Dallas 
Cole-Hersee Co 106 
Kem Mfg. Co 138 
Hirsig-Frazier Co. — Dallas 
Curran Corp 186 
Pyroil Co - 141 
Jayne, Albert — Dallas 7 
Ken Tool Mfg. Co 137 
Johnson Co., Dean — Dallas 
Alondra Sales, Inc ; 142 
Lynn & Hemphill — Dallas 


Heckethorn Mfg. & Supply Co 2 
Jaycee Chemical Corp 


McClintock Sales Corp - Dallas 


Acme Air Appliance 94 
Grand Automotive Prod 8 
10 


Wittek Mfg. Co 2 


O'Connell, J. J. — Dallas : 

Otto-Items, Inc 142 
Russell, Ralph — Dalias 

Milesmaster, Inc 184 
Schnair Sales Co. — Dallas 

Trameco ind., Inc 138 
Zell, O. C Dallas 

Storm-Vulcan, Inc 104 
Lyon, W. L. — El Paso 

Lamson & Sessions Co 120 
Automotive Sales Co Ft. Worth 

FP & B Mfg. Co : 96, 97 
Copeland, Rudy Ft. Worth 

Ace Rubber Co . 185 

Egan Mfg. Co., H. B 128 
Greenfield, Neal — Ft. Worth 

Bell Co. .. —_— 
Keller, Fritz — Ft. Worth 

Banite Co. . ‘ ae 

Lincoln Engineering Co ‘ 81 

Lisle Corp. 131 
Lovelady, John W. — Ft. Worth 

i Mn 2 od 60ccees 110 

Lamson & Sessions Co. ........... 120 
Brockenbrough & Sanders — Waco 

Ideal Corp. ...... 130 









Thermoid 
Fan Belts 


go over BIG 


... because there’s absolutely no stretch. Pre- 
stretching prevents sagging and premature 
wear. Neoprene covers resist high under-hood 
temperatures, abrasive road dirt, oil and 
grease. Just 32 sizes cover 96% of your 
market. You have less inventory .. . faster 
turnover ...and make more money. 





Other high quality Thermoid 
Products . . . Modernized to meet 
modern driving conditions. 


Brake Lining and Bonded Shoes 


hermol 


Thermoid Company, Trenton, N. 4 
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For clean oil, a// the time, replace oil filter cartridges 


@ 
with Hastings. Only Hastings has Densite. And only 
Densite keeps oil clean. 
Densite is an entirely different type of filtering ma- 
terial. Millions of selected cotton fibres—pressure 


packed—trap the dirt and keep oil clean, from filter 
change to filter change. 
Recommend Hastings Oil Filter Cartridges with 


every oil change. It's the sure way to build profitable, 

repeat business . . . add more satisfied customers. 

a a e HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN 
Filters, Piston Rings, Casite, Wear Reducer, Spark Plugs 


Hastings Oil Filter Cartridges 


; 
cal for keep oil clean from filter change 
as 8 @ to filter change* ls 


ES 
<a v | 
o *When replaced as nor- 
mally recommended. 
Proved by tests conducted 
under supervision of Pitts- 
burgh Testing Labora- 
. tories, in accordance with 


2,584,771 


U.S. Patent Nos [> SSS 
2,797,811 
U. S. Bureau of Standards 
procedure. 








» a 
a“ 
"dP recertt\* 
P ‘ 
‘ 





CHROME C-9 OIL RINGS WITH 
CIRCUMFERENTIAL EXPANSION ACTION 
... for newer engines 
Newest advancement in ring design as- 
sures a new high in conformability. With 
an average of 60 outward thrusts, 
C-9 adapts easily to cylinder 
variations and variable operat- 

ing conditions. 


CHROME SPIRO-SEAL 

OIL RINGS WITH 
CIRCUMFERENTIAL EXPANSION 
ACTION... for older engines 


SMART MOTORISTS WANT RAMCO RE-POWERING 


for longer engine life... 


Of course, they don’t know they want RAMCO 
rings—they juet want that ring job to last! 


And so do you, if you want satisfied customers. That's 
why smart engine men call for RAMCO 10-Up Sets— 
the kind that last and last and last and last—and bring 
in “recommend” customers. 


Smart engine men know each 10-Up Set contains either 
Chrome C-9 or Chrome Spiro-Seal oil rings—each with 


circumferential expansion action—each “‘power-engi- 
neered” with chrome to make any age engine feel 
young and gay. That’s why you’re DOUBLE SURE 
you'll re-power right—RAMCO right—when your 
work sheet calls for RAMCO 10-Up Sets. 


Be DOUBLE SURE! Call your RAMCO Jobber today. 


eewmse owen wae ane 


RAMSEY CORPORATION, ST. LOUIS 8, MO. SUBSIDIARY OF THOMPSON PRODUCTS, INC. 


Copyright 1958 Ramsey Corporation R-399 





